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YOU CAN USE A WOOSTER 
NYLON LONGER -- 


And it gets better the longer 


ou uge iT 












Wooster Foss-Set 
Nylon Flatting Wall 
Brush No. 


NF-101 


| see the time the raw nylon filaments are received at Wooster 
until the finished brushes are placed on the dealérs’ shelves, 
every step in making a Wooster nylon is carefully controlled. Not 
only is the nylon specially processed by Wooster to give positive 
flow control, but every brush is formulated in accordance with 
Wooster’s long experience in making quality brushes. As a result, 
Wooster Foss-Set nylons give plus mileage at a lower first cost; 
3 to 5 times the wearing quality; and the longer they are used, 
the better they become. 


Of this fact you can be certain — Wooster Foss-Set nylon Brushes 
are Better Always —and All Ways. 


Ne ee es ee 





IT’S WORTH A WOOSTER BRUSH 


1F IT’S WORTH PAINTING 
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Let your customers take a look at the new YALE 
Ziplock—the neatest trick yet in bicycle locks. 
They’ll go for the brilliant red . . . the easy-zip 
locking (“It Zips to Fit’) ... the sure YALE 
strength. Ideal for bicycles, duffle bags and 
camping equipment. 


















And, ideal too, for supplying both normal 
seasonal demand for bicycle padlocks and 
impulse sales due to the attractive 

zip-up feature. 


Ask your jobber about the Jumbo 
Introductory offer—including a clever 
combination box-and-display, window 
streamers, and newspaper mats. 


GIVE THE NEW — 







ZIPLOCK ~ qi MGR fe) 
will be advertised Pe, peg . 
in THE SATURDAY . 4 ver Btewsiie, Welle al 


EVENING POST 
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Get this big, 
TESTED Electric Light Bulb 
Merchandiser to help double 














your light bulb sales! 


Here’s your opportunity to set up a big, compact 
electric light bulb department, stocked chock-full ef 
the highest quality bulbs on the market today. This 
- ma Gs Se ES oak specially designed Sylvania Merchandiser’s capacity 
is over 600 bulbs! It carries every popular wattage 
clearly marked. And besides the handy bins for loose 
bulbs, it carries six rows of the greatest bulb merchan- 


dising idea of modern times . . . the Handy 5-Pack. 





Handy 5-Pack 


boost your unit of sale that has ever been developed! 


... the most revolutionary idea to 


It will help sky-rocket your sales! Surveys show that 
75% of your customers will buy five bulbs instead of 
one, in this handy, easily stored container. Wanna see 
Sylvania Electric Products Inc. 


213 Derby Street 
Salem, Mass. 


double? Mail coupon now for full details of this 


amazing offer. 


SYLY, 
ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC 
LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 


Gentlemen: 


1 

l 

l 

l 

I 

| want to feature your Handy 5-Pack in the wire mer- 
chandiser shown above. Tell me how | can get this unit 

for 372% less than actual cost with a stocking order l 

I 

l 

l 

l 

l 

| 

l 

I 


| 
| 
| 
| 
| 
| 
| 
| of bulbs. 
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—IN THE FAMOUS 
SECRET SERVICE SERIES 


4 POPULAR NUMBERS 


AVAILABLE NOW 


IN BRASS, as in steel, the basic superiority of 
Master Laminated Construction stands out bold- 
ly as Gibraltar . . . in brass, as in steel, Master 
know-how in the manufacture of quality pad- 
locks produces values that are outstanding in 
the industry. For your customers who prefer 
padiocks of brass, this complete range of Secret 
Service numbers is available now. Quick service 
on keyed-alike and master-keyed installations. 
Ask your jobber! 


No. 8 .« $1.00 Retail 


Small, compact, laminated BRASS 
padiock and featuring finest brass 
cylinder, pin tumbler security. Pre- 
cision built to one-half thousandths 
of an inch. 1-3/16" case. 


didedenoveaonaniy 
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No.2 « 


$1.50 Retail 


Powerful, laminated BRASS pad- 
lock. Finest brass cylinder, pin 
tumbler security. Heavy brass lock- 
ing lever. Extra-strength riveting. 
1%,” case. 





No. 4 + $1.25 Retail 


Strong, dependable, laminated 
BRASS padiock with finest brass 
cylinder, pin tumbler security. Pat- 
ented protection against jarring 
open. 112” case. 


Make sales faster with 





——— Master Padlocks —— 


EVERY ONE AN OUTSTANDING VALUE 





No. 6 « $2.00 Retail 


Ruggedly built, laminated BRASS 
padiock, Finest brass cylinder, pin 
tumbler security. Extra heavy brass 
locking lever. Riveted under 150 
tons pressure. 2” case. 









Associated Locksmiths 
of California 
patseats 10 


ase 
MASTER LOCK CO, 
his certificate of merit 
in recognition of the 
outstanding effort to 
manufacture 
HIGH QUALITY PADLOCKS 
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Master Jock Company, Milwaukee. Wis. © World's Leading Padlock Manufacturers 
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STUDENT 


Mr. Warren T. Moore, 
Georgia Tech. 










PIPE FIT 


Mr. W 
Beauma 









Ar. Charles A. Fuller, 
w York City. 






Mr. Clark Pelt, 
Dallas, Texas. 













ii aii tale nie idl From the North, South, East and West, men who 


406-C Cembination package 
(rule and spare blade) $2.70 
408 Streamline 8 ft. tape $2.25 


408-C Combination k ope . 
(rule and spare blade) °$3.25 the dependability, convenience and accuracy of Master 


plan, men who design, supervise and build, testify to 


Steel Tape Rules. These men, and many more like them, 
306 Tufboy 6 ft. tape $1.35 


a | write to tell us the all around satisfaction they find in 


Master Rules. They know what they want in a steel tape 








rule...and they all choose Master Rules. 
306-W Brite Blade 


306-WE' Combination con Identify your name with the best in rules... Master 
package - = ‘ 
——— $1.90 Steel Tape Rules. Depending on your customers’ specific 
308-WC Combination : Ne! 
package $2.90 requirements, there’s a Master Rule which is easily the 


best rule in its class to buy. . . the best rule for you to sell. 








Ge ae Be Be aL 





MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. > Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Gakland, Calif. 
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The SOTAVENTO on builder's trials — under U.S. Flag 


> His Excellency'’s Ship, SOTAVENTO, designed and built for President 
Miguel Aleman of Mexico by Higgins, Inc., is today's ultimate in the building 
and fitting of luxury yachts. Higgins chose the best of everything for this craft 
+ +» 80 Columbian Tape Marked Pure Manila Rope was used throughout. 


The clean smooth lines give this yacht distinction of appearance to match 
its superlative construction and fitting. Drawing 10 ft. 6 inches, the vessel has 
168 ft. overall length, with beam of 28 ft. Twin Diesels give 1800 HP on the 
shaft, providing 17-knot speed. Cruising range is 4000 miles. The ship is 
highly electrified, and air conditioned throughout — including crew's quarters. 
Master's and guests’ accommodations contain seven double staterooms and 
six baths. 


That the Higgins Yards put Columbian Rope aboard was only natural... 
it is standard practice on all Higgins vessels to equip with Columbian — The 
Rope of the Nation, 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., AUBURN, "The Cordage City”, N.Y. 
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SIX GUESSES 





WHAT THIS 


GUY IS THINKING ABOUT 


HOW him these 6 Taylor best sellers and you'll 
cash in on his Spring thoughts the minute he 
walks into your store. Get them on display now for 
anniversaries, birthdays, Mother’s Day, Father’s 
Day—and him too! Of course, these are just a few 


out of Taylor’s fast selling, nationally advertised 
line of more than fifty instruments. Order through 
your wholesaler today or write Taylor Instrument 
Companies, Rochester, N. Y., or Toronto, Canada. 
(Prices slightly higher in Canada.) 





2923 Lite-Nite Compass. He may even > 
have a quick thought about getting lost— 
but day or night he never will with this 
handy compass! North and South points 
treated with permanently luminous radio- 
active compound. Float dial in a sturdy 





2” green plastic case. $27 doz. 
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5936 Roast Meat 
<q Thermometer. 
He thinks about 
savory brown 
roasts all year 
round, and here’s 
a truly depend- 
able aid to per- 
fect roasting! 
He'll want to slip 
one into the little 
woman’s apron 
pocket. Tells 
when any roast is 
rare, medium, or 
well done. $21 
doz. 


1948 





<q 2293 Ship's Whee! Baro- 
guide. If he’s thinking about 
Spring, this new barometer 
will help him predict more 


of it! 


Perfect for wall or 


desk use. Hand-rubbed wal- 
nut case, brass spokes. Easy 


‘reading silvered metal fore- 


cast dial with sharp black 
numerals. Exclusive Taylor 
altitude adjustment on back. 


$10 ea. 





<4 New Taylor Indoor- 
Outdoor Thermometer. 
If he’s wondering 
about the temperature 
inside or out, this 
thermometer leaves 
no doubt! Tells 'em 
both at a glance. Sim- 
ple, complete mount- 
ing instructions in- 
sure quick installa- 
tion, long, accurate 
service. No. 1AP1 
warm ivory or 1AP2 
walnut plastic case. 
$7.50 ea. 





2068C Auto Altimeter. 


Who doesn't like p> 
to think about Spring 
driving? Here’s a per- 
fect gift for every 
motorist! 2%" dial in 
brown plastic case. 3 
ranges: 500 feet 
(2068C) $7.50 ea.; 
10,000 feet (2068D) 
$9; 15,000 feet 
(2068F) $10 ea. 


4 2280 Fisherman's Barometer. 
Fishing’s a safe guess—and this 
barometer will actually tell him 
when the fish are biting! Ex- 
tensive fishermen’s research 
proves it right 94 times in 100. 
Good grade movement in 3% 

green plastic case. $7.50 ea. 
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IN HOME AND 


‘Taylor Instruments 


ACCURACY FIRST 
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Fishing for volume business? Hook up with the sales- r 
attracting Bright Star line of flashlights. This complete 
family of flashlights offers variety— quality — smartness — 
durability. It’s America’s fastest-selling line to give 
you steady turnover all year ‘round. Write today for 
details of Bright Star’s high-average-profit merchandise 

' 





deals in colorful display packages. 


no. 10m cells 

Counter display promotes 
24 Bright Star cells... 
guaranteed to exceed 
Gov't. C-18 specifications 
by 30% even on expiration 
date stamped on battery. 


* metal cases with gleaming chrome finishes 


* dramatically colorful plastics —cases withstand 
severest tests of heat, cold and moisture 





* three-way, lock and removable switches; 
bulb shock absorbers 


* a flashlight for every use at every price 





better 
lines make 


better 


THE SETTER 


FLASHLIGHT 


S FOR BETTER sepvicg 


unit no. 2160 

Six No. 216 two-cell 
chrome finished spotlights 
on 2 colorful displays. 48 
No. 10M Bright Star metal 
top batteries in 2 die-cut 
counter display boxes. 


eee 





BRIGHT STAR BATTERY CO., Clifton, N. J. 


branch offices: Chicago and San Francisco 
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New models ... new designs .. . new values .. . new and better 
ways to build rifles and shotguns. Constant, continuing, gunmak- 
ing progress—supported by national advertising—keeps Savage- 
Stevens “First in the Field” among your customers. 


SAVAGE ARMS CORPORATION 
Firearms Division 
CHICOPEE FALLS, MASS. 








Savage Model 99 Hi-Power Lever Action Rifie 
First—to design and build a lightweight, 
streamlined, lever action rotary magazine 
rifle to shoot the hi-power, flat shooting, 
Savage-developed .250-3000 and Savage 
-300 cartridges. 





Savage Model 745 
Lightweight Auto-loading Shotgun 
First —to introduce a lightweight 12 gauge 
auto-loading shotgun for upland game and 


d [ skeet. 


Stevens Model 325 .30-30 Carbine 
First —to place on the market an accurate, 
hi-power bolt action. carbine style rifle 
that’s priced “within the reach of all.” 









Stevens Model 87 Auto-loading ‘’22” 
First—to pioneer a .22 cal. auto-loading 
rifle in the low price field. 












Stevens Double and Single Barrel Shotguns 
Models 311-94 (Tenite - Stocked) 
Models 530-107 (Walnut - Stocked) 
First—to adapt beautiful, durable Tenite 
for stocks and forearms on medium priced 

shotguns. 







Stevens Model 59 .410 Bolt Action Shotgun 
First —to produce a bolt action, tubular 
magazine shotgun in popular .410 gauge. 


cell 
ghts 
. 48 
etal 
-cut 






Stevens Model 22-410 
Over-and-Under Rifle and Shotgun 
First—to combine a .22 cal. rifle and .410 
gauge shotgun in one compact, lightweight, 
takedown gun. 


re ee | 


Pome ww al 


ton, N. J. 


rancisco Write for new catalog describing and illustrating the 
complete line of Savage-Stevens rifles and shotguns. 
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Come Spring --- when mops fly.-- 

petter WY to help your customers pring 4 
lasting sparkle to their homes --° and their 
floors: -° than to sell them Bird Armorlite. 


Feature Armorlite with Spring cleaning items 
for bigger yolume— bigger profits! 


Bird styling and excellence of manufacture 
fave long been outstanding amas and 
patterns of Bird Armorlite will bring Y 
turnover and a more profitable operation. 


Right now w 
Armorlite as we 
we can to pring you ™ 
get your fair share of t 


+ 


es 


BIRD « sox, inc, 
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WITH O-CEDARS NEW 
"CLEAN-UP CORNER |” 


HERES THE DEAL: |S 
You buy : This customer-choice assort- 


ment of O-Cedar’s best sellers: 


2 dozen 4 oz. bottles of O-Cedar All-Purpose Polish. 

1 dozen 12 oz. bottles of O-Cedar All-Purpose Polish. 

1 dozen 8 oz. bottles of O-Cedar No Rubbing Cream 
Polish. 

1 dozen pints of O-Cedar NEW Self Polishing Wax. 

1 dozen quarts of O-Cedar NEW Self Polishing Wax. 

2 dozen Wax Appliers. 

1 dozen O-Cedar No. 4 Polish Mops. 

1 dozen O-Cedar No. 9 Dust Mops. 


Total retail sales value— $74.52 


You get as a bonus: ¢ One Self-Service i é 


Merchandiser 
(It’s an O-Cedar exclusive—would cost you $5 if 
you could buy it!) 


















































OOM ARE I IR He 


This new Self-Service Merchandiser will be 
featured as O-Cedar’s “Clean-Up Corner” in the 
Saturday Evening Post, May 29—in a FULL PAGE IN 
COLOR! 


This sturdy, compact wire rack will last for years. 
It’s good-looking, takes little space, and costs you 
nothing when you buy the fast-selling O-Cedar 
Spring House Cleaning Deal. 

Easy to set up, no extra sales help needed. Just 
keep this self-service rack stocked, ring up the sales, 
then pocket the profits! 


Order from your jobber, or write O-Cedar Corp’n, 
2246 West 49th Street, Chicago 9, Illinois. 





<a ~_ ay 
*" Guaranteed by » 
Good Housekeeping 
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“She geeaitiot help in, howelenping 


Quick Facts About O-Cedar’s “Clean-Up Corner” 





Most practical mop display rack ever offered. Mops Sturdy welded, galvanized wire construction. 

always in nest order. Gives all O-Cedar items eye-appeal—products can be 
Self-service arrangement speeds on-the-spot buying. seen from any angle. 

Scope up sales Sor grenter turnover. Handsome—always clean and new-looking. Practi- 
Carries only the fastest-selling O-Cedar products. cally indestructible. Lasts for years. 

Compact—takes only 15x21 in. of floor space. Can't Lower shelf 534 inches above floor. No chance for 


block aisle traffic. goods to become shopworn or damaged. 


O-Cedar Corp’n * Chicago, Illinois * Toronto, Canada 


















































Set of nine full-color PENNANTS, each 12" x 81", 
printed both sides. For window and store interior. 


lune #t, TED MALONE EVERY MORNING, MONDAY THROUGH FRIDAY, A.B.C. NETWORKS 
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yino BOOST your Lamp Sales/ 


VC WO ALL WESTINGHOUSE LAMP 
DEALERS... ORDER YOUR NEEDS TODAY 


Impressive, eye-catcening display pieces like these 
























are included in the Westinghouse Lamp Display 
Kit— 1948 Offer No. One. Each display is well de- 
signed and in full color, to help dealers everywhere 
tie in with the Westinghouse national advertising 
now appearing in Time, Saturday Evening Post, 


This Week and Parade. 


Now is the time to dress up your windows and 
counters with customer-stopping, sales-boosting 
lamp displays. Light bulbs are bought on impulse, 
and the more ways you display them the more you sell! 


é Fill in and mail the coupon below for your dis- 

Mie. play material requirements. Each kit includes ex- 

tax cards, price tickets and a handy lamp price 

le, ; gether with the colorful display pieces 

fe here. Lamp Division, Westinghouse 

a: Bloomfield, N. J. 
AN 


Bpshouse 


*: 
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~~. 


S EVERYWHERE 


a co 
Ce 


Minas « 









NOTE—Send this coupon to your 
Westinghouse Lamp Representative or to... 

WeEstincuousE ELectrric Corp. 

Lamp Division, Bloomfield, N. J. 

Please ship, no charge, Westinghouse Lamp Display Kit— 1918 


Offer No. | 


NAME 
’ 


felt +3 FORK; 
Wood St., PITTS- 
CISCO; 411 N. 7thSt., 


COMPANY 






ADDRESS 


cITy. ee ° ZONE - + STATE 
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YES, SIR! Bridgeport 
is shipping AER-A-SOL 
Household Insect Kill- 
er to every single one 
of the 48 states! 
Bridgeport AER-A- 
SOL Insect Killer is 
the leader in the in- 
secticide field for two 
reasons. am 


tet OF 4 Bruny On - 
P earetved by 
Good Housekeeping 
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COMPANY 
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80 Years of 
Quality Products 


BRIDGEPORT 


BRASS 



















Customers Know Bridgeport... Believe in It! 
They don’t have to guess. They’ve tried this famous 
insect killer. They know its quality, its reputation. 
They know it kills more insects twice as easily as old- 
fashioned spray methods. And surveys show they want 
it...and buy it! 














BRIDGEPORT 2, CONN. 


You Know Bridgeport Backs You to the Limit! 
You get the full benefit of a powerful schedule of hard- 
hitting advertisements timed for the insect season, plus 
complete store-tested point-of-sale display material. And 
you know Bridgeport stands behind every container of 





insect killer it produces! 


NOW THE ONLY COMPLETE AER-A-SOL insecticide line! 
Bridgeport Famous “Blue” AER-A-SOL Insecticide in the 314, 
15, and 16 oz. sizes ... and now the NEW 12 oz. container. 
Line up with the leader. Order yours today! 


KILLS: MOTHS, ROACHES, ANTS, FLEAS, BEDBUGS, SPIDERS, FLIES, 
» WASPS, HORNETS, MOSQUITOES, SILVER FISH, WATER-BUGS, ETC. 
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Happy owners say that MIRRO-MATIC 
cooking is simplicity itself. Just set the con- 
trol for pressure your recipe requires. Then 
put the pan on high heat. When you hear 
control signal, turn heat down and start 
timing. Extra-capacity dome cover opens and 
closes easily. Extra-hard, extra-strong alumi- 


num alloy stays bright with minimum care 


Your MIRRO-MATIC pays for itself over 
and over. It cooks lower-cost meats deli- 
ciously tender in one-third the usual time, 
using 10 Ibs. pressure for minimum shrink- 
age. Vegetable plate takes only 3 minutes, 
at 15 /bs, Canning, four pint-jars at a time, 
adds another economy; use 5 /As. for fruits, 
10 lbs. for meats and vegetables. Think of 


all of the savings in food, time and fuel! 


Spe eday 

MIRRO-MATIC gives you pressure cooking 
at its best. When you “MIRRO-MATIC 
your meals” you get a// the benefits of econ 
omy, simplicity and automatic control plus 
speed. Delicious, healthful meals are mere 


minutes away with your MIRRO-MATIC 


At department, housefurnishing 


and hardware stores, wherever 
dealers sell the finest aluminum 


4-quort, with rack and recipe 
book, $12.95 s 


Cazes) 
<: 4 
=p 
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Mony of America’s finest ranges are now equipped 
with Mirro-Motic Deepwell Pressure Cookers. 


ALUMINUM GOODS MFG. CO. 
MANITOWOC WISCONSIN 
World's Largest Manufacturer of Aluminum 
Cooking Utensils 
CELEBRATING OUR SOTH ANNIVERSARY 









































Churns 


Made by the 


makers of the 





world-famous 











Hoover 


Cleaners 


Drill Presses 
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Hitch up @ HOOVER and Hitch up the BEST HERE'S WHY THEY WANT HOOVER MOTORS 















If your customers are looking for an energetic, Induction run... single phase . . . 60 cycles . . . dual 
voltage—I10/220 .. . 1725 R.P.M. 


a-litel ol (= Manele itelale] Male) a%-) ofe)2-) aisle) (o) aan UTS ME) || : ’ a 
P 7 IY Capacitor start . . . more than 300% full load 







them to hitch up a Hoover. starting torque with minimum current flow. 
Vide aturd tH me No vibration or “shift” . . . integral feet, carefully 
is sturay, COmpac oover power pliant ts machined to give solid mounting and quiet 






operation. 

Se Low temperature . . . electrical and mechanical 
has made over seven million world-famous design for low-temperature operation. Venti- 
lated open type. 40° C. Rise. 


built with the same engineering know-how that 







Hoover Cleaners. 







Laminated steel rotor . . . carefully ground and 
Your customers can use Hoover fractional horse- balanced for maximum efficiency. 
; . : Centrifugal starting switch . . . designed and 
power motors anyplace—in their homes, on their built for years of trouble-free operation. 







farms, in workshops and hobby shops—wherever High-grade ball bearings . . . sealed against 
: dust and grit, give smooth performance 
they want an easy-starting, dependable source of and long wear. 






power. That's why we say, “Hitch up a Hoover and Rotation . . . clock or counterclockwise. 


hitch up the best.” Sold only through retail outlets. 


THE HOOVER COMPANY 


Electric Motor Division 






North Canton, Ohio; Hamilton, Ontario, ¢ 


APRIL 8, 








SES 


IS 


MOTORS 


es... dual 


full load 
rent flow. 
, carefully 
and quiet 


nechanical 
ion. Venti- 
round and 
‘a 

igned and 
operation. 
-d against 
rformance 


clockwise. 


ts. 


ANY 


ario, C ida 


i. Your customers want these 
CRA 





File SAVING [ZATURES 


SR Se 





IN WASHINGTON FRUGAL’ pown-prart 
HOT-BLAST OIL BURNING SPACE HEATERS... 


URNs US cy 
FUE, Aciry 
AT-RADigy ON "RO sen, 
T Gry 
l 


HEAT-RETA) 
NING 
CHIMNEY Barrie 
EASILY CLEANED STAINLESS STEEL BURNER 


FORCED CIRCULATION IF DESIRED 





“WORTHY OF THE NAME! 





In the face of continued shortages and high prices 
for fuel oil, your customers are looking for more 
than a fancy name plate, when buying a space 
heater. For greater sales possibilities, bigger 
profits, sell Washington Frugal Oil Burning Space 


To increase 
heating efficiency 
and comfort... 
and your profits 





Heaters, made by Gray & Dudley, one of the too... 
i i i ; GRAY & DUDLEY 
great names in heating and cooking appliances pans I aa 





. since 1862. 


ESTABLISHED 1862 


GRAV and Ouoley § 


COMPANY 
NASHVILLE 3, TENNESSEE 
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installed at any 
conven ient acces- 
"Insta-Liter'’ for quick start- 


Illustrated is electric fan, 
in front panel. Other 
) sories include: 
ing, "Trapit’ filter and sediment strainer 
two electric thermostats, and ‘'Oilifter'’ used 
when fuel tank is below burner level. 


time 








~ 
lee syeDud idley Co 































Here’s the ever-popular 
Gillette Milord One- 
Piece Razor packaged 
with the new Gillette 
Dispenser holding 10 
Gillette Blue Blades... 
on. se $2.75 
(Your cost, per con- 

tainer of 12 sets, $22.44) 





Fo 
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@ Brilliantly styled, beautifully packaged, this completely new line 
of Gillette Razor Sets comes just in time to sell like hotcakes as 
Father’s Day and graduation gifts! Headed by the sensational new 
Super-Speed Set, each set in the line combines a handsome Gillette 
One-Piece Razor with the handy Gillette Blue Blade Dispenser. 
Each set offers extra value to your customers, plus fast turnover and 
generous profit to you. Here’s a truly great money-making oppor- 
tunity . .*. a brand-new line of Gillette merchandise backed by a 
smashingygdvertising drive. Stock your shelves and dress up your win- 
dows ang%¢eounters, ’cause we tell ’em .. . you sell ’em—and how! 
*% 


at) 


GREATEST SHAVING VALUE EVER OFFERED 


Rich, new package 
contains the famous 
gold-plated Gillette 
Aristocrat One-Piece 
Razor and new Gillette 
Dispenser with ten 
Gillette Blue Blades... 
ee $3.79 
(Your cost, per set, . .$2.68) 


Sensational new Gillette 
Super-Speed One-Piece 
Razor and new Gillette 
Dispenser with 10 Gillette 
Blue Blades 


00 


(Your Cost, per con- 
tainer of 12 sets... 


sev bill nti 
Send for the ni 


Special Iuple Crown 


Full-Color Window Display 


Gillette Safety Razor Co. 
Boston 6, — 


Zip! How you'll sell these new 20- 
blade Gillette Dispensers, Don’t 
forget to remind customers that 
a carton at $4.90 makes a swell 
Father’s Day gift. 
Retail...single package $ .98 
(Your cost, per carton of five 
Dispensers [100 blades}........ $3.68) oe 
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June Advertising Drive! 


KEEP YOUR SUPER-SPEED RAZOR SALES SOARING! 


@ Here’s the greatest May-June advertising concentration in Gillette's 
history .. . a tremendous half-million dollar drive designed to send 
your sales of Super-Speed Razor Sets to new heights. In an 8-week 
period Gillette’s Cavalcade of Sports airs 11 major sports events, 
headed by America’s foremost racing series ... the Triple Crown... 
plus the eagerly-awaited Louis-Walcott return bout! On top of that, 
powerful four-color spreads and full-page advertisements in leading 
national publications will feature the Gillette Super-Speed Razor Set 
and de luxe models for Father’s Day. We’re out to shatter all previous 
sales records. So get set for your full share of profits! 


eeby PREAKNESS, BELMONT? 





Gillette’s Cavalcade of Sports airs turfdom’s greatest 
three-race classic for the Triple Crown to keep your cus- 
tomers calling for Gillette’s new shaving combinations. 
| KENTUCKY DERBY...May1 THE PREAKNESS... May 15 ' 
THE BELMONT STAKES... June 12 


Columbia Broadcasting System 


warcor? FIGHT! 


Most men who patronize your store will tune their radios 
to the ABC network when the Brown Bomber meets 
Jersey Joe Walcott, June 23! And Gillette’s regular weekly 
coast-to-coast boxing broadcasts will keep the spotlight on 
these exciting new razor sets with plenty of special com- 
mercials tieing them in with Father’s Day! 


earners DAY! 


Smashing four-color spreads and full-page advertisements 
keying Gillette’ s new razors to Father’s Day will appear in 
the country’s greatest mass circulation publications, includ- 
ing Life, The Saturday Evening Post, Time, American, 
American Weekly and Parade. They’ll sell loads of razor 
sets and dispensers—make plenty of money for you! 
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oday, more Schlage locks are 
being made than ever before. The Schlage fae- 
tory has been enlarged, more equipment is in use 
and more workers than ever are making Schlage 


locks. 


But the searcity of high grade ma- 
terials is still limiting production. Because of 
this, the immediate fulfillment of all orders is 
not possible. Therefore, Schlage is still forced to 


distribute its output under an allocation system. 


As the supply of steel and other 
essential materials increases, Schlage is ready to 


produce more and more fine cylindrical locks. 


SCHCAGE: LOCK COMPANY 


SAN FRANCISCO*NEW YORK 





ORIGINATORS OF THE CYLINDRICAL LOCK 
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Dramatic test proves 

Val-Glaze made with 

Butyrate is tough, 
extra strong! 


Val-Glaze springs back # 
to original tautness 
after supporting 
155 Ib. man. 


2. 
VALENTINE EQUIPMENT CO. 


561 W. WASHINGTON BLVD CHICAGO 6, ILL. 
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IMPORTANT NOTICE 10 THE TRADE 
REGARDING THE SHORTAGE OF || « 
175 CAL. (B.B.) PURE LEAD BALL SHOT 




















SINCE the advent of our entrance early last year into the air rifle, air pistol (and .250 


Caliber Precision Ball Shot) manufacturing field we have been besieged by thousands of 
wholesalers and dealers everywhere to supply them with .175 Cal. (B.B. Caliber) pure ; 


lead precision ball shot, similar to the Apache Special .250 Cal. Ammunition we have 


been making. 


TODAY, after months of preparation, including research, raw product procurement, 
| special machinery design, creation of new mass production facilities, inspection and 
| packaging we are ready to supply America with what it wants and will pay for: 
PRECISION MADE, .175 CALIBER (B.B. Caliber) PURE LEAD PRECISION BALL SHOT. = 


DELIVERIES will be on a PRIORITY BASIS: 1. Our own 400 jobbers will come first; 2. 


All other orders will be filled in the rotation in which they are received. Get on our 





jobbing list today—there are big profits to be made with "National." 


HOW PACKED: 200 (or over) .175 Cal. {B.B. Caliber) Pure Lead Precision Ball Shots | 


per tube, six tubes per display carton, six cartons per shipping case. 


WE ADVISE EARLY ACTION: Wire or write at once for full particulars to NATIONAL 
CART CORPORATION, 330 SOUTH FAIR OAKS AVE., PASADENA 2, CALIF. 





ILLUSTRATED BELOW: A FEW OF THE MANY PRODUCTS WE MANUFACTURE 


~ ~~ 
i SS 3 . 


APACHE AIR RIFLE The Powerful 
Dual-Caliber Super Power APACHE AIR APACHE RIFLE ae sae | 
Shoots Either BIG .250 Cal. PISTOL Shoots BIG .250 SCOPE 21/, Power oan Gace Baar 
er .175 Cal. Ball Shot Cal. Ball Shot. - | 


CRi 
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with 2 FAMOUS NAMES 


Montague Rods and Ocean City Reels have gone to sea with salt-water 
fishermen for many a year. Widely known, widely respected as the standard 
of all that’s finest and best in “salt” tackle. 


It’s the best-advertised line, the only complete line. Order through 
your jobber early. 








—- 
} CRUISER Weakfish and Musky Rod No. 11CW 
Tip of selected flame-finish split bamboo. 
1 18-inch detachable butt. Chrome Scrulock 
| reel seat. Stainless steel casting guides 
and top. 5% ft. over-all. Retail $12.50 


DREADNAUGHT Boat Rod No. 12DB 
Distinctively fluted, rich dark brown finish. 
| Chromium plated Scrulock reel seat. Stain- 
less steel stirrup top. 5% ft., 8 ferrule, 6 and 
7% ft., 6 ferrule. Retail $15.00 


FISHKILL Surf Rod No. 10FS 

One-piece tip of six-strip construction. 
Flame-finish split bamboo stock. 30-inch 
spring butt of dark-finish hickory. Stainless 
steel revolving top, double stainless steel 
guides. Tip 6% or 7 ft. Retail $22.50 








Other Montague salt-water 
rods from $10.00 to $66.00 


OCEAN CITY No. 112 ie 
The Bay City, most popular star drag reel 
ever made. Patented exclusive automatic 
1 free spool, Oilite bearings, saddle thumb 
bar. 250 yd. line shown. Retail $10.00 


Also 300 yd., 400 yd. and 600 yd. sizes 


I OCEAN CITY No. 990 

For surf, also fresh-water trolling. Zephaloy 
spool, strongest, fastest lightweight spool 
; built. Many exclusive features. 150 yd. 
Retail $8.00 


OCEAN CITY No. 993 
= Favored by surf-casters, pier and live-bait 
fishermen. Zephaloy spool. Triple-multiply- 
ing, 200 yard capacity and many Ocean 
City features. Retail $12.50. Also No. 994— 
300 yd. $15.00 

Other Ocean City salt-water reels 
CRUISER DREADNAUGHT FISHKILL from $6.00 to $125.00 


|  Weakfish Rod Boat Red Surf Rod 
WORLD LEADERS IN RODS AND REELS 
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LAST CHANCE to cash in on 
this HOT LARVEX DEAL 


Big 1948 Moth Season near | Mees theah any 


Get your LARVEX order MOTHPRA 7” 


in NOW. Deadline~ | erzarsal cee 


midnight April 30th! 1G Weaken mile 
Xt 


Ud ty, 














Here’s your sweet EXTRA-PROFIT 


oe ae se] Pay 
deal—you pay for 11—you get 12 of. ee ER 





Be all set for the big 1948 moth season. 
Before you forget—send for your EXTRA- 
PROFIT LARVEX deal today. 


Advertising Packs Terrific Punch! 


Sure-selling ads like these run all through the 
moth seasuu in leading national magazines. 
Local newspapers and sizzling radio spot 
announcements chime in to se//—sel/—SELL 
LARVEX as it’s never been sold before. 


You can recommend LARVEX with confidence— 
It’s the SURE, PROVEN way to MOTHPROOF WOOLENS! = 


LARVEX is the only safe, sure way to mothproof, it gives POSITIVE PROTECTION from moth 





0 ee 


used for years by big woolen mills and now damage. Push this red-hot number and it'll SE 
sold for home use. Housewives are SOLD on _ push plenty of do-re-mi into your cash register! a 
LARVEX because they know from experience Get your LARVEX order in today. BN 


or 































Ss | J '’ FREE colorful wind ' 
Larvex ales ump  LARVEX * display ” Smart rer positive raoart | 
495% inSY Sb ns MOTHPROGE | build their whote sprin ast yer vos | 
° in ears : yy one + renaten merchandising wi Ae 
, arou sales-com- 


COUNTER DISPLAY 
with live moths. Buy 
direct or get with 
assortment as low as 






$12 through your 
wholesaler. A Stopper! 
A sales clincher! 


merce 
Ses L A RVEX The Largest Sell — 


ZONITE PRODUCTS CORPORATION + NEW BRUNSWICK, N. 


wotHPRrook’s ws 
owes FURMITUR 
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Customers like Hercules’ steam- 
distilled wood turpentine, because it’s 
a PURE, natural product... clear as fresh water 
and free from foreign matter. 

You'll like Hercules turpentine, because it 
SELLS! Sturdy, attractive metal containers dress 
up your shelves, catch the customer’s eye... 
give no packaging headaches through spillage 
or breakage. 





STEAM- DISTILLED WOOD 


PART OF THE PAINT PICTURE 
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You—and your customers —will like the at- 
tractive price of this reliable thinner. Remem- 
ber, turpentine represents less than 2¢ of the 
paint-job dollar. 

Don’t miss your chance for more sales... 
and greater profits. Stock up with Hercules 
turpentine now! 

HERCULES POWDER COMPANY 

938 Market Street, Wilmington 99, Delauure 


| HERCULES 


rs | TURPENTINE 
[ HERCULES | 
TUKPENTINE 











AKRON gives you this 
MODERN MERCHANDISER 


to step up your 





Cabinet Hardware Sales! 


ES of hea Mine 


where QUALITY 
and ECONOMY 
get along fine 
together 








AKRON's new, streamlined display 
does a big selling job in small space. No ‘dead wood”, 
no “losers” on this display — every item is a store- 
tested, proven best-seller! For profitable, on-the-spot 
Cabinet Hardware sales, add this AKRON Counter 
Salesman to your sales staff — today. 


ASK YOUR JOBBER ABOUT AKRON’S BIG, VONEY-MAKING DEAL 
Jobbers' Inquiries Invited r 4 


YOU BUY AKRON'S 
BASIC MODEL 
STOCK ASSORTMENT 


(25 dozen fastmoving Handles. 
Knobs, Hinges and “Quick-Set’’ 


546.56 
YOU NET $31.04 PROFIT 


plus this Free Display— 
yours to keep! 
















Latches) FOR ONLY 





AKRON’S MODERN 
PACKAGING 








in smart cartons 
handy envelopes 
concentrates stock 
for easy handling, 
quicker sales. 


AKRON HARDWARE MFG. CORP. 


LONG ISLAND CITY 1, N. 
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LINK UP YOUR 


WITH 


SLeetcote 


® STAINLESS CAULK 
® GLAZING COMPOUND 
@® © QUALITY PUTTY 


VV 3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 


SALES 


San 





Stainless Caulk / Atour 


oO 
Stops cracks once and for canting 
all in tile and plaster, also Sons \ mee 
around bath tubs and Woon), AND 
kitchen sinks. Has 50% Aus 


less shrinkage; stays soft 
indefinitely and will not 
crack. Apply with knife or 
gun. Keeps the cold air out 
... the warm air in... stops 7 
infiltration of dust and dirt. 7 = 




















Compound 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
Ic will not shrink or crack... 
makes a good water-tight job. 


























A product outstanding for ease 
of application, rugged adhesion 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 














the Mississippi. 














Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO., 





3418 Gratiot St., St. Louis 3, Mo. 


HARDWARE AGE 





SAI 
PO 








APRIL 




















E AGE 








SANDS AND 
POLISHES 







SANDS Various grades of sandpaper 
DESKS easily interchangeable. 


POLISHES 
PIANOS 


A beautiful gloss finish in seconds! 








duo a | , Je 
PORTABLE ELECTRIC "SANDS — Smooth fish for all parts—pol 


[fey - eB) ishes brightwork, too! 


reer ite 


SANDER-POLISHER 





Simply attach a sand- For polishing, just slip 

paper disc—and the on the lamb’s wool 

Duo sands wood, metal buffer and the Duo 
and composition, quickly produc- gives a mirror-like sheen to all 
ing a smooth, uniform surface. types of surfaces. Sturdily built, a 
Eliminates slow, tiresome hand the Duo is listed by Underwriters’ _, 
sanding—weighs only 4 pounds. Laboratories, Inc. 


POLISHES A tough job made easy —cleans 
AUTOS and waxes a car in a jiffy. 


—ONLY $36°° LIST PRICE 










At only $36.50 everyone can afford this Clarke Portable Electric Sander- __ er 


Polisher. It sells fast because it’s the most outstanding tool on the 
market at such a price. Scores of industries need it and the homecraft 
market is tremendous. Sell it—rent it—it’s certain to bring in big profits. 


Write for complete merchandising plan. 





SANDS Excellent for building work, main- 
304 CLAY AVENUE © MUSKEGON, MICHIGAN CABINETS 







tenance and repair 
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or Hardware it pays to "FASTEN ON TO THE 
FULL LINE’... that’s why more and more 
Dealers and Buyers vote for 


AMERICAN 
SCREWS and BOLTS! 


Put this plank in your sales platform for added profit: IT PAYS TO 


FASTEN ON TO THE FULL LINE—American Screws and Bolts. 


Why? Because you'll have what they want when they want it —in 


the right types, sizes and heads (either slotted or Phillips Recessed). 


And when customer requirements warrant volume runs, you’re 
the quality supply house for American Screws of aluminum, 
monel, everdur (silicon bronze) and “stainless.” 

American backs you up with 144 healthy, ready-to-work 
screws in every gross box. Constant testing makes them 
that way. Constant testing keeps them that way. This 
higher “perfection-percentage”’ makes it easier for you to sell 
without hesitation and buyers to specify without reservation Mi» 
“American brand—don’t substitute!” , 


AMERICAN SCREW COMPANY, Providence 1, R. I. 
Chicago II: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 








 ,. and here’s the Trade-Tested » 
Package for STOVE-BOLTS!” 


Users and dealers alike have put a big OK on this unique 
partitioned package, originated by American. This box 
keeps bolts and nuts separate . . . helps dealers in stock- 
keeping ... frees users from chore of turning nuts off bolts. 
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Helps Build Up Your Home 
Workshop Trade 


Home workshops. . . and, small commercial shops 
. .. can be the basis for a worthwhile increase in 
business when you promote these two great 
JACOBS Chucks to your craft-conscious cus- 
tomers. They’re always on the lookout for new 
and better uses for hand and power tools. Ex- 
ploit this urge with these exclusive chucks with 
the new Rubber-Flex Collets which offer better 
gripping power, greater accuracy, longer life... 
and which adapt power tools to new and un- 
usual uses. 


Get this Complete Merchandising Kit 
You can set yourself up in this profitable bus- 
iness with this single merchandising kit that in- 
cludes your initial stock of chucks and adapters, 
plus an attention-getting display and attractive 
literature. Ties in perfectly with JACOBS’ 
national advertising in leading home workshop 
publications. 


ONLY 


HAVE THE RUBBER-FLEX COLLET 


ITS PARALLEL BITE HOLDS TRUE AND TIGHT 


1948 


ON HOME 


Two Great Chucks for Hand and 


Power Tools 


HEX-KEY... for drill press spindles 
— motor shafts — jack shafts. With 
Morse taper arbor, fits lathe head- 


j stocks and tailstocks. Four models, 
with capacities to 146". Can be di- 
rectly fitted to any 14” or 54” power 


shaft. 

HAND-TITE... for hand and power 
tools with threaded spindles. Used on 
polishing heads, bench grinders, flex- 
ible shafts, etc. Three sizes give 


range to 14” capacity. Models to 
fit 34-24, 14-20 and 14-24 threaded 
spindles. 


Both Have Rubber-Flex Collets 


This latest development by JACOBS is of 
exclusive bonded rubber and steel construc- 
tion. Gives tighter grip . . . improved accuracy 
. . » longer life. No loose jaws .. . no springs 
... not harmed by oil or coolants. The greatest 
development since the invention of the chuck 
itself! IF IT’S A JACOBS. . . IT HOLDS. 
All forecasts are that this will be the biggest 
home workshop year in history. Be sure you 
get your share. Sold only through your hard- 
ware jobber. The Jacobs Manufacturing 
Company, Hartford 2, Connecticut. 
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WORKSHOP BUSINESS 
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READY MIXED 
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i © ALUMINUM & 
© ENAMEL | 


HIGH GLOSS -HEAT RESISTING 





CRES-LITE LUSTRO ALUMINUM ENAMEL 


For interior work. Dries quickly to a brilliant, metallic 
finish, One coat covers most surfaces... withstands 
heat. Excellent for painting pipes, metal ductwork, 
walls, boilers and other interior surfaces. 


CRES-LITE ASPHALT BASE ALUMINUM PAINT 


Ready-mixed...ready to use...on surfaces requiring 

the utmost in resistance to moisture and sunlight... 

especially roofs and tanks...and other exterior he 
surfaces originally protected with a base coat of WeSC 
asphalt or bituminous material. at 


FAMOUS CRES-LITE SYNCHROME ALUMINUM PAINT 


«.-Choice of master painters everywhere...the finest paint 
protection you can buy! A quick-drying, synthetic resin, oil 
paint, guaranteed to contain only pure 325 mesh aluminum 
and the highest quality grades of OIL, PIGMENT AND SYN- 
THETIC RESINS. For complete details regarding uses of 
Cres-Lite SYNCHROME, write for FREE copy of “A Guide to 
Using Aluminum Paint.” 


CRESCENT BRON 


116 West Iinois St. 
1841 South Flower St., 


Chicago 10, IHlinois 
Los Angeles 15, Calif. 


2£ POWDER COMPANY 























READY MIXED ~ 


PHALT BASE \ 
UMINUM \@ 
PAINT | 


HEAT PROOF- RUST PROOF 
WEATHER RESISTING 


ONE GALLON 


/ READY MIXED 

SYNCHROME 

ALUMINUM .; 
PAINT a 


HEAT proor-rust PROOF 
», WEATHER RESISTING 


ONE GALLON 
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TOMLEE TO 4 


AVA 


now: 
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No floating 45° Tilting Table Stationary Table 
motor mount needed we. size 18” x 25” with Raising Arbor 























= . J 8 | 
| - ~w 8” Blade 
. . , = Cuts 2” lumber | 
Large Figure 4 7“ es J 
Protractor >, 








9 i 
New Departure 
Double Race Ball Bearings 




















2 TOMLEE TOOL 
BAND SAW...No. 40 
5 7 Solid cast iron construc- 
an tion . . . equipped with 
Built-in : Chrysler Oilite Bearings 
Belt Adjustment «+. it has a ground table 


12” x 14” that tilts 45°. 
Dials are large and easy 
to read. It will cut 6-inch 


6 7 r lumber. 





























7” Table space Self Contained 
in front of blade Saw Dust Collector 
eTOMLEE TOOL SANDER...No. 60 
i ~ ° 


One look at this 
sander and you 
knowitiscapable 
of turning out the 
work. It is 
smooth running 
and free of chat- 
ter. It uses a standard 
abrasive belt 4 inches 





‘Heavy Cast Iron Construction Bench Saw 
»»-for home, farm, factory or construction use 


Here’s value. Solid, heavy, precisely engineered . . . the Tomlee 








Tool Bench Saw is a real substantial tool. It has the quality that 





builds customer good will and repeat sales. It is priced within ome 

reach of everyone. Its rugged construction makes it possible to 

use this saw on many varied jobs in addition to its home worke TOMLEE TOOL 6” JOINTER...No. 50 

shop use. As a resale item it has eye appeal. The new Tomlee Tool Jointer is ball bear- 
ing precision built to handle lumber up to 

A very reasonable investment sets up a complete and profitable 6-inch width. Equipped with rollers in front 


. : . oo: a and back for more efficient work. Designed 
department ... the counter space required to display the line is for %" rabbiting. 


not large. 






When you sell a Tomlee Tool you have a worthwhile unit of sale, 
Write for full information and the name of your nearest Tomlee 
Tool jobber today. , 













Selective Jobber Arrangements Are Available 















TOMLEE TOOL LATHE...No. 11 


This lathe has many fine features only ex- 
pected of higher priced tools. Adjustable 
TOM LEE : 0 tool rest grooved to fit the hand . . . four-step 

TOOL 4 ENGINEERING ¢C * pulley allows mounting from 
below or back .. . spindle 
740 No. Washington Ave., Minneapolis 1, Minnesota panes iO Pons iT 
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MORE THAN 


20 YEARS 


OF PUTTING 


CASH INTO 


DEALER’S TILLS 


© Means 20 years where both wholesalers and jobbers have 
made a good profit margin. 





® Means many dealers prefer to sell KAY-TITE because all 
performance claims are reliable. 


KAY-TITE now in 2 Colors ASBESTO.LITE 


In addition to white your 
customers may desire to 


When applied to old weather beaten shingles 
leaves a durable rock like surface. Brush or spray 
apply colors. We now it on and shingles are completely weatherproofed. 


package the following 





colors: i 
se | KAY-TITE 
Buff PRIMER 
Brick Red ; 
Cream This compound conditions non-porous surfaces 
se j so that regular KAY-TITE may then be applied. 
reen Z Thi . dh t , ° 
Spanish Buff 7 primer adheres to any painted or unpainted 
Rose j surtace, 
These all control water @ 
Ny 
seepage in porous ma- “Si 4 by 20 Years of Sat" ae FOR FULL INFORMATION about any or all 
sonry. a of these products, see your wholesaler or write. 





KAY-TITE COMPANY 


West Orange, New Jersey 


More than 20 years of satisfactory performance 
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BRUSHES - PAINT GLASS + CHEMICALS PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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* Guaranteed by @ 
Good Housekeeping 
? . 





IT’S THE NATION-WIDE 
FAVORITE AND THE BEST 
SELLER EVERYWHERE... 






‘v 
2745 apvenristd WEES 


rye 1 ALUMINUM Pay, 
ryat DOES THE ENTIRE yop 





























Your customers deserve the best — 
and the one best in aluminum point 
is SHEFFIELD “SUPER-KROME!” 


©® One Coat Covers Everything 


aR - 
pe, PASE $e 
. Oe eu 


* For Exterior or Interior Use 
* Heat Resisting 

* For Wood, Brick or Metal 
*® Perfect for Undercoating 





* Flows on Satin Smooth 
* Will Not Lose its Brilliancy 
* Ready Mixed—Ready To Use 


No need to stock 3, 4, 5 or more 
grades of aluminum paint, when 
SUPER-KROME alone does the job — 
and does it BETTER! Your customers 
depend on you — justify their confi- 
dence by giving them top quality that 
they'll come back for again and again! 





Write Today for further particulars 
and a catalog of the 40 other Sheffield 
fast sellers, as well as the dealer helps 
Sheffield offers. Window and counter 
displays, window streamers, news- 
paper mats, envelope enclosures, — 
Write Department... 


Shetticld Aro a 
PAINT CORPORATION arnva » 
CLEVELAND 19, OHIO 
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‘l use aa 
Stpertreated Pol-mer-ik 


because nothing can 
replace this 

100% PURE LINSEED OIL 
for top-notch painting!” 














@ That’s what Verne WALLIN, master painter, says as he welcomes 
back Supertreated Pol-mer-ik. Wallin remembers Pol-mer-ik’s superior 
qualities... the faster covering, better glossing, finer leveling that 
saves him painting time and gives an all-round more satisfactory 
paint job. 

So, use Pol-mer-ik and you can rest assured you are using the finest 
100% pure linseed oil science has produced. /?’s Supertreated—given 
a special processing and blending that strengthens its molecular 


structure... speeds up painting... provides a tougher, more durable, 


better-looking paint film. 
Your dealer has Supertreated Pol-mer-ik ... ask for it! 





100% PURE LINSEED OIL 






quarts, 
Raw and Boiled Available in Factory-sealed Cans 








1-gallon pints 
EXTRA VALUE AT NO EXTRA COST 
oe ae, Ul 7 
Product ofp ARCHER-DANIELS-MIDLAND CO. | 
| 684 Roanoke Building, Mi polis, Minnesota | 
Please send additional data on Supertreated Pol-mer-ik Linseed Oil. 
Production | pete 
in 26 States | Firm | 
ond Conada 
| Address ; 
City Zone- State | 
APRIL 8, 1948 39 
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HAMMER CORP. 





Cee Drop forged steel 
vise, Practically 
Jaw width 3 Vy” 
Extra wide and 
holding larger 
dollar the best b 


Swivel base 
indestructible. 
- Weight 15 Ibs. 
deep throat for 
work. Dollar for 
Uy in vises. 


Order through your hardware 
jobber 


















Soles Representenet” ny, INC. 
H GRAHAM & COMPA a . 
JOHN HF. ne Street, New York 8 .¥. 
105 Dve : 
SANFORD BROTHERS 
Chattancoae, Ten: 


HAMMER 
HENRY CHENEY ‘corp. 
LITTLE FALLS, N. Y., U.S.A 
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RUGGED construction, top grade material and many 
new, exclusive features make these four Parker Hack 
Saws your customers’ on-sight, first choices for heavy 
duty, all ‘round service. Each one has a patented, 
forged one piece end and forged one piece stud, 
exclusive features with Parker Saws. There are no 
welded clips to break off and no pins to come loose. 
Square studs completely eliminate blade twist. Blades 
can be faced in four directions. Adjustable frames 
permit use of 8” to 12” blades. Wing nuts allow for 
easy and secure adjustment. Like all items in the 
Parker Line of Quality Small Hand Tools, these im- 
proved Hack Saws are sure-fire profit builders for you. 


Fy th| Parker |-@ 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. As 
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There was a time when wholesalers and retailers had 

to fill orders with whatever they could get. Hunting through 
2 crazy-quilt of colored labels to find correct types, sizes, 
head styles — often for only a few of this dnd that — 


sometimes cost more in selling time than the sale was worth. 












|) Now --- you can get 


CORBIN UNIFORMITY 


in the complete Wood Screw Line 


You'll have standard materials, finishes, sizes and head styles 
for every need. You'll have shelf space and storage space 

. . youll save time, too, with easy-to-spot, easy-to-read 
Corbin Labels, and easy-to-stack Corbin packages. 
Best of all, you'll sell uniformly good wood screws, 
because “you can reach for a Corbin Screw blindfolded, 
and get a good one every time.” 


T-5! 





DIVISION 


THE AMERICAN HARDWARE CORPORATION, NEW BRITAIN, CONN. @ Warehouses: New Britain, New York, Chicago 


APRIL 8. 


1948 41 





@ We know the importance of customer 
satisfaction. We’ve built a business on it. 
And the business has been progressing 
steadily for seventy-odd years. 

When you push ‘‘Pennsylvania 
Quality’’ in your store, you sell customer 
satisfaction — build neighborhood good- 
will. Because these mowers are good grass 
cutters. And they continue to be good 
grass cutters for a long, long time. 

This year your jobber can supply you 
with all of the Pennsylvania Lawnmowers 
you need. 


DENN 


QUALITY LAWNMOWERS SINCE 1877 


Camden, N. J. - Bridgeport, Connecticut 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
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EVEN THE HANDY MAN 
1S REMEMBERED! 


He can easily build a modern framed plywood 
garage door using Stanley Floating Swing-Up Door 
Equipment — or a complete, neat garage and tool 
house. Easi-Bild" Patterns diagram and describe 
every step. Patterns simplify angle cuts. Materials 
and sizes are completely listed. Neat pattern packets 
sell from your counters. Order direct from Easi-Bild 
Pattern Co., Pleasantville, N. Y. No. 86 Swing-Up 
Garage Door Pattern, 50c. retail. No. 113 Garage 
& Tool House Pattern, $1.00 retail. 


Reg USS. Pot. Off 
HARDWARE HAND TOOLS 3 2on e-em gee) & 





What popular line will be your leader this year? Make 
it a line that is nationally advertised to architects, builders, 
and millions of home owners and planners... a line that 
comes to you with every conceivable selling aid . . . a line 
that’s backed by the greatest name- in hardware... 
STANLEY Floating Door Equipment! 

Today, 5 out of 5 builders are ready prospects for 
this equipment that is a “natural’’ for efficient, comfort- 
able homes. Everyday, 4 out of 5 home owners need this 
low-cost equipment to modernize old, sagging garage doors. 

Make the most of this year’s building and modernizing 
season. Write — right now — for details. The Stanley Works, 
Garage Door Division, New Britain, Connecticut. 


“ECON-O-MATIC” “SLIDE-UP”’ “SWING-UP” “SWING UP 
(Heavy Duty) 


"Trade Mark, Copyright 1948, Easi-Bild Pattern Cc 


THE GREATEST NAME IN DOOR HARDWARE! 


For Any Residential, Commercial or Industrial Door 
That Lifts — Slides — Swings — Rolls — Or Folds 





Now...lmmediate Delivery 
of this New GENERAL AMERICAN 


PLASTIC CUTLERY TRAY 






@ Packaged in self-selling 





carton 
@ Every customer is a 
prospect! ® Suggested Retail Price 
$1.50 
® Priced right for the 
@ 13” x 10%” x 114" high market! @ In 4 kitchen colors 














DEALERS REPORT SENSATIONAL SALES RECORDS! 


"Sold like hot cakes!” "Had to re-order 3 times!” “Sold out in one 
week!” "Customers buy one for themselves, others for gifts!” 


That’s what enthusiastic dealers are saying about this new General 
American Plastic Cutlery Tray. To keep up with this demand we're 
doubling production. Now we can make delivery right from stock 
... no delay. 


Here’s a tray designed to meet a real kitchen need . . . with sales 

features that move this item fast, and profitably. It’s made of colorful, 
PLASTICS DIVISION durable Polystrene plastic, rib-reinforced for extra strength. Its smooth, 

lustrous surface will withstand repeated washings. Made to fit any 
GENERAL AMERICAN size drawer and styled for any kitchen in red, green, blue or ivory. 
Transportation Corporation 


Stock up now! If your jobber cannot supply you, ask him to order 


135 South LaSalle Street direct from General American. Packed 12 of one color in a master 
Chicage 90, Illinois carton. Each tray individually packaged in colorful sales box. Regular 
New York * 10 East 49th Street dealer discounts. 
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Fluorescent Lighted Cabinets — 
ADDED TO OUR REGULAR LINE OF MEDICINE CABINETS 


Fixtures are chrome plated. 


All wires are encased. 115 V 60 Cy. A.C. 


MODEL Polished Plate 
Wall Openings Mirror Sizes 
14”x18”x334” 16x24” 
14”x20”x334” 16x24” 
16x20” x334” 18x26” 
16”x2514""x334” 18x32” 


Cabinets are equipped with outlet to permit use 
of electric razor or curling iron. 


Also with outlet receptacle boxes for direct wiring 
OR can be had with plug-in type. 


Write for descriptive literature on other models 
with and without lights. 





Sold through dealers only. 


IDEAL CABINET CORPORATION 


Division of DesLauriers Column Mould Co., Inc. Main Office and Factory, 7722 Joy Road, Dept. HR. 
DETROIT 4, MICH. 


















ALWAYS 






IN THE 









SPOTLIGHT... 





You can depend on ILLBRONZE CHROME ALUMINUM 
PAINTS and POWDERS to take the spotlight and turn in 
a “‘star’’ performance. Whether it’s ILLBRONZE NO. 42 
QUICK DRYING PAINT, with its smooth decorative finish 
—ILLBRONZE NO. 65, the outdoor Paint—ILLBRONZE 
INDUSTRIAL CHROME FINISH, the general purpose 
quality—or ILLBRONZE NO. 800 HI-HEAT RESIST- 
ANT PAINT, you may be sure of the finest pre- 
war materials and unsurpassed working char- 
acteristics and durability. 


ILLINOIS BRONZE POWDER CO., INC. 
Dept. HA, 2023 S. Clark St., Chicago 16, Ill. 
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PERMANENT BATHROOM BEAUTY IN AN 
f SEAT OF CONVENTIONAL DESIGN 














UNDERSURFACES ARE FLAT 


We eeta te 


APRIL 8, 1948 


@ Here is the gleaming beauty and 
unsurpassed durability of an all-plastic 
toilet seat with the advantages of 
conventional design. No wonder the 
Century PLASTI-SEAT is being ac- 
claimed as the seat of the century. 
Consumers like improvements — not 
radical design changes—and it was 
with this objective that Century began 
its experimentation months ago. Now, 
for the first time, it is possible to offer 
the molded-in beauty of plastic in a 
seat with every detail and dimension 
conforming to conventional seat 
specifications. 

PLASTI-SEAT’S smooth, polished sur- 
faces won't chip, split or crack and it 
cleans with the wipe of a damp rag. 







Each part, cover and seat, is fully en- 
closed — with flat undersurfaces. This 
special construction gives it strength 
you would never expect in a seat that 
is so light in weight. 

There’s top quality in every detail. 
The hinge is heavy duty chrome plated 
brass; the seat and lid bumpers of the 
highest grade rubber. Nothing has 
been spared to make it the best seat 
on the market. 


You would expect the demand to be 
greater than the supply for a seat like 
this—and it is! But production facili- 
ties are being expanded and the sooner 
you have your orders in, the sooner 
youll have your PLASTI-SEATS 
They’re worth waiting for. 


SOLD THROUGH PLUMBING AND HARDWARE WHOLESALERS 


MANUFACTURED BY 




















“If you had to use a can opener as 


much as we do, you'd just sell Westco No. 65. Opens cans in 
a jiffy—and cuts smooth as silk. No wonder we say it’s the 
world’s finest can opener.” 





“Here's how it works! Clamp Westco No. 65 to the 
edge of the can, turn the handle, and presto—the top of 
the can is sheared out smoothly, quickly, by Westco’s 
fine rotating cutter without touching the food in the can!” | 











| 
You're missing out on extra sales if you don’t feature | 
Westco No. 65. Just look at the way it takes the top out of 
cans clean as a whistle and with no jagged edges to cut 
fingers. In addition Westco No. 65 is built to last with its 
nickel plated die cast frame and easy grip handle. Write now 
for prices and complete information. 


)THE TURNER & SEYMOUR MFG. CO. 
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ARE YOU PUSHING YOUR REPEAT 
WAX SALES INTO THE GROCERY 
NEXT DOOR? 








CONSIDER THIS: A housewife visits a super-market or 
grocery store at least twenty times more often than she 
visits a hardware store. Every time you sell her a brand 
of wax also carried by grocery stores, don’t you throw 
away your repeat sales??? 

YES! And that’s why so many smart hardware dealers 


push Beacon Quik-Gloss. Display Beacon Quik-Gloss. 
For Beacon is the only big-selling wax that’s not sold 


through grocery stores .. . the wax that housewives buy ; 


again and again because it \\ 
wears longer! Get on the : . 
Beacon Bandwagon! Build 
your repeat sales for your- 
self. Ask about the Beacon 
guaranteed sales plan to- 
day. Write to... 



















THE BEACON COMPANY 
97 Bickford Street 
Boston, Mass. 


Beacon Quik-Gloss is 


Fair Traded y 
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_ Westinghouse doe lt again! 


DiaMAGIC DISPLAYS! 


Westinghouse 


Westinghouse 


PLENTY-PLUS 


AESRIGERATION 







































































DiaMAGIC is a dramatic innovation in re- 
tail display ... the result of over two years of 
continuous study and development. It offers 
a New Look in point-of-purchase merchan- 


dising . . . a low-cost modernization pro- 
gram, keyed to the needs of Westinghouse 
Retailers, both large and small. 








co 


Here’s just one of the 101 different arrangements possible with DiaMAGIC DISPLAYS 


DiaMAGIC is beautiful, practical, econom- 
ical... expands or contracts’ to fit any dis- 
play space. Colorful lithographed cards 
carry hard-hitting selling messages. Natural- 
finished red oak frames, diamond-hatched 
with gold steel rods, and rich-looking 
drapes, combine eye-appeal with buy-appeal. 


DiaMAGIC is another Westinghouse First! 


‘iit Westinghouse raves 39 


TUNE IN: Ted Malone . . . every morning, Monday through Friday . . . A. B. C. Network 


APPLIANCE DIVISION « MANSFIELD, OHIO 











APRIL 4, 1948 49 








HURRY! 


ORDER TODAY TO CASH-IN ON | 
THE SPECTACUI IACULAR SOILAX X DEAL! 















@ This amazing offer to your customers is spear-headed 
in April with a full-color national comic group ad with 
circulation of 13,147,516! Your customers will jump at it 
fast! So hurry, order your “‘wWE BUY IT’’ displays now... 
put them up in your store... and cash-in plenty! 












- COLossusS 


NATURAL 






SOILAX DOES THE WORK— 
SOILAX PAYS THE BILL— 
ALL YOU DO IS DISPLAY 
THIS OFFER AND CASH-IN! 


' WE WILL BUY YOUR 
FIRST BOX OF SOILAX! 













This year it’s More Painting 

. More Washing ... More 
and More Cleaning. Folks 
everywhere are decorating 
their own homes. 
































“y 

sae Se There is a wealth of PROFIT f 

Oe Zs vie yok wy for dealers who stock these ; 

ad =N¢~ as / nationally known COLOSSUS 5 

ORDER YOUR SOILAX “WE BUY IT” = SPONGES. 

DISPLAY KIT NOW! DON’T WAIT! = | F 

CLEAN-UP ON THIS DEAL WHILE | / FREE SALES DISPENSER 3 

iT LASTS! USE ORDER BLANK BELOW! is tod lg as ae : d 
eeeseen Suceeeeeeersssesesseer i s lobeled with price tag ond soles “LF 

USE THIS ORDER BLANK fs ‘ 

(OR ORDER FROM YOUR JOBBER) pss i 

ECONOMICS eteeeatteteed INC., ST. eae aes ~ ie 2 . 

displ Kt const ng of larg colorful diplays. | THE HOUSE OF RHODES 50), _ rniversary y 

Also ship me at once the following: 1898—1948 I 







PRODUCERS OF BEAVER STEEL WOOlL 


WRITE FOR BULLETIN No. 107 
NAME OF NEAREST JOBBER UPON REQUEST 


cases of Soilax (24-114 lb. boxes) @ $4.32 per case. 
freight prepaid on minimum 100 lb. order—3 cases) 


cases of Soilax (12-5 lb. boxes) @ $6.00 per case. 
freight prepaid on minimum 100 lb. order—3 cases) 











NAME Re Pd re ee tO ee 

ADDRESS ane Sy aye ta _ JAMES H. RHODES & COMPANY 
157 W. HUBBARD ST 48-02 TWENTY-NINTH ST 

CITY STATE CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, NY 
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Amazing New Bruce Doozit and Floor Cleaner 


End on-the-knees Scrubbing—Clean and Wax Standing Up! 


No wonder buyers and housewives 
everywhere are excited about this 
completely new method of floor care. 
The long-handled Bruce Doozit and 
wax-rich Bruce Floor Cleaner en- 
tirely eliminate old-fashioned, down- 
on-the-knees floor scrubbing. To- 
gether, they clean, wax and polish 
both wood and linoleum to spar- 
kling new lustre in less time, with less 
effort, than ever before! And it’s all 


done standing up! ; 
Double Sale, Double Profit! 
Since the introduction of the Doozit 


in LIFE last fall, buyer reports from 


all over the country have proved it 
to be one of the fastest moving new 
staple items in housewares history. 


But the story is even bigger than 


BRUCE 


8, 1948 


that. Order after order shows that 
almost every Doozit sold makes a 
quick accompanying sale of famous 
Bruce Floor Cleaner. A second profit 
without extra selling! 


Big Color Ads to 
Tell and Seli 41,000,000! 


Because of the amazingly rapid suc- 
cess of this exciting combination, 
advertising plans have been ex- 
panded to include powerful bleed 
color ads in early spring issues of 
LIFE ‘and Ladies’ Home Journal. 
This great campaign will tell more 
than 41,000,000 readers the most 
exciting floor care news ever heard 


‘—and the rush will be on! Don’t 


miss it. Check your stock now, then 
ordertoday. 


PHONE « WIRE 
OR WRITE 


E. L. BRUCE CO. 


MEMPHIS, TENNESSEE 


flere products * 


Liquid, Paste, Self-Polishing Waxes, Floor Finish, Linoleum Seal 












GILBERT'S GEARED TO 
Your neevs 



























ea eee ah ana 


Powerful 


consumer idea 
advertising year after 
year...LIKE THIS! % ss enreees 

Sh Cloning eden rs 
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Whitney Ham, batheoom, your bese ber 
Coles. But bese pet. Whieney : 
Whieney Hamper Of al che bana wil ae a. 





Look to GILBERT for the 


* Style 


* Quality 


* Value 


| 
| 
* Dependability | 


THAT BRINGS FAST, PROFITABLE SALES 
AND WELL - SATISFIED CUSTOMERS 





Distributed thru the wholesaler 





PE an 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 


Laconia, New Hampshire 


551 Fifth Avenue 141 W. Jackson Bivd. | BL A. WHITNEY CARRIAGE COMPANY 


New York 17, N. Y. Chicago 4, Ill. | Simce 1858 LEOMINSTER, MASSACHUSETTS 
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... that’s why this is 
the hottest iron promotion in years! 


LEND-IRON PLAN 


DEALERS! No longer is it necessary to talk yourself blue 
in the face to make an electric iron sale. Now you simply 
suggest the customer take the Lend-Iron home for a 
48-hour free trial and convince herself through actual 
use. About 50% of the irons in use today are over 6 
years old and weigh 5 or 6 lbs. The easiest way to sell 
a new light iron is by actual demonstration of the latest 
Arvin Iron features at the low price of $9.95. It’s easier 
to sell ’em this way! 

Get the Lend-Iron Kit from your Arvin distributor 
today. Bring in new customers. Build store traffic. 
Provide free home demonstration of the Arvin Iron 
without added cost to you. Prove Arvin Iron advan- 
tages to users of old type irons. 


ay S 
J 


a Vor 











Complete Lend-lron Kit 

Consists of: 

* 5 Automatic Electric Irons at regular generous 
trade discount. 

* 1 Arvin Lend-Iron plainly marked ‘Courtesy of 
your Arvin Dealer’’ at a special low price. 

* Free promotional material consisting of counter 
card, window streamer, 6-color iron display, hand- 
out folders, and a newspaper ad-mat. 

* Special Lend-Iron carrying carton. 


@ Order from your distributor 


Your Arvin distributor has Lend-Iron Kits now. Start 
this great new selling plan working for you without 
delay! The sooner you start, the sooner you’ll reap 
the benefits—not only in more iron sales, but in other 
sales which increased store traffic always means! 


Nationally 


advertised 


ARVIN 
IRON 


95 


One year guorantec. 


® If you handle iron repairs... 


If you handle iron service, the Lend-Iron Plan is a 
“natural.”” When customers bring in old irons for 
repair, loan them an Arvin Lend-Iron temporarily. 
You build good will and sales. Arvin helps with spe- 
cial promotional material. 


Underwriters’ listed. 


Copyright 1948, Noblitt-Sparks Industries, Inc. 


LINE UP WITH SALES AND PROFITS! LINE UP WITH LEND-IRON! 


Write, wire or phone your Arvin distributor! 





NOBLITT-SPARKS INC., INDIANA 
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INDUSTRIES, COLUMBUS, 





















Aluminum 


You don’t depend on luck to move Club 
Aluminum Hammercraft Waterless Cook- 
ware. Its very appearance is enough to win 
its way into any woman’s kitchen. And 
what it doesn’t say for itself, we say for it— 
with full-color advertising that speaks out 
to your customers from national magazines. 

Month after month, this advertising tells 
millions of women how Club Aluminum 
brings new ease to meal preparation, de- 
light to the table, glamour to the kitchen. 


A 


© 1948 CAPCo 
















Then you’ve still another sales force at 
work—the more than four million women 
who own Club Aluminum. They add new 
pieces to their sets—tell their friends about 
its higher quality, greater convenience, bet- 
ter cooking. 

If you have not yet enjoyed the splendid 
profits of Club Aluminum in your store, 
this is an excellent time to start. 

If your jobber does not carry Club Alu- 
minum write us for complete information. 


CLUB ALUMINUM PRODUCTS CO., 1250 FULLERTON AVENUE, CHICAGO 14, ILLINOIS 
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Swing more sales 
your way 








kitchen appliances 





CAN OPENERS 
See the new Iid-liffer 


JAR OPENER and SEALER 
KNIFE SHARPENERS 
ICE CRUSHERS 





Your 


square foot 


with the new “SPACE-SAVER” display y 


“hest-selling” 





COMPACT —base only 9 inches square; height just a foot—yet it displays 
all five Swing-A-Way products! 


ATTRACTIVE —dramatic black background with vivid red post and rich natural 


wood base. An eye-catcher from any angle! 
STURDY —so solidly built you can use it for demonstrations. No tipping 


or twisting! 


Order from you 4—#107 Swing-A-Way ‘Pacemaker’ Can Openers $ 6.76 


yy ¢ regular jobber 8—#507 Swing-A-Way Can Openers . 18.00 
h your’ this deal “B". —600 Swingmaster Lid-Lifter Can Openers 8.94 








1—#510 Swing-A-Way Jar Opener 1.50 





hebasd —_ 2—#519 Swing-A-Way Knife Sharpeners 4.90 
wt 6—#700 Swing-A-Way Utility Racks 5.88 
PLUS 1—Swing-A-Way Space Saver Display, with 5 brackets Free 

1 — Colorful 30-inch Window Streamer Free 

List Price $45.98 


4100 BECK AVENUE 


SHIPPING WEIGHT: 


3% £63. Dealer's Net $27.59 


STEEL PRODUCTS MFG. COMPANY 


SAINT LOUIS 16, MISSOURI 
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Onw of Americas Greateot Unsold Markit! 














Here’s Your Chance To 


SELL MORE 


a Join in 





EVERY HOUSEWIFE National Cutlery Week every man AND BOY 
is a prospect for at least 6 pieces = are prospects for pocket and 
of cutlery May 16 22 hunting knives 


EVERY FARM, RESTAURANT and HOUSEHOLD IS A PROSPECT! 








BACKED BY 
NATIONAL PUBLICITY 


_ This promotion is sponsored 
by the Associated Cutlery In- 
; dustries of America, made up of 









AMERICAN-MADE 
CUTLERY IS TODAY'S 


“Best Guy" 


3 + Better steels and better 







te world’s BEST BUY. Let’s 





1 MMM CUTLERY weex “3 
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used to be the line 


and these 





Satisfied users...no other explanation for the way this line has grown 


One good hand tool, you might say, 
breeds another. Make an oyster knife 
the fishing folks like, and pretty soon 
you re doing business with othertrades. 
Yes, it is satisfied users who added all 


those items to our line. 


Briddell quality is becoming better and 
better known. Advertising of “con- 
sumer” products in national media has 
added to the acceptance of ai/ Brid- 
dell products. 


That’s why you can carry the Briddell 
Line and expect to see it move. 


APRIL 8, 1948 


We believe you can cash in on Briddell 
consumer reputation. Coupled with 
your own it means more sales, good 
will and profits. . 


Hardware jobbers now have a 
well-assorted stock, can fill your 
order promptly. Order now. 


CORPORATED 


\ CGisfidl, Maryland 


CRAFTSMEN IN METAL SINCE 1895 


= 
Uy “Bridd ell 


FINE QUALITY CUTLERY 
ICE TOOLS SEAFOOD TOOLS 
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Mi WEA FOR YOUR 
GARDEN HOSE sates! 








ATLANTIC‘S NEW 


Aqua)ite 


PLASTIC GARDEN HOSE 
OF ‘‘IMPERIALYTE’’ PLASTIC 


Turn those women window-shoppers into customers. 
They'll love this colorful, light-weight plastic hose. It’s 
kind to hands, pleasant to handle, weighs so little it’s 
no burden to carry or roll. Practical, too; won't kink, 
won't crack, promises years of constant use. 


In 25-and 50-foot lengths, 
in a new “Vu-Thru” box, dis- 
play printed in 2 colors. 
Handy Handle makes it easy 
to carry. 


In GREEN, RED or CLEAR 
AMBER 


ORDER FROM 
YOUR WHOLESALER 











GAS TUBING + BRAIDED GARDEN HOSE ~- RUBBER PRODUCTS 
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Ask Your Jobber For These Quick-Selling 
uy? 
——~ Model P-121 


Leaders 
All Steel Unbreakable 


UAC UCC Mage = Non-Adjustable Block 
THAT WIN INSTANT ACCLAIM Jina 


ae 


an AP-120 
*All Steel Unbreakable 
Adjustable Block Plane. 


4299; 


|i 


—_ 


NY = 
~ Model B-105 Bs 
Sliding Bevel. fe * ee 


“Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 


“Model G-115 
Jobber’s Drill Gage. 


“ee 
Ox) 
OOO 
DOSS 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle. 


Ce 
ESSN ot 
OA MOS Aas 





*, 
a 


tos rot =k 


SARK 
SOY 


Model 100 


Combination Square 
with level and scriber. 


Model RL 113- 2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides. 


OO 
XX 


SM 
Model S-107 BX ust) Model L-111 
*10” Adjustable Bench *Adjustable Level Jr 


Lewall 4 Carpenter Square and 


2 vial spirit level. 
f sa 
e— Model C-102 


Model M-119 BSS Try & Mitre me witk 


Vise Type “Mitre Box. level. 





Model P-108 


+ | M : *Protractor & Drill Gage 
l\ Sy 4 tools in 1. : 
Model BD-124 , 


*Universal Hand Drill 
Positioned at any angle. 


Model D-106 
*Handy Home Too! 
6 tools in 1. 


WATCH FOR ADDITIONAL TOOLS 
anid NUMBERS Arr REGULARLY 


TWIX MANUFACTURING COMPANY, mn. 
40-09 21st STREET, LONG ISLAND CITY 1, 
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; (ust what 9 Need fee the Back Doot” 








7 ht 
-Pin Tumbler Rim Nig 
Eagle No. 3809 — Solid brass cylinder 


Latch in Oo available with brass plated iron 
bolt as No. 3547%- 














bolt as No. 


TO SHOW ’EM IS TO SELL ’EM 
WITH A LINE-UP LIKE THIS 


When your customers negd auxiliary security, the Mage 

line provides the answer in smart, dependable night latches and 
dead locks. Available in a variety of styles and finishes 

to harmonize with any setting, these modern locks give you 

the line you need to meet your customers’ requirements. 


Ask your wholesaler about Eagle's tie-in merchandising 


display featuring these and other popular Eagle sellers 


EAGLE INDUSTRIES, INC. + Subsidiary of Bowser, Inc « National Sales Representative of The Eagle lock Company 


110 North Franklin Street, Chicago 6, lilinois 


APRIL 8&8, 1948 





HEDGEMASTER 


the only Electric Hedge Trimmer 
wih DOUBLE ACTION 


Chime 
BOTH BLADES MOVE 


This exclusive Hedgemaster feature has tremen- 
dous sales appeal and is easy to demonstrate to 
your customers. Both blades move in opposite 
direction to each other, providing unequaled per- 
formance and long service. You can sell more 
Hedgemasters because it will outperform any other 
trimmer on the market, is priced right, and nation- 

ally advertised in leading home magazines! 





@ Double action assures maximum cutting efficiency 
and vibrationless operation. Forward stroke of one 
blade balanced by return stroke of other blade. 

@ Dvo-position cutting head may be locked in either 
of two positions for more convenient cutting. Has 
a 10%” cut. 

Weighs only approximately 5 Ibs. Due te balanced 
design itis vibrationless and tiring to the operator. 
Compact and ruggedly constructed. Precision built 
of finest, tested materials. 
Hedgemaster is powered by a universal AC-DC 
(25-60 cycle) 110-120 volt motor. Individually 
boxed in carton of six. 

Contact your jobber or write for complete information. 


K AUFMAN mre. co. 


MANITOWOC, WISCONSIN 














ITS MANY USES MAKE MANY SALES 


Every month in the year, thou- 
sands depend on Black Leaf 40 
for effective control of a variety 
of plant insects or animal para- 
sites. It is used as a 
spray, dust, delouser, 


GROWERS ip, drench and 


Use it 


CITRUS 
GROWERS 
Use it 


GARDENERS 
Use it 








MARKET 
GARDENERS 
Use it 





ADVERTISED IN 
3000 PUBLICATIONS 
— reaching 40 million 
readers. Advertised the 
year ‘round; sold the 
year ‘round. Always a 
“live” item. 

Being a product of 
many uses, it reduces 
total inventory by re- 
placing a number of 
One-purpose items that 
move slowly. 


It Will Pay You To 
Stock Black Leaf 40 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORPORATION 
Nicotine Specialists Since 1883 
LOUISVILLE 2 @ KENTUCKY 


RAISERS 
Use it 





Identified by the leaf on the 
package and the famous 
“cops” in our advertising. 











Get these big - 


SoiL-SOAKER 


. ‘ ate 

SP tee) ‘ . 

(hg ate Pa 
‘ rs , 4 
Sig Bigg 


Customers will soon be asking for SOIL-SOAKERS. Be ready for them, 
They know SOIL-SOAKER is the easiest way to put water DEEP into 
the soil—requires Less Water! 

The SOIL-SOAKER method, now in its 11th year, is gaining thousands 
of new friends each season. Water seeps through entire length, gently. 
Soaks large areas, thoroughly. No waste. Deep soaking provides greater 
growth of plant life. 

Advertised in Better Homes & Gardens, American Home, etc. 4 
lengths, each proved better than "multiple lengths.” 

No. 0, 12', 12 doz. to case No. 2, 30’, 1 doz. to case 

No. 1, 18, 1 doz. to case No. 3, 50°, /2 doz. to case 

PRICES REALLY LOW! Most jobbers carry a stock. See your jobber 
at once. Be ready for your largest SOIL-SOAKER year! 


HASTINGS CANVAS & MFG. CO. @ Dept. 18 Hastings, Nebr. 


SOIL-SOAKER 


- the Original Seepage Irrigator 





30,000,000 Magazine and 
Sunday Newspaper R -aders 
will see our advertising 


WHITNEY’ Sal 
Ka WHITNEY Syefined 


SEED for Setter Lawns 
with Displays 


Write for prices and full information. 
Make big profits tying in with Whitney 
advertising, prestige, quality. Write today! 
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Provides greater 
68-78 UNION STREET 


sTRIBUTORS ——— 


NELSON & SMALL, Inc. 


PORTLAND 3, MAINE 


Home, etc, 4 


February 2, 1948 


oz. fo case 
oz. to case TO: Qur Customers 
ee your jobber F 
FROM: Irving E. Small 

sti 

ngs, Nebr We are happy to announce our. appointment 
as exclusive distributors in Northern New England 
for the Red Cap Power Lawn Mowers. 
at deal to us and it can 


mean a great deal to. you, too. We are convinced 

that this power mower iS far_ superior to any we have 

yet seen or sold. In fact, in the face of shortages 
d down other 


on power mowers today. we have turnec 
feel that the Red Cap 
in the power mower 


This means 4 gre 


leading makes because we 
is so far advanced and is tops 
industry: 

e department will be completely 
sm of the Red Cap, 
en necessary. 


Our servic 
schooled in the complete mechani 
ffer you efficient service wh 
of the mower will be S in our 
not important to you now, service 
after years of use, and 
t we intend to be Red Cap 


so as to 0 
All working parts 
warehouse. While 
and parts are important 
we want you to know tha 
distributors for keeps. 


One more thing--the price is right. 
deliveries 


Franchises are available, 
the 


guaranteed. Write us for further d 
meantime, watch your leading magazines fol Pom 
advertisements. Red Cap products are backed by Y sa Pig | 


national advertising. 
as yours, 


tei 
ioe FOR CATALOG AND NAME 
NEAREST DISTRIBUTOR 






STARBRAN 
D CORPO 
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ATION + INDIANAPOLIS 18 
, INDIANA 
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WITH “6-12” 








INSECT 


It's the fastest-selling repellent on the 
market. Your customers want this effective 
protection. Just put “6-12” Brand Repellent 


on your counter. You'll get these profits. 









19.6¢ per bottle 


$7.06 per case of 
36 bottles 


that’s 40% Profit 


REPELLENT 








NEW... Just Out 


"6-12" Insect Repellent and Suntan Lotion 





Double protection in one bottle — only 
69¢ plus tax. Same Big 40% Profit means 
27.6¢ a bottle to you. 





UCC 





i 





ao 4\ 43 44 45 46 47 48 


NIVERSAL S, 


Year after year has seen a phenomenal rise in the 
production and sale of UNIVERSAL SPRAYERS. 
They're so well made, so efficient, durable and trimly 
designed that users come back asking for them by 

name again and again . . . and they're nationally 

advertised to millions of consumers. 


The revolutionary “MOBL-SPRA", handiest of all 
compressed air sprayers, alone will garner many 
an attractive sale and profit. With the entire line 
you're bound to get a lot more than your ordinary 
share of the sprayer business, Hook up with 
UNIVERSAL. It's by long odds the best line to 
handle. Drop us a line direct if your jobber can 
not furnish. 


MOBL-SPRA — a 3!/2-gallon compressed 


air sprayer mounted on a lightweight truck. 
May be towed or pulled with one hand while 
spraying with the other. Eliminates the tiring 
job of carrying. 


42 


UNIVERSAL METAL PRODUCTS 


ee oe, 



















‘6-12’ and “‘SIX-TWELVE”’ 
cre registered trade-marks of 
Carbide and Carbon Chemicals Corporation 
Unit of Union Carbide and Carbon Corporation 


30 East 42nd Street, New York 17, N. Y. 
In Canada: Carbide and Carbon Chemicals, Ltd., Toronto 
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{. WAGER & SONS HINGE MFG. CO. + ST. LOUIS 4, MO. SERVING THE HARDWARE TRADE SINCE 1849) 


intasidl 












World Famous —— Golden Rod 


Hydraulic 


of PUMP OILERS! PUMP OILERS 


Best Known — Easiest to Sell 


Display a full stock of these widely known, nationally adver- 
tied Pump Oilers. Special features and higher quality make 
them exceptional sellers! 


DELUXE Model 
1, 1/2 and 2-pt, capacity. Thumb pressure starts oil flow 
quickly. Oil ejected from any position, even straight up. 
Single drop or solid stream. Up to 250-lb. tip pressure. 
Choice of 3 spouts, 


JUNIOR Model 

¥,-pt. capacity. General 
purpose oiler for home, shop, 
factory and farm. Seamless. 
Detachable spout. Entire top removable— 
easy to fill and clean. Pump removes almost 
every drop of oil. 


SQUIRT Model 
V4-pt. capacity. Fits the hand. Just Squeeze 
—IT SQUIRTS! Pumps almost complete dry. 


Ideal for home, workshop, garage or farm. 


Order from Your Jobber 


DUTTON-LAINSON CO. 


Dept. H-4 HASTINGS, NEBR. 
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IN WATER SYSTEMS 


AIGA 


FOR PRODUCT QUALITY. 
ADVANCED ENGINEERING. 
ADEQUATE PROFIT. 
COMPREHENSIVE 
MERCHANDISING 
AND ADVERTISING 















BA 
\ 


THE PEERLESS MAN 
will tell you the Peerless story. 

Write to the nearest district 
office for full details. 


\ PEERLESS PUMP DIVISION. 


FOOD MACHINERY CORPORATION 





Factories: Los Angeles 31, California; Quincy, Illinois; a! 
Indianapolis, Ind.; District Offices: Chicago 40, 4554 N. Broadway; 

New York 5, 37 Wall Street; Atlanta Office. Rutland Bidg., Decatur, 
Georgia; Dallas 1, Texas; Fresno, Calif.; Los Angeles 31, Calif. 
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@ The latest edition of the Frantz General 
| Catalog is off the press. Among its many 
| pages you will find clearly illustrated and de- 
scribed a complete line of guaranteed builders 
hardware ... everything from screen door 
hooks to “Over-the-Top” Garage Door Equip- 
ment. This new catalog contains the products 
developed by Frantz during four decades of 


service to the Building Industry. Have a copy 


handy. Send for yours today. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





| FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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GET YOUR FULL SHARE... 


OF THE PROFITABLE V-BELT 
REPLACEMENT BUSINESS 














#350 
TOWER ASSORTMENT 


The 35 selected V-Belts in this compact, attrac- 








tive assortment, fit hundreds of applications 






for washing machines, oil burners, power tools, 






home workshop equipment and other appliances. 






With the Gilmer No. 350 Assortment are 
included helpful merchandising aids that will 







simplify and speed up your sales. (1) Convenient 






display stand enables you to pick the right belt 






instantly, takes but 18 inches of counter space. 






(2) Gilmer Handimeter (patented) for quick 






measuring of belts. (3) Attractive window dis- 









play card. (4) Inventory form. (5) Gilmer Belt 
Catalog, “America’s Belt Bible.”... all at a 
price that nets you good profits, 
















Z Y Start those V-Belt profits coming your 
iy way. Order a Gilmer 350 Assortment 


today, giving name of your Gilmer 


jobber who will bill you direct. 













General 

S many 

and de- ' 

uilders 

n door Features a selection of the most popular Wire Cord Sets for 
lamps, fans, washing machines, shop tools, power lawn mowers, 

- Equip- milking machines, electric irons, vacuum cleaners and other 

quip appliances. Also contains 6 combinations of connectors, includ- 

roducts ing open ends for replacement use... plus 3 spools of Replace- 
ment wire and 2 cartons (25 each) of 3-way connectors. 

ades of GILMER JUNIOR WIRE ASSORTMENT No. 13W 
Contains same selections as No. 17 WS (above) except wire spools. 

ieee i GILMER SPOOL WIRE ASSORTMENT No. 6S 






Offers an attractive counter merchandiser of 6 spools of 
popular wire cord, displayed at the point of sale. 







All Gilmer Wire Products are approved by Underwriters’ 
Laboratories. 






Get in touch with your Hardware Wholesaler, or write direct 
for further particulars. 
BUY THROUGH GILMER HARDWARE WHOLESALERS 


L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 
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“ALUMALOY” 


ALUMINUM ALLOY 


'] SCREEN DOOR BRACES 


Spring and summer — that’s the time 
for big screen door brace demand. 
And this new “ALUMALOY’™ brace 
will make a big hit with your 
customers. Just tell them it’s made of 
aluminum alloy ...that this brace won’t 
rust, won't corrode. 42 inches long. 














Customers know from experi- 





ence that CM Chains are top 
quality...designed specifically 
for particular applications. 
They know that CM's are safer 
..last longer...cost less on 
the job. CM Chain Products are 
It's a real value, made to retail for nationally advertised and rec- 
e only 15 cents. Have a stock on hand 


* all the time. Order today from your 
jobber— or write us for his name. 


ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 


Packed two-ways: 1 dozen per box, 
with screws...or 72 in shipping carton. 
*TRADE MARK REG. U.S. PAT. OFF. 


dence and profit. 








ORDER THESE ‘Pecrebacchles BEST SELLERS. 100 AUTOMOTIVE 


AGRICULTURAL... HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 





Wrought Nut EYE Bolts— Turnbuckles — ‘‘Alumaloy”™’ 
Maximum Strength— Bright Bodies — Steel Hooks and 
Zine Plated. Eyes. 






Turnbuckles we 


Box 227 Michigan City, Indiana 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N_Y. 





SALES OFFICES: New Y rk + Chicago + Cleveland + San Francisco « Los Angeles 
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CORPORA MION 


Shortages 


L and CAST IRON 


overcome by some progressive 
rers by substituting with - - - - 


DIE-CASTINGS 


Please Subm 


ALUMINUM 
MAGNESIUM 
ZINC 
BRASS 


it Your Problem to Our Engineers 




















POTTSTOWN, PA. 





APRIL 8, 1948 


BATAVIA, N.Y. 
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READ BY MORE THA Hom ane 
N 3,000,000 FAM 
APRIL 1948 + 25¢ ILIES 
ee Garden Nee || | mez 
¢ 
Who Buys Your Best Merchandise : 
4 
“4 The customer who's interested in his home. The flashing, the better paint. That happens to be 
f customer who spends time taking core of his home exactly the person for whom Better Homes & ex 
‘ and fixing it UP- The customer who has a better Gardens is written, cover to cover, ads and all. wt 
home. And the customer with enough money to Do You Make the Most_of Your Toaster?— April 
You Make the Most etsciiy sells » re ma 
b buy the better sa, the better hammer, the better issue, SHOWS how BH&G actually sells with you- ya 
3 These brands are advertised in the APRIL issue of Better Homes & Gordens: r 
te. 9 | 
APPLIANCES HANDYMAN (Cont'd) INSULATION WATERING SUPPLIES PLUMBING (Cont'd) Z 
b4. ABC Washer Lowell Paint Spray Chamberlain Justrite Hose Nozzle Smithwoy Hot Water Py 
Bee.) Admiral Refrigerator Plastic Woo’ Homasote March Irrigation Toastmaster Hot Water . 
4 Amana Home Freezer Smooth Om Cement Johns- Manville Sandee Hose welt COVERING 
tl Apex Vacuum HARD ARE Kirnsul Sunbeam Rain King 
“A CP Gas Ranges Anchor Fence Nu-Wood Swan Hose imperial Wallpaper 
ad Camfield Toaster B & T Trim Pantasote Lifewall 
x y Coolerator Refrigerator Capitol Toilet Seat wal egows —_- ed ar Trimz Ready-Pasted Wallpaper 
3 a Crosley Home Freezer Carey Bathroom Accessories ‘American Central Kitchens Alston-Lucas United Wallpaper * 
tae Dexter Washer Cyclone Fence Andersen Windowalls Amer. Turp. Farmers Wall-Tex Decorative Wall ; 
2 € Dispos-O-Matic Disposal Edwards Door Chimes permet mae = utp. Convos a 
eget | Electromaste R Faries Bathroom binets 
i Become Fovisible Sash —— Craw ign’ cawork — eet MISCELLANEOUS 
GE Dishwasher Kintrim Trim Fenestra Steel Casements Dutch Boy Armsivons Lincteum 
GE Refrigerator LOF Glass Natl. Oak Fir/ Mfgrs- Assn. Eagle-Picher Barre yild Monuments 
Hoover Von mis eee Naw Conte moss °° Gh Borat Rootes | 
J . 1a ella Rolscreens Glidden : : ‘ 
Hotpoint Disposoll Pyrene Fire Extinguisher engl Bissell Carpet Sweepers 
Lake State Dishwasher West Dodd Lightning Conductor a ee ao on on Camfield Tooster ‘ 
Magic Crasher Yale Teiniorwee West Coast Wore —_ Cue Aen CoS 
yrag Wases : ; Youngstown Kitchens by Mullins Meduso diune © pene 
Norge Refrigerator American Radiator ; Flint Knives 
Perfection Range Bryant — MOWERS Dene Foley Food Choppe’ 
Premier Vacuum Coleman * ee Hoover Iron 
Servel Refrigerator Crane Coldwell + Ase - Kentile Tile 
Simplex lroner General Electric Clemson Pittsburgh 9 K-M Iron 
Thor Gladiron iron Fireman Eclipse Sherwi o William K-M Toaster 
Tyler Harderfreez Nu-W ay Jacobsen erwin-Willioms Masonite Presdwood 
Universal Electric Range Stokol MontaMower PLUMBING Memco Utensils 
Universal Gos Range Trane Mow A Mat American Standard Fixtures Pabco Linoleum 
Voss Washer Waterbury Pennsylvanie Crane Fixtures Porter Carpet Sweepers 
Young Washer - Williams Oil-O-Matic —" Deming Water — Portland Cement 
ELECTRICAL & WIRING HEATING ACCESSORIES re Duo Therm Hot ater Proctor Iron 
Bell System American Blower Fans Sensation Eljer Fixtures Pyrex Ovenwore 
Burgess Batteries Bennett Fireplace Whirlwind Frigidaire Hot Water Sanette Gorbage Can : 
Delta Powerlite Fan-Pac Fans PRUNERS & CLIPPERS GE Hot Water Silex Steam Iron H* 
Moe Bros. Lighting Gardner Radiator Enclosur® Bernard Hotpoint Hot Water Sloane-Blabon Linoleum i 
Onan Power Plants Heatform Fireplace Doo Klip Orangeburg Pipe Toastmaster Toaster 
HANDYMAN tlatilator Fireplace Pedgemaster Rheem Hot Water Wagner Carpet Sweeper tion— 
Dic-A-Doo Brush Bath LG Ventilation Porter-Cable Roto-Rooter West Bend Alum. Tea Kettle B. F 
Duco Cement Nu-air Windofan Skilsow Servisoft Water Concitione’ Westclox Time . 
Durham's Putty Price Fireplace Ideos Sunbeam Sherman Fixtures Wright Rubber Tile tional 
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One of the 
greatest names 


merchandising— 





make quick, new 


profits for you 


H™: the first outstandingly new 
idea in garden hose in a genera- 
tion—Koroseal garden hose made by 
B. F. Goodrich, developers of the na- 
tionally advertised, nationally popular 
Koroseal flexible material. 

Here’s hose with new, outstanding 
values that make it the easiest hose to 
sell you ever carried: 

1. Makes gardening easier—a quick 
appeal to everyone. Koroseal garden 


Koroseal — Trade Mark, Reg. U.S. Pat. Off. 


hose contains nothing to rot—your 
customers can leave it out in the sun, 
and never need drain it. Think of the 
time and work appeal over old-type 
hose that had to be dragged under 
cover after each use! 

2. Far lighter, easier to use. Weighs “5 
to % less than older hose. A small child 
can easily carry a long length. This 
lightness feature makes a big hit with 
women gardeners. 







ere ae 
be; 

Bh 
heres 





3. New attractive colors—red or 
green— make striking store displays 
easy. 

4. New, patented re-attachable cou- 
pling for still another talking point. 
5. And Koroseal garden hose is easier 
for you to handle. Each 50-ft. length is 
coiled and taped to stout cardboard, 
so easy to handle you won't need to 
wrap or tie. 








TURN THE PAGE FOR MORE FACTS. 











Koroseal Clothe 


} 


cleaned Y ) 
for years and years. 


Garden Club Rubber Hose—Por your customers who 
want a lower-priced garden hose. Cord reinforced rubber 
hose. Lighter than most rubber hose. Built to last for years 


) sline—Here’s another popular item. ee ee 
Can he left out in sun and rain—won't rot. Can be 


running damp cloth down its length. Lasts 














Your best customers wi 















Koroseal garden hose 


Backed by the biggest advertising campaign 


ever put behind garden hose 


OR extra sales, extra profits, be sure 
F to have some stock of Koroseal hose 
—regardless of any other hose stocks 
you carry. Your best customers will 
want it, will be disappointed if you 
don’t have it. If they decide on some- 
thing at lower cost they'll like rubber 
hose by the same manufacturer— 
B. F. Goodrich. 

To get these new, quick, profitable 
sales—to cash in on the biggest ad- 


vertising campaign ever put behind 
any garden hose — get Koroseal hose now. 

For the first time Koroseal garden 
hose is available in quantities so you 
can feature it. 

Koroseal garden hose is made by 
B. F. Goodrich—a famous name in 
garden hose for half a century. Now 
this fine selling name is coupled with 
Koroseal—one of the greatest merchan- 
dising pulling powers in retailing today. 


National advertising by B. F. Good 
rich on Koroseal garden hose is at 
work in your neighborhood. Feature 
Koroseal and you'll sell. The B. F. Good- 
rich Company, Industrial Products Division, 
Akron, Ohio. 


B.E Goodrich 


Korosea! — Trade Mark, Reg. U. S. Pat. Off 
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National Advertising 


Consistently broadcasting a sell 


Known Quality 


Over 45 years of engineering and 


production experience devoted = ing message through the pages 

exclusively to lawn mowers has of leading magazines, Eclipse 

built a reputation for unmatched advertising, stepped up in size, 

quality, Thousands of satisfied is reaching a still larger audience 
f 
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owners provide positive proof. of prospective buyers 
é . 


THE WORLD’S BEST LAWN MOWER 

















Customer Preference 


Recent experience proves that 





Exclusive Features 


Offering advantages found in no 
other mower, distinctive Eclipse 
features are a sales clincher that 
sell Eclipse mowers and keep 
the buyer sold on Eclipse. 













buyers are willing to wait longer 
to get an Eclipse This ac cept- 
ance is piling up plenty of extra 
business and dealer profits. 


POWER MODELS 


For every mowing require- 
ment. Models shown are 
the fast-selling Rocket, 
i Parkhound and Rolloway 


HAND MODELS 


*In a complete distinctive 
style and price range. 











The net result from an authorized Eclipse Franchise 
is realized in fast moving quality goods that return a 
consistent high profit. 


THE ECLIPSE LAWN MOWER CO. 


1604 Railroad Street Prophetstown, Illinois 
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POWER KING 


Lawn Mowers. 


LIGHT, STRONG, MODERN 
Tough, light, aluminum alloy cast- 
ings, combined with finest special 
steel, bronze and rubber. Self-pro- 
pelled by reliable motor. Modern de- 
sign and a truly moderate price that 
instantly attracts prospects. 














5-blade ball bearing reel. Knives crucible 
tool steel. 20” cut. Excellent 4-cycle 
gasoline motor; throttle control; 
chain transmission: friction disc 
clutch. Tubular steel handle; rub- 
ber grips. Goodyear Tires, 10.50 
x 1.75. Easily mows two to 
three acres per day, yet 
weighs only 87 pounds. 


















\ ALL PARTS REPLACEABLE 
i] Just slips on faucet and holds RUST AND CORROSION PROOF 
i fast. Mixes hot and cold water WILL NOT BURN YOUR HANDS 












MODEL ‘‘76” 
Power Mower and 
our light weight 
MODEL 550 
Hand Mower are 
equally fast sellers, 
Ask for particulars. 


to desired temperature. 
* fe 
to Retailers — I~ 
RETAIL 
Ss 
F.O. B. Philadelphia —Special price 


AST-FOG Wlanutacturing re to recognized jobbers and distributors : 
| HANCOCK MANUFACTURING Inc. 


HAND AND POWER LAWN MOWERS 131-137 S. Second St. . Philadelphia 6, Pa. , 


Springfield, Ohio 

















WRITE TODAY 
































They make a lazy man 





love to work! 


CUTTERS 


When your customers 
ask for weed cutters, 
chances are they 
mean Lively Lad Cut- 
ters, the original weed 
cutter of its type. Of- 
ten imitated, never 
equalled, Lively Lad 
Weed Cutters and 
Bush Whackers are 
two fast-moving items 
that will pay well for 
their space in your 
store. 

Weed Cutter Bush Whacker 
















FINEST HOME AND HOBBY SAW EVER MADE 


@® Made of Finest Alloy Steel 

@® Heavy Gauge 

@ Correctly Tempered to Withstand Heavy Factory 
Use 

@® Each Blade Attractively Packaged & Labeled 


RIP CROSS CUT & COMBINATION 
6 to 10” Diameter 


Deliveries Made from Stock, Mail & Phone 
Sell These Saws at COMPETITIVE PRICES AND 
Make a GREATER PROFIT! 


LAFAYETTE SAW & KNIFE INC. 


Established 1910 


115 Banker Street Brooklyn 22, N. Y. ORDER FROM YOUR JOBBER 


Manufacturers of Circular Saws, Band Saws, H. S. Planer & LIVELY LAD MANUFACTURING C0 INC 
s9 . 


Jointer Knives. Moulding Blanks, Beveled Edge Shaper Steel. 
Ashland City, Tennessee 


72 HARDWARE AGE APRI! 


























LACEABLE 
1ON PROOF 
DUR HANDS 
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The duster 
that made 


BIG 
MONEY 


for hundreds of 
dealers last year 











@® If any of your customers raise potatoes, melons 
or pickles and similar crops—cotton or tobacco— grapes, 
HUDSON apples or other bush and tree fruit... if any are truck 
gardeners, farmers or nurserymen — you have a rich 


Stauffer market, a profitable market for the Hudson Stauffer 





KNAPSACK DUSTER ae. 
be : No other duster offers such ease of handling, such effec- 
tive application, such convenience. Give your customers 
_ the ALL-CROP Duster a chance to see these features: Padded back rest, wide 
with a big market in every shoulder straps, built-in scoop for easy filling, large capa- 


i city, perfect control of dust discharge for correct dusting 


‘state for every crop 
without waste. Display at least one Hudson Stauffer 


Seah Knapsack Duster. Join the many dealers in every part 
Advertised fo your customers § of the country who know this duster sells where it’s 


in your area right now... | shown. Use handy coupon below to place your order. 


Jee 
7, @isssn on. wc co 





| Onder Taday fun IMMEDIATE DELIVERY 


H. D. HUDSON MANUFACTURING COMPANY 
Dept. )-2!, 589 East Illinois Street, Chicago 11, Illinois 


Ship us at once_ Hudson Stauffer Knapsack Dusters No. 1-A 
at $28.95 list each ($29.95 in western territories). 








SPRAYERS AND DUSTERS 
HAY TOOLS AND BARN EQUIPMENT Address initia ee ™ 
hus tiole @useluiiauld bi 
POULTRY EQUIPMENT City_ — State 





FARM VENTILATION EQUIPMENT 


| 

} 

I 

! 

! 

I 

I 

1 

1 

1 

; 

Tested aud Proved ! Name —_ ase: 

1 

i 

i 

! 

! 

1 

I 

: My jobber is___ 
| 
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_ marathon 
Double 
FLY LINES 


MH! 
SALES/ 


Expert anglers appreciate the outstanding 
quality of MARATHON Double Tapered Fly 
Lines (in Nylon or Silk). No effort is spared 
to make these lines satisfy the most fastidious 


purist. That's why MARATHON Double Tapered 


Fly Lines are fast movers . . . make satisfied 


customers. (Available in all sizes.) 


Viwutton BA\t CASTING LINES 
with Plastic Utility Box 


Good fishermen like good lines . . . that's why 
experts prefer the MARATHON Bait Casting Lines, 
available in Nylon or Silk and all standard tests. 
Plastic box for lures and 
accessories is another sales 


factor to help you. 


Nationally Advertised 


Unconditionally Guaranteed 
Distributed thru Jobbers 


MEE 


aralhon 6% 
LINE COMPANY a 


ee a ee ek MO 








Ride This 
Top-Profit Winner 


Fastest Growing 
Insect Repellent 
On The Market 


~ POST == 


MOUSTON, ON TEXAS 


87 SIG VOY inrressions 

in these outstanding subline magozines . . . 
plus sales-making store displays, window 
streamers, dealer mats. 





Biggest Payoff 
Special Bonus Deal 


THREE BOTTLES FREE WITH 21 
GIVES YOU 47.5% PROFIT 


Retail Fair Trade Price Per Bottle 


Your Selling Price 24 Bottles 
Your Cost 24 Bottles 
YOUR PROFIT 24 BOTTLES 


(Bonus Deol Expires July 1st) 
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© The first of its kind is still the best of its 
kind—attractive to every customer. 

This handsome Thermos brand picnic kit 
won immediate acceptance a few years ago, 
and its popularity continues to grow. People 
recognize and talk about the Picnicker. They 
appreciate its many features— the two large 


“Thermos” brand vacuum bottles, the metal 





rote ee% a 
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BRAND VACUUM WARE 





sandwich box, the compact, zippered, 
leatherette case. 

* * * 
Display the Thermos VPienicker whenever 
you can. It’s being adVertised nationally. 
this month and next, in Time and THe 


SATURDAY EVENING Post. 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONN 


Thermos Limited, London 


Thermos Bottle Co., Ltd., Toronto 


ROOD 
SEKI e 


TRADE-MARK REG. U, &. PAT, OFF. 
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How to cash inon the BIG, 


Sturtevant offers quality 
fan line, strong promotion 


THE MARKET—The ventilating market is an expanding market. More and more 
8 P 

plants and shops are installing fans for removal of smoke, fumes, steam, and odors. 

Similarly, stores, offices, and restaurants are buying fans for ventilation. It’s a year 


’round market—for both new and replacement sales. 


HOW TO GET YOUR SHARE— Cashing in on this is easy... with the Sturtevant 
‘an line. These fans are packaged items, simple to select, easy to stock, and require 
fan | packag I i 

little engineering — ideal for distributor handling and selling. There’s a complete 


range of sizes. 


EADY ACCEPTANCE —The Sturtevant name in ventilation plus the Westing- 
house hame in electrical equipment mean ready customer acceptance. Buyers have 


learned that these names mean dependability. 


ADVERTISING PAVES THE WAY—Your customers — business owners, man- 
agers, contractors, engineers—will see more and more about Sturtevant fans in 


leading national magazines. 


PROMOTION HELPS, TOO — Catalogs, display material, direct mail, mats and 


cuts—everything you need in the way of promotional material to help you sell. 
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GROWING FAN MARKET 





more 


odors, 


4 year 





event Built for performance—built 
quire to sell... these Sturtevant 


propeller fans are available 





iplete in sizes from 12" to 36", 
belt drive 36" to 48". With 
direct connected Westing- 
house motor—noted for re- 
, liability and backed by a 
sting- : 
od motor-service plan that as- 
have sures uninterrupted per- 
formance. 
man- 
ns in 
b HOW TO GET THE JUMP IN THIS MARKET —WKITH POD AY to 
Westinghouse Electric Corporation, Sturtevant Division, 73 Readville Avenue, 
; and Hyde Park, Boston 36, Massachusetts, for complete information on how you 
il. can grow with this growing market. 





Westin nghouse 


Sturtevant Division 
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Shout The 
GOOD NEWS 
about 


TOPLINE! 


(ie 
‘ 





Albaut the new table-top 


electric water 
heater that ADDS work space in the kitchen 
2 (its beautiful plastic top is scratch-proof 

and scorch proof, comes in either black 


‘ 
' or white, easy-to-clean plastic) . 


About the sensational cylinder-type elec- 
tric room heater that's beautiful enough to 
use anywhere in the house, completely safe 
to use in the nursery, and tops for knocking 
cold spots wherever folks need quick,eco- 
nomical heat. 


About the lightweight, streamlined auto- 
matic electric iron, because it's super-sized 
and cuts ironing-time to a new low. 


About the easy-to-clean, light-weight 
electric churn—a combination of aluminum, 
glass, and know-how that makes churning 
child's play—and makes selling churns as 
easy as demonstrating them. 


Aboud the Good News for Summer: the 
STAKOOL Exhaust Fan for homes, offices, 
stores, and farm buildings—a real breeze- 
builder (and a real sales-builder!) that 
operates quietly, efficiently and economi- 
cally—gives cool comfort at a new low 
cost. 


Yes, the customers shout about TOP LINE. 
They like these quality electric appliances 
that were designed to be best-sellers. So 
we whisper a hint to you: Write for your 
catalog and price sheets. Let the Good 
News work for you, in your store. Write 
for Top Line information now. 
























TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 





Pioneers in Electrical Appliance Manufacture 
in the Tennessee Valley 
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! v= - Keep o ing | 

tia a ous R-V-LITE eatures pres? ~ 

aNsparency, toughness 
; ultra-violet rag 
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Manufactured exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE CHICAGO 18, ILLINOIS 
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A VITAL MESSAGE TO ALL OWNERS OF 


PYRENE FIRE EXTINGUISHERS 


Some Pyrene* Vaporizing Liquid Pump Type Fire Extin- 
guishers (1-pt., 1-qt., and 1'/-qt. sizes only) have gone bad 
as a result of the liquid in them. We want to get them back. 


We ask your help in returning them for replacement. 


Since 1907, Pyrene has been a symbol of quality. 


No one has ever found a more effective extin- 
guishing agent for its purpose than the liquid supplied 
to us for Pyrene Vaporizing Liquid Extinguishers. 


But, suddenly, and for no apparent reason, some- 
thing went wrong with this extinguishing fluid. Some 
time after they had left our plant a number of extin- 
guishers—despite their having passed exhaustive 
factory tests—began to corrode, and worked either im- 
properly or not at all. 


We had no warning whatsoever that this would 
happen. We had no way to foresee it. 


At the first hint of trouble, our own laboratories 
and those of our suppliers—as well as outside tech- 
nical consultants—went on an intensive search for 
the cause. 


Now we know the answer. It lay outside our plant. 
The cause was traced back to a change in the method 
of preparing the chemicals used in the extinguisher 
liquid. 

The label on the front of each 1-qt. and 11%-qt. 
Pyrene Vaporizing Liquid Pump Type Extinguisher 
bears a serial number. If you own an extinguisher 
in any of the serial-number groups listed, please re- 
turn it immediately to your regular source of supply 
or to us at Dept. RX, 10 Empire Street, Newark 5, 
New Jersey. We will, without charge, replace all 
such extinguishers as quickly as we can. Since there 
are no identifying serial numbers on Pyrene 1-pint 
extinguishers, please also return them for factory 
testing and replacement if necessary. 


Please also return for replacement all Pyrene Fire 
Extinguisher Liquid Refills purchased by you prior 
to January 1, 1948, from any source. Such liquid in 
its original shipping carton should be returned if it 
bears any P. O. No. from 6701 to 12454. Liquid 
should be shipped on separate bill of lading to us at 
560 Belmont Avenue, Newark 8, N. J. 


EXTINGUISHERS TO BE RETURNED 





150781 to 150900 
235486 to 235530 
236731 to 237230 
403106 to 404730 
411998 to 414430 
416631 to 419830 


R689558 to R689997 
R692644 to R693497 
R731288 to R732363 
R751698 to R753697 
7334485 to T380550 
1398671 to T485550 
T583051 to T585050 
T585551 to T601200 


1%-Quart Extinguishers 


419931 to 449230 
449631 to 458930 
460931 to 461230 
461331 to 478330 
480481 to 494480 
497631 to 504630 


1-Quart Extinguishers 


7601801 to T676150 
1676251 to T680483 
1680651 to T711650 
1712151 to T792150 
1793151 to T843750 
1844550 to T845050 
T846551 to T853350 
T854051 to 7854700 


505631 to 509630 
510256 to 518255 
520356 to 520955 
532356 to 533748 
539856 to 544312 


T861051 to T906880 
T911051 to T976216 
T977051 to T999999 
U2 to U27050 
U33051 to U33990 
U37651 to U38784 
U64651 to U79650 
U80151 to U100150 


U150151 to U152552 


EXCEPTIONS: Some extinguishers listed above 
have been rebuilt recently and should not be returned. 
These are stamped around the outlet nozzle with 
symbols running from A-48 to L-48, or the letter X. 


This entire announcement applies only to Pyrene 
Vaporizing Liquid Pump Type Extinguishers. [t does 
not apply to the 2-quart and 1-gallon Pyrene Vapor- 
izing Liquid Pressure Type Extinguishers or to 
Pyrene Foam, Gas-Cartridge, Soda-Acid, or Pump 
Tank Extinguishers of any size, or to Pyrene Air 
Foam Equipment. 

Regardless of cost, we want to replace every one 
of these extinguishers about which there is the slightest 
shadow of doubt. 


Over the years, Pyrene Fire Extinguishers have 
become known as the world’s finest fire extinguishers. 
We are profoundly conscious of, and _ profoundly 
grateful for, the trust that has been universally placed 
in our products. 

That is why we are making every effort to retrieve 
and to replace the extinguishers and liquid affected 
by this problem. 


PYRENE MANUFACTURING COMPANY 


NEWARK 8, N. J. 


CHICAGO ATLANTA 


OT. M. Reg. U.S. Pat. Of. 


KANSAS CITY 


SAN FRANCISCO 


This does not apply to products manufactured by PYRENE MFG. CO. OF CANADA, LTD. 


THE ABOVE STATEMENT APPEARED IN LEADING NEWSPAPERS, AND BUSINESS AND TRADE MAGAZINES 
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ALL ¢ 
1 in One 


AT SHOVEL 


_ repre. > 
with BOTH 


BLADE AND SOCKET 


Closed Back 
HEAT TREATED 
for extra strength , j SHOVEL 


and durability 
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WOOD’s 


















CUSTOMERS WILL COME TO YOUR STORE, 
again and again, to get the unusual con- 
struction features, found in no other shovel, 
of the Stuart Closed Back Shovel. The ex- 
clusive advantages of Stuart are Easy to see 
... Easy to Sell and Stuart Shovels are Cer- 
tain to Satisfy the customers. 


WE Pitietinniial for 


copy of new Stuart Folder, 
sent to you with names of 
nearby Stuart jobbers, 


MRSTUART 


EVERIT 


Handle guarded agains JULI 
by the patented, « ; 


THE WOOD SHOVEL AND TOOL COMPANY, PIQUA, OHIO 


ORE, 
con- 
ovel, 
ex- 
» see 
Cer- 
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MEANS NEW CHAINS TO 
MANY OF YOUR CUSTOMERS 


Place some of the more popular AMERICAN 
CHAINS out where your good customers can see 
and handle them. There’s something about a 
piece of good chain that appeals to a man. And 
very often he will be reminded of a need for one 
or more of the chains you have in stock. 

Selling chain and chain assemblies is good, 


sound, profitable business—especially if you .. . 


SWING 


CHAIN 


i 


‘++ SELL AMERICAN : > rie comptere cain une 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


mark In Business for Your Safety 


ORDER FROM YOUR HARDWARE WHOLESALER 
York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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‘aformal Editorial Comments 





Our Appreciation to Our Subscribers 
And Advertisers for Their Patience 


HIS is the third issue of Harpware AGE sub- 
jected to a delay and produced under somewhat 
dificult and trying conditions. 

For some days we have been hoping that the city- 
wide strike among Philadelphia print shop compos- 
ing rooms would be terminated and normal produc- 
tion resumed. At press time, there is nothing specific 
to report—just the earnest hope that some definite 


progress is being made in that particular direction. 

We express to our subscribers and to our adver- 
tisers our grateful appreciation, not alone for their 
patience and co-operation but also for their many 
good will expressions indicating clearly an under- 
standing sympathy for our problem. 

With regret, we must ask your continued co- 
operation——we hope for only a short time.—C. J. H. 
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A Pro "Co-Op" Editorial Titled "Let's Get the Lead Out" 


LTHOUGH intended to inspire 
cai action among Co-op 
members, a recent pro Co-op edi- 
torial should be even more stimu- 
lating to those of us who believe 
all tax exemption advantages 
should be eliminated. This edi- 
torial definitely shows the increas- 
ing spread of the campaign to tax 
the Co-ops is making headway and 
causing alarm among those in op- 
position. This editorial is from 
the Midland Co-operator, pub- 
lished in Minneapolis, Minn., and 
dated March 24, 1948. It reads: 
“LET'S GET THE LEAD OUT! 

“The National Tax Equality 

Assn. won a smashing public 
opinion victory over co-opera- 
tives the other day which, sooner 
or later, you'll be hearing more 
about. It came about like this: 

“Fulton Lewis Jr., anti-co- 

operative radio commentator, 
and Jerry Voorhis, executive 
secretary of The Co-operative 
League, debated over WGN, 
Chicago, the question ‘Are Co- 
operatives Unfair Competition 
to Other Business?’ 
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“A week after each debate of 
this kind, WGN announces re- 
sults of a post card vote by lis- 
teners. In this case it announced 
that listeners voted ‘Yes, Co- 
operatives Are Unfair Competi- 
tion,” 91.6 per cent; and ‘No, 
They're Not,’ 8.4 per cent, The 
total vote was reported to be 
more than 12,000. 

“This looks bad. It could 
mean that co-ops were asleep at 
the switch as far as getting out 
listeners is concerned, It could 
mean that the NTEA is definite- 
ly winning the battle for the 
favor of public opinion in the 
year-long tax war against co- 
operatives. Certainly the NTEA 
won't be keeping silent about 
this tremendous anti-co-operative 
vote. 

“It is probably true that the 
NTEA made a special effort to 
‘stack the voting’ by barraging 
its members with letters about 
the broadcast and enclosing re- 
turn postals addressed to the 
radio station. Well, there’s noth- 
ing illegal about that. We co- 


operatives ought to alert our 
people, too. We can’t win this 
tax fight by staying home. 

“It is probably true, too, that 
Fulton Lewis Jr. has won a wide 
and favorable reputation among 
the WGN audience as a news 
commentator. (Why this should 
be so, if His other news items 
are as distorted and one-sided as 
his co-op information, is hard 
to understand. It is also a bit 
terrifying to contemplate, for it 
indicates that the American ra- 
dio audience will believe any- 
thing if it is told them in a loud, 
authoritative, virile voice.) And 
it is probable that Fulton Lewis 
fans voted for his side of the 
debate in droves and without 
knowing what it was all about. 

“Despite the vote-stacking and 
the Fulton Lewis angle, the fact 
still remains that the co-op side 
of the WGN question was bur- 
ied in an NTEA landslide. 

“Another thing: The House 
Ways and Means Committee re- 
cently 20,000 


letters and telegrams asking for 


received some 
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tax action against the co-ops 
this year in response to a Fulton 
Lewis radio request. 
“Co-operatives, meanwhile, 
have been loafing along on the 
assumption that they can take it 
easy on the tax issue until after 
the November elections. The 
trouble is that what happens in 


and after November is being 
decided right now. 
“Let’s get the lead out!” 

This is the complete editorial 
without changes or deletions. How 
far NTEA, and others, went to 
build an increased audience and/or 
to inspire votes in the radio poll, 
plus urging messages to members 
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of the Congress I don’t know. But 

I am for it and can sense that the 
Co-ops feel the pinch and will 
pursue similar efforts in opposi- 
tion. They have a perfect right to 
do so—the point is don’t let ow 
interest in this subject lag, espe- 
cially now that we can sense some 
real progress, 


Merchandise Displayed Helpfully 
And Interestingly Makes More Sales 


FON many years, | have been 
discussing 


tion problems with Mark J. Lacey, 


hardware distribu- 
president and general manager, 
Peck. Stow & Wilcox Co., South- 
While we do not 


always agree. we are at least al- 


ington, Conn. 


ways agreeable and I have greatly 
enjoyed these contacts by mail as 
well as during personal visits. 

Being very sales and merchan- 
dising minded, Mr. Lacey seldom 
goes anywhere, for business or 
pleasure, without’ bringing back 
some precise reactions on things 
he saw done right and otherwise. 
Often he applies some phases of 
these experiences to his own busi- 
ness or to the hardware business 
generally, 

This is a good habit, supposed 
to be common practice with folks 
in the publishing business but not 
as common a practice as it should 
be among business executives. 
Sometimes, relatively simple ex- 
periences may lead a man’s think- 
ing and planning into new and 
if he takes the 
trouble to look and listen in his 
travels. 


broader projects 


For example, from a recent let- 
ter | received from Mr. Lacey are 
the following paragraphs: (Note 
the first incident was years ago 
but made a lasting impression. ) 

“Years ago my wife desiring 

a small (for 

traveling) 


convenience in 
tube of tooth paste 
and failing to find any in the 
regulation channels, asked me 
to stop in a 5 & 10-cent store. 
where she had been told these 
small tubes of any standard 
brand are procurable. Like the 
dutiful husband that I try to 
appear, I went into Woolworth’s 
to make that 10-cent purchase. 

“At home that evening I told 
her, ‘I've got a confession to 
make to you. Following your 
request for the tube of tooth 
paste I went into Woolworth’s 
this noon and bought it. But | 
happened to see a lot of other 
things there that. because they 
were in such desirable small 
packages, interested me. So be- 
fore I came out of that store 
where I'd gone to spend 10 
cents | blew in over $4!’ She 
has quoted that confession of 
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mine to many people in the 
trade that you and I both know. 
“Last Friday, | happened to 


York 


where you had told me I could 


be in downtown New 
find those aquarium aerators. 
Believe it or not: I gave them a 
check for $34.60 in payment of 
an elaborate electric aerator and 
several other goldfish acces- 
sories! 

“Why? Because the merchan- 
helpfully 


and interestingly. As a result, | 


dise was displayed 


was glad to pass Over my money 

for what I wanted several of 
the items I had never known of 
before, therefore couldn't have 
asked for them. 

“All this reminds me again 
of how much more stores could 
sell if they spent the time and 
money to helpfully display their 
goods and in the quantity that 
invites desire to own.” 

I like, and plan to steal that 
expression “displayed helpfull) 
and interestingly.” It tells quickly 
the basic guide for planning all 
kinds of displays. Think it ove: 


and pursue the idea. 


Gridiron Club Dinner Could Only Happen in the U.S.A. 


ECENTLY, I attended my first 

Gridiron Club dinner in Wash- 
ington, D. C. It is quite an insti- 
tution, providing a most unusual 
evening—the only one of its kind. 

Although it is strictly an “off 
the record” affair, it is public 
knowledge that the President and 
almost all high ranking officials of 
our government attend—and none 
are spared from a “roasting” in 
songs. skits and brief speeches. 
While it is done nicely they know 
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they are being “panned” and take 
it with good grace. 

All through this very complete 
evening my frequent outbursts of 
laughter were somewhat tempered 
by a thought which | whispered 
to my host at least a dozen times. 
The gist of the whisper was as 
follows: 

“Nowhere else in the world 
could this dinner take place. 
Nowhere but in the United 
States can you ‘kid’ the heads 


of state, and to their faces, and 

then live to remember you did 

or that you saw and heard it 

done.” 

And as long as this basic free- 
dom obtains we shall always have 
an anchor to the windward and a 
safety valve to protect our heri 
tage—providing we also keep ou! 
eyes, and ears open and fight 
against any encroachments agains! 
this precious freedom from what- 
ever source. 
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GREAT INVENTION 


Our young hero finds a way to 
double the sale of door closers. 


By Harry the Hardwareman 








Wait’ll I tell you what my new clerk, 
Hector, has done now! Last Sunday 
morning, while I’m getting ready to 





“Son, with our stocks more plentiful and more varied, 
retail sales this Spring season ought to be the best yet. 





put up some new storm-door closers, And because Spring starts folks putting up screen doors 
I figure V’ll call Hector and get him or changing over combination doors, or even buying new 
to help. ones, ILCO Screen Door Closers jibe right in with my plans. 
: They have to roll him out of bed. ‘So beginning right now we’re going to make a point of calling attention to 
“Uh,” he yawns into the phone. . the ILCO Closers displayed in our windows and on the counters. We'll tell 
‘Morning, Hector,” I say. This a: eegraa i casei ' 
is Harry.” ? people these are year round closers — they close screen doors again“! summer 
“Harrv? Ah, Harry. How are you?” bugs as quietly and efficiently as they do storm doors against winter cold. 
Then it dawns on him. “Oh my gosh! We’ll show them the easy-to-follow instructions packed with each closer 
My boss Harry! What time is it?” and tell them a screwdriver is all they need for installation. 
“About ten,” I say. “T want you and the other clerks to put this information to work every 
seal he shouts. ‘Holy mack- chance you get: 
erel! 


He hangs up, but I call him right 
back. “I can’t talk now,” puffs Hec- 
tor. “I’ve got to finish dressing. I’m 
late already.” 

“Whoa, Hector,’ I say. ‘Take it 
easy. This is Sunday. I only called 
to see if you’d like to help me put up 
some door closers.” 

“Oh. Oh, sure thing, boss. Be over 





ae 
ae 


~~ I have ane See Phe higt | ing 1 t . Ch “spe “d s sm art ppe aan e, the pring is 
_ . » rs “The high-powered spring in changeover. osing speed i ap! « sp 

I guess he has one of his smaller the 3002 De luxe Closer makes regulated by adjusting the small comple tely enc losed. ‘This closer 

meals, because it’s only two hours a lightweight out of even the screw in the end of the barrel. is entirely suitable for all screen 

before he shows up. Anyway, when heaviest combination-doors. It Action can be set ~ ewe — *or eee doors, and vt : —s 

is T ok ; ; has ratchets top and bottom down to the final click of the perform in a way:that makes 

sg finish the front door I ask him if so it can be installed on either latch. As a final touch for pro- every buyer happy because it 
he thinks he can handle the back by right- or left-hand doors without tection, utility, and smooth, works quietly and efficiently 


himself. He says sure he can, so I give 
him the screwdriver and tell him to 
go ahead. 

Later, when I go out back to see 
how Hector is doing, I find him stand- 
ing on the bottom porch step, looking 
up very proud. I look up too, only I 
can’t believe what I see. He’s hung 
one closer perfectly. But underneath 
it, upside down and back-end to, he’s 
put another one! 





re 


ase el ¢ i “Now, the 3001 ‘Senior’, with turn the small screw intheendof you demonstrate the selling 
ats What, ob m almost afraid to ask, exposed heavy-duty spring, is the barrel. A hinged connection points I’m giving you ; 

is that for? also intended for use on screen between door-bracket and shaft “Check our stock and I'll 

Hector glows like a 100-watt fluor- or combination doors. With a relieves the closer of en — Pe mgd — — we 

s ° inv i iad simple change-over, it can be when doors are opened or close start talking up these closers 

oun. That's a Sew Saree, po va for ther right- or left- Most folks soon aware that sales will naturally follow. We've 

Says he. hand openings. Closing speed is these closers are made espe- got to take full advantage of the 
“Invention?” adjusted just as precisely as it is cially for screen and storm doors Spring and Summer opportuni- 

“Sure,” says Hector. “I figure if in the 3002 De luxe Closer. Just The working models will help ties for Ilco Closer sales 


one closes the door nice and easy, the 
other ought to open it the same way! [| Dealers! This is the first in the series of ‘‘selling articles” we wrote to you 


..and we can sell more door closers!”’ . 
Wek Gletedt Wessatinnes *¢ wanted about. Please pass it along to your clerks. 


ILCO will welcome contributions that 
can be used for more of Hector’s misad- 
ventures. Had any amusing experience BRANCHES IN ALL PRINCIPAL CITIES 
in your store? Jot it down and send it 

along. You'll get due credit! 


INDEPENDENT LOCK COMPANY «+ FITCHBURG, MASSACHUSETTS 
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“They looked at the 

merchandise or the 

prices or sales meth- 

ods, but few looked 
at all three." 















































Helping Salespeople Click 


By BRIANT SANDO 


Sales Counsellor, 


Louisville, Ky. 
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BRIANT SANDO 


Briant Sando is nationally known as a 
speaker and writer, particularly on sales 
subjects and human relations. His ar 
t have appeared in many leading 
publications and he has addressed many 
rganizations in all parts of the country. 

Mr. Sando is a leader in sales and 
advertising circles in Louisville, Ky., 
where he is general sales director of the 
Courier-Journal Job Printing Co. He is 
also president of the Advertising Ciub 
t Louisville and a director of the Sales 
Managers Council. 

Before going to Louisville, he was lo- 
cated for seven years in New York City 
where he supervised business magazines 
and handled sales promotion for na- 
tionally known products. He was con- 
sultant at the Direct Mail Center. 
Among his clients were Dale Carnegie 
("How to Win Friends and Influence 
People’), Vash Young ("A Fortune to 
Share"), and Zenn Kaufman ("'Show- 
manship in Business’’), 


I. the hardware business 
there is a “new look,” too. It is to 
look at the sales future more 
searchingly—then prepare for it 
more adequately than ever before. 

The way most hardware dealers 
looked at selling in the past they 
missed an important part. They 
couldn’t see the forest for the 
trees. They looked at their mer- 
chandise, or their prices. or their 
sales methods, but few looked at 
all three; and scarcely anyone 
looked long enough or hard 
enough at the biggest factor of 
all—people. 

People determine sales. Of 
course, merchandise and price and 
quality are in there, but it all 
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The "New Look” in Selling 


Nothing is really sold until it is in the hands 
of the ultimate consumer and education of your 
sales staff is needed in order to get it there 


ends up with people. Hardware 
salespeople on one side of the 
counter, prospects and customers 
on the other side . . . people 
dealing with people. 

Everybody knows that America 
has plenty of productive ability. 
We out-produced all the rest of 
the world in war and in peace and 
still are! That's good; that’s what 
we want—-as long as sales keep 
up. But if sales slide off. then 
we re all in trouble should goods 
start to pile up anywhere along 
the line-—at factories, distributors 
or retailers. 


Sales Must Keep Step 


There is no secret to produc- 
tion in the hardware business; it 
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is merely an engineering problem. 
Say you want a factory to turn 
out 100.000 garden tools a year. 
or a plant with a certain volume 
of kitchenware or other utensils. 
Engineers with slide rules can 
determine exactly how many and 
what type of machines you need, 
how much space, etc. Then, after 
construction and installation, you 
add manpower and the plant will 
produce according to calculations. 

Now you've got the material, 
what are you going to do with 
all of it? No slide rule can work 
out this problem; it is a matter 
of individual initiative. ideas and 
promotion. It takes people. both 
buying and selling. 

Production totals need to stay 





"One of the first 

things we find is 

carelessness at the 
point-of-sale." 


In Three Parts 
Part 1 


high. according to all authorities. 
sO our capacity to sell must be 
increased and made more effec- 
tive. Printers’ Ink recently pointed 


out: 
Must Move Merchandise 


“Unless American industry can 
move tremendous amounts of mer- 
chandise, there will be politfeal. 
social and economic repercus- 
sions. For only by moving goods 
can we keep people employed. 
Only through high employment 
can we convince our own citizens 
and the world at large that the 
American economic system is 
sound politically and socially.” 

In plain words this means that 
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selling is no longer just a matter 
of jobs and profits for certain 
people. It is bigger than that. The 
whole future of the American 
enterprise system may be at stake. 

This sounds like pretty big 
talk, and it is; for selling has 
come of age and is taking its 
rightful place as a_ pillar of 
American business and therefore 
of America itself. 

Our job, then, is to keep every- 
thing in high gear; salespeople 
must click to keep America sound 
and secure. 


A Strange Situation 


In deceiving into the hardware 
sales problem, one of the first 
things we find is a situation so 
strange that it is almost incred- 
ible: carelessness at the point of 
sale, neglect of the retail sales- 
people—the very people who con- 
tro] most sales and selling. 

Here is the last link in the 
chain of selling—and usually it 
is the weakest link. Here we find 
things often left to shift for them- 
selves in spite of the well known 
logic that “a chain is no stronger 
than its weakest link.” 

It is elementary but this fact 
will bear repeating: 

Nothing is really sold until it 
is in the hands of the user or ulti- 
mate consumer. 

It does no good for the manu- 
facturer to stock up the distributor 
and the distributor to load up the 
retailer, unless the latter can 
promptly move the goods off his 
floor or counters onto the public. 

When the sales cycle is not 
properly completed it backfires 
and how! I’ve seen it blow whole 
businesses to smithereens! 

Like the two old maids who 
were scrambling to safety during 
an air raid in London. The first 
one said, “Let's hurry or we'll get 
blown into maternity.” 

And the other one replied, 
“Yes, and we'll never know who 
did it.” 


Point-of-Sale 


More attention should be paid 
to the point-of-sale and to the 
hardware store salespeople. These 
folks often do a pretty poor job 
of selling not necessarily 
through lack of ability or desire, 
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but simply because they lack (1) 
proper inspiration from top man- 
agement; (2) training in good 
sales techniques, and (3) knowl- 
edge of their merchandise and its 


uses. 

No wonder such folks can pre- 
sent only feeble sales efforts. You 
can t blame it onto the salespeople 
being dumb or no good, as is so 
often stated, when the fact is that 
no real effort has been made to 
strengthen them and their efforts. 

C. S. Allyn, president of the 
National Cash Register Co., attrib- 
utes much of his company’s suc- 
cess to the development of sound 
policies in selecting and training 
people. 

“If the product itself is the 
most important element in sales, 
then the man who sells it must 
certainly be the next most impor- 
tant.” says Mr. Allyn. “Training 
in our business is something that 
never ends ... the salesman must 


keep pace with the constant 
changes in business methods and 
the improvements being made in 
our products. The main question 
is whether training methods have 
kept pace with changing condi- 
tions and whether they are ade- 
quate. We have learned that sell- 
ing is a long and_ unending 
lesson.” 


New and Old Need Training 


Thousands of retail salespeople 
and clerks all over the country 
feel that they are the least appre- 
ciated, the least thought about, 
the least taught and helped of any 
class of American workers. 

Many of them are new to their 
present jobs. The younger ones 
recently got out of service, school 
or college, and they have mental 
as well as physical adjustments 
to make. The older people may 

(Continued on page 130) 


Novel Display Builds Sales at the Wrapping Counter 


HE average hardware store 

customer likes to finger the 
size of nail that he is going to 
buy, and the average customer has 
time to wait while a salesman is 
wrapping his purchase. 

Acting on these two _ beliefs, 
Norris Odland, Odland’s Hard- 
ware, Northfield, Minn.,  con- 
structed a special nail display bin 
arrangement in the foreground of 


his wrapping counter, and atop 


this display he fashioned a tilted 
type display with hinged, glass 
doors under which flashlights, 
pocketknives and other items 
could be shown. 

This display idea has helped the 
entire store staff make many ex- 
tra sales, declares Mr. Odland. 
The nail customer, bending down 
to finger nails in the bins, sees 
the under-glass items, and is often 
prompted to buy “on impulse.” 





This display is a first rate builder of “impulse sales." 
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Guns and fishing rods are shown on a titled panel above the shelving. 


Sporting Goods Headquarters 
For Teams and Individuals 


| catering 


to the individual sports fan— 
The Kelly Hardware Co., Inc., 
in Waukegan, IIl., also goes after 
sales to school and other organ- 
ized teams. An _ outside contact 
man, selling other lines for the 
store as well, calls on those who 
buy for organized teams, and his 
efforts are supplemented by calls 
made by an inside salesman when 
necessary. 

The best way to sell this type 
of equipment, says H. M. Kelly, 
is to be well acquainted in a wide 
variety of sports. In addition to 
equipment used in a wide variety 
of competitive activities, the store 
carries a line of trophies and has, 
upon occasion, donated them as 
of 


its sports equipment offerings is 


goodwill builders. Advertising 


frequently inserted in programs 
and on score cards. 
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The Kelly Hardware Co., Inc. uses an outside 
man to contact groups and finds that it pays 


Although located in a city of 
10,000, within easy reach of both 
Chicago and Milwaukee and their 


Winter sporting 
equipment gets a 
prominent window 
display at this 
store. Manufac- 
turers’ material 
is used for the 
background. This 
window was fol- 
lowed by a dis- 
play of baseball 
equipment. 


larger shopping facilities, Mr. 


does 
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By R. S. WILD 
Associate Editor 
of Hardware Age 


— in 1947 amassed over $30 billion 
in gross income. In 1946 it was more than $20 bil- 
lion. And ever since the war's end their buying 
requirements have remained high. 


In 1947 their needs were great because of war-. 


time depreciation. Last year, many of the too-long 
deferred replacement and modernization plans, 
despite more ready cash in pocket than in many a 
previous year, were not successfully realized. Impor- 
tant hard farm lines remained critically short. Black 
markets, particularly in farm machinery, were 
flourishing, and the cost-of-living for farmers, too, 
was climbing. 


In the Market in a Big Way 


But the farmer is still in the market in a big way 
and the hardware store remains the focal point for 
supplying him with the majority of his needs for 
farm and home. ' 

Many lines, short last year, have filled in but the 
farmers’ dollar, because of rising prices and in- 
creased operating expenses has shortened and the 
commodity price upset warns him away from rash 
spending. 

However, Mr. and Mrs. Farmer’s buying require- 
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What Mid-West Farmers 





ments and needs are as real now as ever before. 
How real and how great is best illustrated by the 
picture evolved in one section of the country’s 
agricultural community—the mid-western states of 
Indiana, Wisconsin, Illinois, Minnesota, Iowa, North 
and South Dakota, and Nebraska. These states, con- 
taining 20 per cent of U. S. farms accounted for 
one-third of last year’s income. And remember, 
U. S. farm income in 1947, as variously reported, 
passed the $30 billion mark. 

Farmers in those states were surveyed as to their 
1948 buying requirements by The Mid-West Farm 
Paper Unit, comprised of The Farmer, Nebraska 
Farmer, Prairie Farmer, Wallace’s Farmer, and the 
Wisconsin Agriculturist. With the special permission 
of that group, excerpts from the survey are pub- 
lished in HARDWARE AGE. 


Mr. Farmer Will Mechanize 


Mr. Farmer, generally speaking, is going to 
mechanize his property; modernize and repair his 
farm buildings from roof to floor, inside and out; 
broaden the services of electrification; re-fence, and 
re-tool in workshop and field. 

Mrs. Farmer has been boning up on home decora- 
tion. She wants to use paint generously; wants 
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Plan to Buy This Year 


Hardware store merchandise will make up the bulk of 
their purchases, materials and equipment for repair and 
modernization of buildings and property. Mrs. Farmer 
has her eyes on the conveniences that will lighten 
her work and beautify her home. Here's what both plan 
to buy this year as repoted by farmers in an eight- 
state survey made by The Mid-West Farm Paper Unit. 


modern kitchens; will add bathrooms, basements 
and utility rooms; the comforts and conveniences 
of living as expressed in the major and small 
appliances. 

There is very little of both their requirements 
the hardware store can’t supply. But how much 
paint, fencing and tools; how many appliances; how 
much roofing and plumbing and heating installa- 
tions, will come out of hardware stores will depend 
entirely on how well the dealer has re-geared himself 

* 


Illinois and Indiana 


2,500 farm families queried; 479 replies. To estimate the 
state-wide potential for any item, multiply the percentage 
figure by the total farms in the state. The 1945 Census gave 
Illinois 204,239 farms and Indiana 175,970 farms. 


Poultry 
House 
Materials and Dairy Hog Milk (By the 
Equipment for Barn House House __ Ladies) 
Planning new bldg. — - 
Build Yourself ~~ 20.2 — 14.6 
Wood 5.0 14.1 3.3 10.6 
Steel 4 4 - - 
Hollow tile 2.9 2.9 3.3 3.3 
Aluminum 1.0 De 8 - 
Repair Walls 11.2 3.3 1.0 5.4 
Roof 11.8 6.0 8 9.3 
Floor 10.0 4.1 1.4 7.0 
Repaint soon 21.9 11.8 5.0 19.2 
Ventilation (fan) 8 6 4 1.8 
(Without fan) 1.4 2.2 1.4 6.6 
Insulation pe 1.2 3.5 4.1 
Electric lighting 12.5 8.5 5.0 19.2 
Stalls 4.5 - - 
Stanchions 12.3 - — 
Pens 1.4 ae -- = 
(steel) 
Feed carrier 8 — ome _ 
Milking machine 8.3 — —_ — 
Litter carrier 2.0 — _— — 
Windows, metal 5.4 3.5 _ 5.0 
wood 5.6 5.4 — 8.5 
Running water - yA -- 13.9 
Waterers - $2 -—— - 
Feeding equipment — 13.1 _ 14.6 
Cookers — B one ones 
Elec. pig brooder sail aes — — 
Water Heater, 
Electric —- -- 4.3 -—~- 
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to sell. The competitive picture has been broadened 
and intensified and Mr. and Mrs. Farmer will have 
to be wooed realistically to be won. 

For the purposes of the survey. questionnaires 
were mailed to a sufficient number of farmers in 
each of the eight states to secure an adequate 
sample. Men were asked to fill in the questions 
about farm buildings and equipment; the ladies 
about the house, housefurnishings and the poultry 
house. 


* 
Poultry 
House 
Materials and Dairy Hog Milk (By the 
Equipment for Barn House House Ladies) 
Gas - - a 
Oil - - 8 
Coal - _ p 
Mech. milk cooler -- _ 5.4 
Mech. water softener — _- 1.2 
Window material 
(other than glass) — _ 7.0 
Other Buildings 
Hollow Alu- Con- 
Wood Steel Tile minum Tile orete 
New machinery , 
shed 13.1 6.2 3.5 5.4 —_ - 
New corn 
crib 13.7 2.2 6 1.6 - 
New silo Zz 4 aa a 6 1.6 
New brooder ° 
house 13.3 -_ -- 6 =F 
Equip. for brooder house— 
poultry water warmer: Elec. 13.3 Gas.6 Oi12.5 Coal .8& 
brooder: Elec. 12.7 Gas.4 Oi14.3 Coal 1.2 


Wisconsin 
1,500 farm families queried; 242 replies. To estimate the 
state-wide potential for any item, multiply the percentage 
figure by the total farms in the state. The 1945 Census gave 
Wisconsin, 177,745 farms. 


Poultry 

House 

Materials and Dairy Hog Milk (By the 

Equipment for Barn House House Ladies) 
Planning new bldg. 12.8 13.6 35.1 13.8 
Build yourself 13.2 12.5 
Wood 7.0 11.2 15.3 10.0 

Steel 8 - 1.7 
91 




















— 
Poultry | Poultry 
House House 
Materials and Dairy Hog Milk (By the Materials and Dairy Hog Milk (By the Material 
Equipment for Barn House House Ladies) Equipment for Barn House House Ladies) Equipme 
Hollow tile 2.1 1.7 14.5 1.7 roof 15.4 1.4 9 6.8 Ventilat 
Aluminum 4 — 1.7 -— floor 8.6 3.2 5.4 8.7 (With 
Repair, walls 8.7 2.5 3.3 6.7 Repaint soon 29.0 a2 8.6 12.3 Insulatic 
roof 19.0 2 3.3 6.7 Ventilation (fan) 3.6 1.4 3.6 3.7 Electric 
floor 14.9 3.3 5.0 5.0 (Without fan) 3.6 2.3 1.4 1.6 Stalls 
Repaint soon 36.4 6.6 12.0 16.3 | Insulation 1.8 9 tae 4.6 Stanchi 
Ventilation (fan) 12.0 8 5.0 4.2 Electric lighting 16.3 10.4 12.7 16.4 Pens 
(Without fan) 7.0 2.9 6.2 4.2 Stalls 1.5 ae ad a 
Insulation 3.7 1.1 12.8 10.0 Stanchions 7 ee = si Feed ca 
Electric lighting 16.1 8.7 17.8 17.6 Pens 93 4.1 = re a 
é 9.4 (steel) Jitter ci 
a tice 215 Feed carrier : 2.7 — ~~ ~ Window 
Pens 11.2 37 Milking machine 12.7 — a es 
(steel) Litter carrier 10.9 — — ~ Runnin, 
Saad careier 1.5 _ Windows, metal 3.6 97 a a7 Watere 
Milking machine 16.5 - — wood 8. 23 — 5.9 Feeding 
Litter carrier 7.9 o~ Running water nae 5.4 -_ 13.7 Cooker: 
Windows, metal 8.3 1.2 3.8 Waterers —_ 27 ws as Elec. pi 
wood 11.6 5.0 8.8 Feeding equipment — 5.4 _ 9.1 Water | 
Running water _- 3.7 11.3 | Cookers ae 5 = Loe elect 
Waterers Suis 2.9 - — Elec. pig brooder — 1.8 i — gas 
Feeding equipment ~— 7.4 10.9 | Water heater, oil 
Cookers — 12 electric — iia 10.9 —_ coal 
Elec. pig brooder 5.0 gas —_ — - — Mech. 1 
Water heater, | oil — — 2.3 cate Mech. \ 
electric 19.4 — coal — _— 5 — Windov 
gas 8 | Mech. milk cooler _— — 5.9 _ (othe 
oil 2.9 Mech. water softener . — 1.4 - 
coal 4 Window material 
Mech. milk cooler 14.0 (other than glass) _ 4.1 
Mech. water softener 8 on 
Window material 2 Other Buildings Nees 
(other than glass) is Hollow Alu- Gee. sail 
Other Buildings Wood Steel Tile minum Tile crete shed 
New New cc 
Hollow machinery crib 
Wood Steel Tile Aluminum Tile Concrete shed 297.6 12.7 8.6 1.8 15 New si 
New New corn New bi 
machinery crib 10.4 y be 5 1.8 A) hous 
shed 24.8 16.1 a 2.5 2.1 | New silo 9.5 a) 5 5 1.4 6.3 Equip. 
New corn | New brooder poul 
crib 7.4 5.8 8 - 8 — — house va | iz oe - ~- broo 
Newsilo 16.1 25 8 ae | Equip. for brooder house- 
New brooder poultry water warmer: Elec. 4.5 Gas Oil 3.2 Coal - 
house 6.6 5.8 4 4 brooder: Elec. 4.1 Gas1.4 Oil 4.1 Coal 
Equip. for brooder house 
poultry water warmer: Elec. 10.35 Gas.4 Oi1.8 Coal — 
brooder: Elec. 9.9 Gas.4 Oj1.8 Coal .4 as - - 
1,50 
* a * state-v 
lowa hgure 
: 1,500 farm families queried; 223 replies. To estimate the the D 
state-wide potential for any item, multiply the percentage 
Minnesota figure by the total farms in the state. The 1945 census gave 
1,500 farm families queried; 22! replies. To estimate the | lowa 208,934 farms. Mater! 
state-wide potential for any item multiply the percentage | Poultry Equip: 
figure by the total farms in the state. The 1945 Census gave House Plenn 
Minnesota 189,000 farms. | Materials and Dairy Hog Milk (By the Bui 
Poultry | Equipment for Barn House House Ladies} Wo 
House Planning new bldg. 5.4 18.4 9.7 11.6 Ste 
Materials and Dairy Hog Milk  (Bythe | Build yourself : 17.1 10.7 Hol 
Equipment for Barn House House __ Ladies) Wood 27 10.3 1.0 9.3 Alu 
Planning new bldg. 8.6 10.0 15.4 11.9 Steel 13 9 4 Repai 
Build yourself bot - 11.9 Hollow tile 9 3.6 4.0 1.4 
Wood 5.4 5.9 6.8 11.0 Aluminum 4 9 1.3 oe 
Steel A »S _ 5 Repair, walls 5.4 eH | 1.8 53 Repai 
Hollow tile ret | 2s 8.6 5 roof 8.1 5.4 9 7.0 Venti 
Aluminum — p floor 8.1 p i 232 7.9 (W 
Repair, walls 5.4 9 5.0 5.0 |  Repaint soon 24.7 17.0 4.0 14.9 Insul 
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Poultry 
House 
Materials and Dairy Hog Milk (By the 
Equipment for Barn House House Ladies) 
Ventilation (fan) 3.1 9 4 2.8 
( Without fan) 4 4.0 9 6.0 
Insulation 18 3.6 1.8 6.0 
Electric lighting 7.6 14.3 pe | 12.1 
Stalls 3.3 — — -- 
Stanchions 9.9 — — ~- 
Pens 2.7 tee — — 
(steel) 
Feed carrier pa — -—— — 
Milking machine 6.3 = — 
Litter carrier ae -- _ a 
Windows, metal 2 3 _ 2.3 
wood 5.8 6.7 — 7.4 
Running water _ 13.5 —_— 16.3 
Waterers ~ 6.7 — 
Feeding equipment — pb —- 11.2 
Cookers — JY —_ — 
Elec. pig brooder ae 8.5 — -- 
Water heater, 
electric —_ — 3.1 — 
gas = — 4 — 
oil — — 1.3 — 
coal — a 4 —_— 
Mech. milk cooler — —_— 22 _ 
Mech. water softener — -- 9 — 
Window material 
(other than glass) — — = 4.2 
Other Buildings 
Hollow Alu- Con- 


Wood Steel Tile minum Tile crete 
New 
machinery 
shed 36.3 17.5 6.7 1.8 9.9 —- oe 
New corn 


crib 17.9 12.6 1.3 2.2 1.3 — — 


New silo 4.5 o _ — — 4.0 
New brooder 

house 6.2 5.8 4 — — — 
Equip. for brooder house— 

poultry water warmer: Elec.17.0 Gas— Oil2.7 Coal .4 

brooder: Elec 7.2 Gas— Oil1.8 Coal.4 


The Dakotas 


1,500 farm families queried; 211 replies. To get the 
state-wide potential for any item multiply the percentage 
figure by the total farms in the state. The 1945 Census gave 
the Dakotas 138,000 farms. 


Poultry 

House 

Materials and Dairy Hog Milk (By the 

Equipment for Barn House House Ladies) 
Planning new bldg. 10.5 16.3 6.2 16.1 
Build yourself — 14.4 14.7 
Wood 5.7 12.4 3.8 11.4 
Steel 1.0 1.0 — 4 
Hollow tile 2.4 1.0 2.4 3.8 
Aluminum 1.4 — -- 9 
Repair, walls 12.0 4.8 2.4 6.2 
roof 12.4 4.8 2.4 5.7 
floor 10.5 8.6 2.9 7.1 
Repaint soon 28.7 9.1 7.2 18.0 
Ventilation (fan) 1.4 1.0 1.0 2.8 
(Without fan) 3.3 3.3 2.4 5.2 
Insulation 1.9 1.4 1.4 7.6 





Poultry 
House 
Materials and Dairy Hog Milk (By the 
Equipment for Barn House House Ladies) 
Electric lighting R.7 14.4 7.2 16.1 
Stalls 4.3 ~— 
Stanchions 13.9 - — 
Pens 1.9 10.5 _— 
(steel) 
Feed carrier 1.9 — — 
Milking machine 11.5 — _— - 
Litter carrier 1.9 — — - 
Windows, metal 4.3 3.£ _ 1.9 
wood 4.3 6.2 a We 
Running water ~~ 7.7 _ 8.1 
Waterers - 5.7 — . 
Feeding equipment 8.6 — 10.0 
Cookers — 1.4 — - 
Elec. pig brooder 5.7 ~— - 
Water heater, 
electric — - 6.2 - 
gas — 5 _— 
oil 2.4 
coal — — 5 - 
Mech. milk cooler —- — 2.9 - 
Mech. water softener — - 1.0 _— 
Window material 
(other than glass) _— 4.7 
Other Buildings 
Hollow Alu- Con- 
Wood Steel Tile minum Tile crete 
New 
machinery 
shed 29.7 13.9 8.1 3.3 1.3 - 
New corn 
crib 11.5 9.1 1.9 — a — - 
New silo 10.5 — 1.8 Sd 
New brooder 
house 8.1 8.1 — i a -— 
Equip. for brooder house 
poultry water warmer: Elec. 7.6 Gas.5 Oi13.8 Coal .5 
brooder: Elec. 3.3 Gas.5 Oil6.7 Coal 


Nebraska 


1,500 farm families queried; 170 replies. To estimate the 
state-wide potential for any item, multiply the percentage 
figure by the total farms in the state. The 1945 Census gave 
Nebraska 111,756 farms. 


Poultry 

. House 

Materials and Dairy Hog Milk (By the 

Equipment for Barn House House __ Ladies) 
Planning new bldg. 3.6 14.9 7.8 10.6 
Build yourself -— 13.1 - 7.1 
Wood 2.4 11.3 4.2 5.9 
Steel 6 6 6 ma) 

Hollow tile 6 1.2 i2 

Aluminum -— — 1.8 6 
Repair, walls 4.2 6.0 2.4 8.2 
roof 8.6 6.0 6 9.4 
floor 8.9 6.0 1.8 4.7 
Repaint soon 22.6 17.3 5.4 14.7 
Ventilation (fan) 1.8 — 6 — 
(Without fan) 1.8 2.9 2.4 $$ 
Insulation 1.2 — 6 — 
Electric lighting 11.3 9.0 8.4 —_— 
Stalls 6 _ _— _— 
Stanchions 8.9 _ _ — 
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Poultry Poultry FP 
House House aes 
Materials and Dairy Hog Milk ( By the Materials and Dairy Hog Milk (By the hes 
Equipment for Barn House House Ladies) Equipment for Barn House House Ladies) m 
Pens 6 3.0 Window material ‘ 
Feed ; sang (other than glass) — 4.7 = 
eed carrier 6 = = ote -— 
Milking machine 6.0 Other Buildings 
Litter carrier 1.8 Hollow Alu- Con- 
Windows. metal 6 ae Wood Steel Tile minum Tile crete 
wood 6.6 6.6 ee New 
Running water 4,2 11.2 machinery i 
Waterers ~- 5.4 shed 25.1 7.8 9.6 6 ton —_— — 
Feeding equipment - 1.8 7.1 New 
(cookers -- corn 
Elec. pig brooder - 3.0 - crib 16.1 10.7 1.8 1.8 1.8 _ — 
WV ater heater, New silo 2.4 6 _ ~- _- 1.2 6 
electric — 3.0 — New 
fas = = brooder 
oil 1.2 - house 7.8 6.6 6 — 6 — — ! 
coal 6 — Equip. for brooder house 
Mech. milk cooler - 3.0 — poultry water warmer:  Elec.6.6 Gas Oi) 3.0 Coal 
Mech. water softener - -- brooder: Elec. 5.4 Gas1.8 Oi14.2 Coal 
* * k 


General Equipment 





Which are you considering? IIlinois & Indiana Wisconsin Minnesota lowa The Dakotas Nebraska 
Pressure water system 25.2 28.1 31.7 26.0 35.4 26.2 
Windmill 4 8 &S 2.2 6.7 5.4 
Pump jack 5.4 5 a 8.6 3.1 FB 2.4 
Stock tank 8.9 9.1 6.8 11.7 15.8 6.0 
Stock tank heater: 

gas — “= 9 - 1.0 

oil 5.4 Me B 7.6 8.1 10.7 

coal 35 4 gy 9 1.0 6 

electric 5.4 3.7 5.4 10.8 4.3 3.6 
Livestock sprayer: 

Power take-off 1.6 1.7 2.7 6.2 

Separate power unit a) LZ . 9 1.9 3.6 
Paint sprayer: 

Power take-off 1.0 33 1.8 6.7 2.4 1.2 

Separate power unit 1.8 wr 1.4 9 1.9 LZ 
Hand tools for farm workshop 15.6 19.8 16.7 14.3 21.1 14.9 
Gas engine 1.2 At 23 : 5.7 2.4 
Electric motors: 

1 hp. or above 10.0 13.6 13.1 11.7 12.4 7.7 

less than 1 hp. 10.0 14.9 16.7 14.3 21.1 7.7 
Farm welder: 

electric ww 10.7 6.8 8.5 18.2 12.1 

gas 1.0 1.7 9 4.3 6 
Electric drills Ae | 16.1 2.2 14.3 9.6 11.3 
Electric saw 5.6 5.0 6.3 3.3 5.3 2.4 
Portable power saw 3.9 5.4 2.3 3.6 1.4 
Flashlights 12.3 16.5 10.9 7.6 11.0 10.1 
Flashlight batteries 20.0 20.2 16.3 12.1 14.8 13.7 
Air compressor 8.7 7.9 4.5 6.3 12.9 1.8 
Cream separator KE 4 1.1 8.5 7.6 6.0 
Lawn mower: 

hand 7.9 10.7 10.4 6.7 ae 1.8 

power 18.3 14.9 19.5 b> 12.0 10.1 
Fencing and gates 35.9 29.8 23.1 39.0 35.5 21.4 
Electric fence 12.7 11.6 5.0 2] 5.7 6.0 
Garden tractor * Be 5.0 3.6 = Ae 1.4 is 
Auto tires 24.8 22.4 16.7 16.6 20.1 19.6 
Truck tires 9.1 6.2 5.4 1.0 11.0 5.4 
Battery charger 2.5 3.3 5 1.8 5.3 6 

For Mrs. Farmer 

THE HOUSE 
Planning new house del 8.4 11.9 6.5 11.8 13.2 
Repair or remodel old house 34.6 58.2 11.6 54.9 51.2 28.8 





(Continued on page 122) 
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The interior is spacious and there is ample space between displays. One 
side of the showroom is entirely of glass providing maximum illumination. 


Chown Keeps in Step With 
City's Industrial Progress 


Portland, Ore., firm caters to contractors by 
opening a second store of modern design to 
serve them. Hobby lines paying big dividends. 


Feo a small. country First Ave. and Main St. In those 


type hardware store to a modern, days the city’s business block cen 


two-unit firm keyed to keep in tered on First Ave. Mr. Chown 
pace with the industrial building at that time employed two clerks 
hoom in Portland. Ore.. that is to assist him in selling. There was 
the progress made by Chown no railroad connecting Portland 
Hardware Co. with the east and all goods had 
The store was established in to be shipped by way of San 
D. B. CHOWN 1879 by Frank R. Chown, on Francisco. 


8, 1948 











The 16th Ave. store is thoroughly modern in appearance. Parking space is 
provided and trucks may be driven inside the building and loaded there. 


In 1915 the founder moved to 
609 S. W. 4th Ave., the present 
site. The following year his son, 
D. B. Chown, took over the busi- 
ness. The space of the store at 
that time was limited to the sec- 
tion now given over to sporting 
goods. He also built up a com- 
plete electrical appliance depart- 
ment. Ten years ago he went into 
the farm machinery business, and 
also became interested in power 
tools, including those devoted to 
hobby-crafts. 


Hobby Lines Featured 


“The hobby interests,” says Mr. 
Chown, “have heen overlooked 
by the independent hardware 
merchant. It is a rapidly growing 
field, which promises to continue 
in importance for years to come. 

“Hobby tools serve to fill in the 
cycle of hardware sales. They sell 
best in winter, when other de- 
partments tend to be at low ebb 
and they help equalize the sales 
line. 

“An interesting feature of the 
hobby line, we find, is the way in 
which the purchase of one item 
leads to half a dozen or more; 
one tool or accessory calls for 
another. So a hobbyist. when sat- 
isfactorily served, is not a casual 
purchaser, but becomes a regular 
customer, with whose require- 
ments we are familiar.” 

In addition to handling these 
hobby-craft lines, the firm also 
makes important sales in indus- 
trial power machines. Much of 
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the business part of the city is 
having its face lifted and the 
building contractors responsible 
for these remodeling jobs and 
new construction must have power 
machinery in order to compete 
successfully. Hand power is too 
slow and costly. 

The Chewn industrial hard- 
ware, at 333 N. W. 16th Ave., was 
set up to serve these contractors. 
It was completed in April of 
1947, to hold and expand the in- 
dustrial business developed in the 
Fourth Ave. store, where lack of 
parking facilities, Mr. Chown 
feared, was endangering this lu- 
crative market. 

In the new location, customers 
find a parking lot adjoining the 
store for their use. They may 
drive their trucks into the build- 
ing, where a crane loads heavy 
machinery. 

The Fourth Ave. store still car- 
ries industrial hardware, but its 
handling of these lines is dimin- 
ishing. and that of the 16th Ave. 
establishment is increasing. Frank 
Chown. Mr. Chown’s son, was 
mustered out of the service in 
time to operate and develop the 
industrial business. 

While the new store was under 
construction. the firm was accumu- 
lating a stockpile in a warehouse, 
so that it opened with a complete 
stock. The company serves the 
Portland trading area, which takes 
in a radius of 100 miles. 

In the early days of the store, 
the salesmen handled display. 


But with the expansion of the 
firm, to take in a much larger 
portion of the building housing 
it, and involving three additional 
windows and several new de- 
partments, the regular staff could 
not effectively do that type of 
work. A display man was em- 
ployed, who has the window set- 
up in charge, as well as the floor 
display. He does his own show- 
card work. Spacious windows give 
ample play to his ideas. Hard 
ware stock, cutlery, sporting 
goods, power machines, and elec- 
trical appliances are given ap- 
proximately equal space in them. 


Industrial Display 


The industrial store has_ its 
own display man. Here, where 
the glass front extends the entire 
wall, display is effectively han- 
dled to direct attention to ar- 
rangements on the opposite wall, 
where tools are blocked in under 
their manufacturers’ names. 

Tools and appliances are sold 
on a_ budget plan_ involving 
monthly payments, as well as on 
30-day accounts. 

Mrs. Jean Hale is responsible 
for advertising, newspaper pub 
licity and the store’s catalog 
This catalog consists of multi- 
graphed, illustrated sheets, with 
price lists inserted. 

The two stores employ a staff 
of about 35 people, a consider- 
able increase from the original 
force of two in 1879. 
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"Spots" His Store So That Rural 
Customers Can't Miss It 


The Manke Hardware features a map of 
its location in its advertising and upon its 
wrapping paper—and customers get there 


@a™ of the problems 


a suburban store must meet in 
an average-sized city is to make 
shoppers conscious of its loca- 
tion. Unless customers and _ pros- 
pects—from near and far—know 
exactly where the establishment 
is located, they may easily pass 
it by following traffic to the more 
congested downtown areas. 

Harold Haefner, manager of 
Manke Hardware, 1302 Caledonia 
St., La Crosse, Wis., has so identi- 
fied his store that many nearby 
shoppers, as well as incoming 
rural prospects, readily know 
where it is located. 

His first means for “spotting” 
his store, insofar as customers are 
concerned, is a weekly newspaper 


advertisement in the La Crosse 





Tribune which carries a location 
map at the bottom, with copy 
reading “All Roads Lead to Manke 
Hardware.” 

No other merchant in this city 
of 44,027 carries a location map, 
so the one in Manke’s ad is note- 
worthy and attracts additional 
reader interest. Furthermore, Mr. 
Haefner takes considerable space 
in this weekly newspaper usually 
two-columns by 10 or 12-in, in 
size. 

His second method of 
ting” the location of his store is 


“'spot- 


to carry the same store and loca- 


(Continued on page 117) 


Miniature maps of the location of 
the store are included in all of 
the firm's ads. They help patrons. 








Stainless Steel 
Kitchen Tools 





24-Pc. Flatware 
Service 6.35 


Attractive flatware in etere 
nally-bright stainless steel 
Exquisite Strand pattern in 
smart modern design. Six each 
of dessert spoons, teaspoons, 
dessert forks and dinner 
knives 








A few turns of the handle cuts 
off lids of tin cans evenly. 
safely 


Well-made 


We Give Gold Bond Stamps 


AU ROADS 640 FO... 


ANKE 


Gee cmpomm 208 










on exw 1 4). 75 
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Here's a section of the wrapping paper that is used by the store. A map 
showing the location is featured on it and reminds customers to return. 
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A wide sweep of open back windows and fine 
lighting catch the eyes of the passers-by. 


TM 
al 


ne 


Personal 


This attractive section suggests the 

sun porch of a private home. Mod- 

ern glass shelving in windows and 

antique style cabinet work at the 
end enhance its appeal. 








Here is part of 
the hardware and 
housewares sec- 
tions. Everything 
Is within reach 
and there is an 
ample amount of 
aisle space for the 
convenience of the 
browsers. 
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Daylight and artificial illumination make the paint corner one of the brightest in the store. 


Touch Built This Business 


, hardware 


store in Pasadena. Calif. was 
just an idea not much longer than 
two years ago. In fact, it was a 
combination of ideas in the mind 
of Conrad Troll. Those ideas 
eventually took shape in the fine 
hardware and_ housefurnishings 
center pictured in these pages and 
located at 115 E. Colorado St., 
Pasadena, Calif. 

Mr. Troll had noticed that rents 
in the downtown area of Pasa- 
dena were ascending and_ that 
parking was becoming an increas- 
ingly severe problem such a 
problem, in fact, that it was not 
unusual for downtown shoppers 


Housewares and gift items are on 
display here in a specialty shop 
setting. The fireplace gives the 
section an added unusual touch. 
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An attractive store, complete stocks, parking 
facilities and fair merchandising policies 
have combined to bring success to Troll's. 


























to have to park their cars several 
blocks away from the stores they 
wished to patronize. At the same 
time, he noted that many of the 
metropolitan stores in Los Ang- 
eles were establishing branch 
stores a considerable distance 
from the center of the downtown 
section of Pasadena. 

In order to take advantage of 
these trends he bought a 176-ft. 
frontage on Colorado St.. the 
city’s main thoroughfare. about 
five blocks from the high rent 
and limited parking area. The 
existing 50-ft. store building on 
his plot was enlarged to 100-ft. 
width and a parking lot, which 


will accommodate 100 cars, was 
created on the remaining space. 
The depth of the property is 
175 ft. and the parking space 
is arranged in an “L” pattern 
so that patrons can drive in from 
Colorado St., or an_ entrance 
opening on Mar Vista. This ar- 
rangement permits patrons to 
enter or leave from either the 
main or the side streets. 


Two Incentives 


Until he opened this attractive 
store, Mr. Troll had had no ex- 
perience in owning or operating 
a hardware concern. although it 








@ All Metal 
@ Rubber Tired 


—— 


your garden 


$10.75 






‘intelligent 


OUTDOOR CLOTHES DRYER 
@ Sturdy Construction 
@ Light Weight 


@ Four Arms 
@ 150 Feet of Line 
@ All Metal 


GARDEN CART 


@ A very handy cart for 


1155 EAST COLORADO 


Your Parking Proble 


A wariety 


service 


: BREE RRS S 
REE TTS 


$165 


— 





9 GIFTS 
HARDWARE 
APPLIANCES 


m Solved at Troll’s 











This two-column by 7-in. ad featured utility lines and emphasized 
parking facilities. The scroll-type firm name is used in all ads. 
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was his boyhood ambition to be 
in such an enterprise. Actually 
he had two incentives in the crea- 
tion of the new business — first 
to cash in on the eastward growth 
of Pasadena’s business section 
and secondly to express his mer- 
chandising ideas in a field in 
which his two sons could join 
him. His eldest son has_ had 
charge of the hardware section of 
the business from its opening. 

Lacking personal experience in 
hardware and allied fields, he 
checked with hardware dealers. 
wholesalers and manufacturers 
and with department heads of 
manufacturing firms whose lines 
he wanted. The opening stock was 
based on the recommendations of 
a hardware wholesaler, the lay- 
out came from a manufacturer 
and the color scheme from a 
paint manufacturer. who also of- 
fered paint salesmanship training. 

The question of what items to 
handle was given much consid- 
eration and the decision was gov- 
erned by availability, space and 
investment required. In the end 
Mr. Troll decided that hardware 
would be. the backbone of the 
business that would furnish the 
steady stream of customers year 
in and year out. 


Visited Stores 


Mr. Troll spent a great deal 
of time visiting hardware stores 
in the surrounding area before 
deciding upon his equipment. He 
knew that he must create a beau- 
tiful yet a practical store one 
in which people would enjoy 
browsing around, with varied 
merchandise so displayed that 
visitors would be tempted to go 
from table to table. 

He designed all the shelves, 
tables. display islands and deco- 
rations himself and had them 
built by the same contractor who 
made the addition to the original 
building. He has had several 
requests for his designs from peo- 
ple expecting to get into the 
business but his standard reply is 
“I drew them on the back of an 
old envelope and the contractor 
built them. There aren’t arty blue- 
prints.” 

Now that merchandise is be- 


(Continued on page 114) 
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Howard Hemsath unloads a customer's cart. Note the convenient location of the modern 
style cash register producing a printed itemized and totalled receipt for customers. 


Self-Service Rings the Bell 
In New Cincinnati Store 


i= competely _ self- 


service Standard Hardware & 
Supply Co., at 4019 Glenway 
Ave., in the Price Hill section of 
Cincinnati, Ohio, opened its doors 
on February 21. Actually the 
owners, two brothers, Eugene and 
Howard Hemsath, had the idea 
of opening such a store prior to 
World War II, but deferred their 
plans upon joining the U. 5. 
Marine Corps. 

“Our location (between two self- 
service grocery stores) was de- 
liberately planned,” says Howard 
Hemsath, veteran of 45 bombing 
missions and three major cam- 
paigns in the Pacific, “People 
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Standard Hardware & Supply Co., located between 
two self-service grocery stores, has found that 
this type of merchandising is a profit producer. 


like to handle the merchandise 
and to be able to find what they 
want. A number come in just to 


look around, but they usually 


Other 
hardware dealers in Cincinnati 
and the vicinity have visited the 
establishment to see just how well 


leave with several items.” 


the system works, and the steady 


flow of business, in the store, 
indicates that the idea has clicked. 

Every item displayed in this 
one-story-and-basement store is 
price marked and all purchases 
are paid for at the checkout stand 
exactly as in a self-service gro- 
cery store. The checkout stand is 
about 6 ft. square and is located 


EDITOR'S NOTE: Although this is not the first completely 
self-service store in Ohio, it is probably the newest independent 
retail hardware store to operate on such a plan. Illustrations 
used by courtesy of National Cash Register Co. 
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near the front door. All displays 
are on the main floor, the base- 
ment being used exclusively for 
storage purposes. 

The store measures 1914 by 
80 ft. and both walls are lined 
with four tiers of shelving with 
the center devoted to tables. Com- 
plete lines of tools, paint and 
related lines, cabinet hardware, 
housewares, small electrical ap- 
pliances, electrical, plumbing and 
builders’ supplies and sporting 
equipment are offered. 


Self-Service Carts 


Three carrier carts are located 
at the right hand side of the 
checkout stand for the use of 
customers, The carrier tray on 
top of the cart is a_solid-side. 
open, box-like affair instead of 
the wire type tray used in gro- 
cery stores. This type is used so 
that small items cannot fall from 
the tray. Heavier kitchenware and 
ovenware are located near the 
front of the store, close to the 
carrier carts, so that customers 
can conveniently place the heavy 
merchandise in the cart, instead 
of lugging it around the store 
while seeking other lines, 

A cash register, of latest de- 
sign, prints itemized and totalled 
receipts for Standard’s customers. 
The entire store is lighted with 
continuous fluorescent cross  seec- 
tion lighting. 

Illustrated, upon page 116, is 
the initial ad used by the Hem- 
saths to announce their new en- 
terprise. Featuring the “Serve 





Looking toward the front of the store we see the self-service carts 
in the left hand corner ready for use whenever customers enter. 


Yourself and Save” theme it 
stated, in part, “A complete new 
modern store . ‘The hardware 
store of tomorrow is here today!’ 
You will find it here in our com- 
plete new building with all 
added conveniences’ to _ better 
serve yourself... saving time 


and money.’ Souvenirs were 


given away on the opening day 
and specials were offered. Adver- 
tising was also inserted in two 
high school papers in the hill- 
top suburb where the store is 
»perated. 

Standard Hardware also tied in 
with the “Welcome Wagon,” 





Owners Eugene and Howard Hemsath are strong believers in the 
self-service plan — with the checking and register system to 
facilitate speed and provide satisfaction to the firm's customers. 
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which visits the homes of new- 
comers to the suburb. as well as 
those having newly arrived 
“blessed events.” Cards passed 
out to new families. or to those 
with new arrivals, by the “Wel- 
come Wagon” are good for a 
goodwill present from each co- 
operating dealer. Although the 
gifts are inexpensive they are 
appreciated and cause recipients 
to visit co-operating dealers’ stores 


frequently. 


Ready Packed Items 


As a further service improve- 
ment the store plans to use Cello- 
phane bags of various sizes. for 
having ready packed items on 
display. Each will have its price 
stamped on the individual bag. 
This will enable speedier service. 
minimum handling of goods and 
yet will permit customers to see 
exactly what they are buying. 

While many patrons visited 
the store for the first time out 
of curiosity these visits have re- 
sulted in much repeat business. 
The initial visits also fixed in 
the minds of other visitors a de- 
sire for lines displayed in the 
store, which they later returned to 
purchase. 

The Hemsath brothers are per- 
sonable and likeable and are “on 
the job” in the front of the store 


(Continued on page 114) 
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The Follow-Up Is the Thing 
That Pyramids Appliance Sales 


a months ago 
a man went into the Hughes & 
Heckler West Side hardware 
store, Northfield, Minn., seeking 
some kitchen paint. W. S. Hughes, 
one of the owners, asked him 
questions about the job to be 
done a regular procedure at 
the store. The customer said that 
his wife wanted a brighter kitchen 
and, as he was a retired farmer 
with plenty of spare time, he was 
going to repaint the kitchen him- 
self. 

This was just the information 
Mr. Hughes wanted. He offered 
to go home with the man. look 
over the kitchen and make re- 
commendations. He said that per- 
haps the wife would like a model 
kitchen unit and asked the hus- 
band to look at one. 

The prospect liked what he 
saw. Later Mr. Hughes visited 
the home, recommended a $300 
model kitchen unit and made the 
sale. The farmer went ahead with 
his paint job. The wife got not 
only a brighter, but also a more 
modern kitchen. 

Mr. Hughes says that it is pos- 
sible to uncover many kitchen 





APRIL 8, 1948 


The owners of Hughes & Heckler do not con- 
fine their selling to the store but visit homes of 
prospects. First hand information builds sales. 


and appliance prospects as they 
come into the store for paints, 
housewares and other _ items. 
Often all that is needed is a 
question or two about kitchen and 
possible remodeling plans. From 
this point the conversation can 


quickly move to new, model 
kitchen units. 

When the conversation reaches 
this point Mr. Hughes moves to 
a convenient model kitchen setup 
at a nearby wall location and 


(Continued on page 126) 





STEEL CABINETS 


Avour HOMEMAKER KITCHEN 





Here is a section of the 
store's model kitchen dis- 
play. It's a big help to the 
partners and enables them 
to show the prospect how 
an installation will really 
look in the home. It is one 
of the things that has 
helped this firm do such an 
outstanding business. 


Mr. Hughes, at the right, 

in the act of showing one 

of his service men the job 

to be done on a washing 

machine. Service is a very 

important part of Hughes 
& Heckler's business. 
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Custom Spraying May Be 






2,4-D spraying of road- 
side weeds is easier 
with a boom. Numerous 
operators find this to 
be profitable in urban 
and suburban areas. 


Tatatiie spraying 


the application of DDT or 2,4-D 
products to farm buildings, live- 
stock, and urban and suburban 
buildings and lawns is big 
business. In Idaho alone, accord- 
ing to Pathfinder, there are 75 
custom spray operators, many of 
whom netted $1,500 to $2,500 in 
1947 on investments ranging from 
$2.500 to $10,000. 

If you as a hardware dealer 
are looking for a profitable side- 
line that can increase your sales 
of 2.4-D and DDT formulations 
and, in some areas, other agricul- 








tural chemicals, here are some 


pointers that might help you de- 
termine the value of a custom 
spray service. 


Valuable Pointers 


Operating area. If you are in 
a suburban, small town, or rural 
area your chances for success and 
profit are greater than if you are 
in an urban or industrial area, 
although profitable —_ businesses 
have been developed within the 
limits of such towns as Des 
Moines, Iowa. 

Equipment. Any good sprayer 


Benzene hexachloride is finding widespread use for livestock insect 
control. These sheep upon being sprayed with it become free of vermin. 
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will be adequate. Some operators 
use 600-gal. outfits developing 
pressures as high as 400 Ibs. 
Others operate equipment at pres- 
sures as low as 50 lbs. and hold 
only 50 gal. or less of material. 
Still others employ groups of 
high school students to use hand 
sprayers. 

Recommendations for applying 
2,4-D and DDT vary from state 
to state. Before going into this 
sideline, it will pay you to check 
with your local county agricul- 
tural agent, _ state experiment 
station or your state extension en- 
tomologist for their latest recom- 
mendations and your own pocket- 
book. Your regular equipment 
supplier can help you in the 
selection of the outfit that meets 
both these requirements. 

Costs. Investment in equipment, 
advertising, material, etc., runs 
from $2,500 to $10,000, Path- 
finder reports. This, of course, is 
dependent, primarily, on the cost 
of the equipment selected, and 
the amount you are willing to 
spend in promoting your services. 

Manpower. Most custom spray 
rigs are one-man outfits. If you 
get into large-scale applications 
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for You 


on livestock, you may find that 
two men will be needed. Many 
operators, however, pick up the 
extra hand at the stockyard, with- 
out cost to themselves, and on the 
farm generally get help from the 
farmer who usually wants to be 
present when his stock is handled. 

Where to look for business. 
Start with your own customers. 
If you are in an urban or sub- 
urban area, tie in a weed-killer 
display with your own promo- 
tion. The folks that use the ser- 
vices of your spray rig will ad- 
vertise for you after the first 
application, for a lawn free of 
dandelions. plantain. and other 
unsightly weeds is the desire of 
every home owner. Packing 
houses, canneries, outdoor mar- 
kets, and stores and eating places 
are also excellent prospects. 


In Rural Areas 


Those who serve small town 
and rural areas are in an even 
better position, for farm  build- 
ings, dairy and beef cattle, hogs 
and sheep need spraying with 
DDT. And lawns, grain fields and 
other growing crops do_ better 
when the weeds that choke them 
out are controlled. 

Tests in several mid-western 
states show, for instance, that 
beef cattle gain as much as 50 
lbs. during a season when horn 
flies and lice are killed with 
DDT. Cows give up to 20 per cent 
more milk during the summer 
months when they are kept fly- 
free by spraying with DDT. 

Once a herd has been sprayed, 
many operators report, the spray 
service operator will get a repeat 
order when the residual effects of 
the DDT have worn off. A penny 
postal will probably get the re- 
peat order faster. Generally 
speaking, depending on the loca- 
tion, a spray rig operator can 
count on two and as many as 
four applications during a season. 
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Are you looking for a profitable sideline? 

You mey find it in the new, fast-expanding 

industry which has been developed with the 
advent of DDT and 2,4-D 


By JOHN E. SLY 


Typical spray rig used by many custom spray operators. It may be 
hitched to light trucks. This one is used by an lowa organization. 


A simple under-line spray for bellies and legs of cattle is often 
used in addition to the hand spray. Note chute used for the cattle. 








For weed control, many operators prefer a rig mounted on a jeep. It is 
maneuverable, assures good coverage and enables driver to see his work. 
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DDT spraying of livestock is profitable for both operator and stock 
owner. Beef cattle may gain 50 extra pounds when vermin is controlled. 


As for 2.4-D, yields in small 
grains have been stepped up ma- 
terially where thistle. bindweed. 
and other noxious weeds have 
been destroyed, and the quality 
of the yield is improved because 
there is less dockage due to weed 
seed. etc. 

And dofft forget the parks. 
playgrounds, rights-of-way, and 
other public areas in your town. 
Many states have county weed 
control commissions that super- 
vise this work, and they some- 
times give the work out to custom 
operators on contracts. 

When to spray. In many areas 
custom spraying is a year-round 
business. Many operators work a 
schedule like this: 2.4-D in late 
spring. summer, and early fall 
on bright. sunshiny days; DDT 
in early spring, late fall, and on 
cloudy, overcast days in the sum- 
mer: and white-washing and DDT 
spraying of interiors during the 
colder months. 


Information 


Your county agricultural agent 
can give you good information on 
the best time for 2.4-D spraying, 
because many weeds are more 
susceptible to 2,4-D at varying 
stages of their development. 

What to charge. There does not 
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seem to be any standardization on 
charges for either DDT or 2,4-D 
spray work. 

In Des Moines. for instance, 
one outfit was charging home 
owners $2.00 per 1,000 sq. ft. of 
lawn for 2.4-D spraying during 
the 1946 season. In Freeport, IIl., 
another feed, grain, and hardware 
dealer charged $11.00 an acre for 
thistle, and $9 an acre for the 
eradication of other weeds. 


Systems Vary 


Many operators charged for the 
gallonage used! However. the 
trend seems to be toward small 
applications in high concentra 
tions. and this would tend to keep 
profits low. 

DDT spraying charges likewise 
had a great variation from area 
to area during the 1946 season. 
In Indiana, for instance, one 
operator charged 15 cents a head 
for beef cattle with the customer 
supplying the DDT. Another, in 
the heart of a dairy section, 
charged $1.50 per gal. for spray- 
ing buildings. barns, and sheds, 
and another in Des Moines, Iowa, 
charged for spraying homes at 
the rate of $2.50-$5 depending 
on the size of the home and area 
to be sprayed. 

If you are not sure what to 


charge, you can use the general 
rules of business . so much 
for material, wages of the opera- 
tor, depreciation on the equip- 
ment, cost of gas and oil, ete., 
and then add your usual mark-up. 
That, at least, will give you an 
idea of whether or not you can 
make the operation profitable 
when you compare it with the po- 
tential number of customers 
(lawn owners, dairy farms, stock 
farms. general farms, home-own- 
ers; buildings) in your own 
operating area. 

Products. You will probably 
find most of the commonly used 
products in your own stocks, 
DDT products generally used are 
a 50 per cent wettable powder 
for livestock, and a 25 per cent 
emulsifiable oil for buildings. 
Some states recommend the use 
of an emulsifiable oil for live- 
stock, but this is not generally 
recommended. 


Three Forms 


There are three different forms 
of 2,4-D weed killers in common 
use: the sodium salt of 2.4-D is 
best to use on weeds when high 
gallonage concentrations are nec- 
essary; the amine salt of 2.4-D is 
being used where low gallonage 
concentrations are required; and 
the ester forms of 2.4-D are best 
to use for harder-to-kill plants. 
woody plants, or during either 
very dry or very wet weather. 

For complete kill of woody 
weeds like poison ivy. poison 
sumac. scrub oak and other hard- 
to-kill weeds, “Ammate” (ammo- 
nium sulfamate) is recommended 
by many state authorities. 


Things to Do 


Conclusions. You can make cus 
tom spraying a profitable sideline 
business if you: 

1. Determine your costs; 

2. Charge a price that includes 

a reasonable profit; 

3. Keep your operator busy at 

all times; 

1. Uncover new potential 

markets ; 

5. Promote and advertise this 
new service as well as you 
promote and advertise the 
products you carry. 
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American youth represents the larg- 
est potential market for the sale of 
22 rifles and 22 ammunition. It is the 
desire of every American boy to be 
the proud possessor of a good rifle 
and to be able to shoot and hunt. It’s 
a natural desire... an inheritance 
from our pioneering forefathers, who 
carved this great nation out of a vast 
wilderness. 

As a dealer in sporting arms and 
ammunition, you’ll find it is well to 
bear these facts in mind when con- 
sidering the market for possible pro- 





DON’T FORGET THE 





KIDS 


motion slants or special sales. Don’t 
forget the kids. Help them to get 
started right in the safe and proper 
handling of firearms. Every young- 
ster in your neighborhood is a poten- 
tial customer for Remington rifles, 
ammunition and many other sporting 
goods items. Surveys prove that kids 
are brand-conscious. You’ll be build- 
ing yourself a profitable market by 
treating these ‘‘big buyers’’ so that 
they look to you for friendly advice 
and counsel. 








REMINGTON ANNOUNCES 
REMINGTON “EXPRESS” 16 GAUGE 
SHELL IN SPECIAL LENGTH 


Here’s good news for shotgun shooters 
—and ammunition dealers, too. 

A powerful Remington Express 16 
gauge shot shel! with roll crimp will be 
available this year for guns with two 
9/16-inch chambers. 

The new load, identified by the index 
number RX16S (S for “short sheil’’), 
meets the demands of shooters who use 
guns with 2 9/16-inch chambers, which 
can’t handle the 2*;-inch Remington 
Express shells with the New Remington 
Flat-Top Crimp. RX16S now gives 
these shooters a far-reaching, hard- 
hitting shell, loaded as follows: 3 drs. 
1k oz.— (choice of) 2, 4,5, 6 or 7'% shot. 

Tell your customers about RX16S. 
They’ll be glad toknow—and glad tobuy. 

Remington Arms Company makes a 
complete line of cartridges and shot 
shells for every shooting purpose. You 
can recommend them with confidence. 
Remember, “If It’s Remington—It’s 
Right!” 
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SELL REMINGTON OIL 
FOR GENERAL UTILITY USES 
AS WELL AS FOR GUN AID 


Especially good for guns, 
rods and reels, Reming- 
ton Oilcanalso be pushed 
(aneye-catching counter 
display carton helps) for 
general lubrication pur- 
poses. 

Remington Oil is not 
only a fine lubricant, but 
a rust preventive, too. 
It contains a special in- 
gredient—Du Pont 
“E.P.” (Extreme Pres- 


PREVENTS RUS’ 
~ POLISHES 


Remington 
GONE 


sure) lubricant. This 
makes Remington Oil 
spread more evenly and 
adhere more tenaciously to metal sur- 
faces. 

Homes, farms, shops 
ens of places, countless potential users 
of Remington Oil. Put a carton on your 


there are doz- 


counter near the cash register. It acts 
as a natural to turn “change” into 
“profit.’’ Speaking of profit, wholesale 
price: $2.00 per doz.; retail price, 25 
cents per can. Your profit per can: .09 
cents. It adds up! 





either Remington 





here is a little chart to cover 22 a 
tomers by suggesting the right cartridge for the right job. 


to zip the bullets through seven 
sound! And they like all Reming 
corrosive priming that does not 


Helping Customers Choose the Right Ammunition 
for the Right Job Increases Your Ammo Sales 


Bridgeport, Conn., April, 1948. Many times they rely on your advice—so 
mmunition selections. You can help cus- 


Remington “‘Hi-Speed’”’ 22’s. When a customer wants real knockdown power, 
he should buy Remington Hi-Speed 22’s with ““Kleanbore”’ priming. They are 
ideal for longer range shooting, small game and pests. In 22 long rifle size with 
solid bullets, these nickel-plated cartridges hold enough power and penetration 

?,-inch pine boards. They travel faster than 


cause rust or corrosion of gun barrels. 


Remington Standard Velocity 42’s. If a customer wants fine accuracy 
standard velocity for plinking, medium range hunting and informal target 
shooting, sell him Remington kleanbore standard Velocity 22's. They’re 
made for shooting where smashing power is not needed. 


Remington Match Target 22’s. If you have some “hot-shot” pistol and rifle 

match target shooter customers, you'll be doing them a favor by suggesting 
"Palma Kleanbore”’’ or Remington “Police Targetmaster. 
They're both known far and wide for unsurpassed accuracy. 


Express, Hi-Speed, Palma, Kleanbore, Targetmaster are Reg. U 
by Remington Arms Company, Inc., Bridgeport, Conn, 


ton 22’s have 


99° 


exclusive Kleanbore non- 


” 


S. Pat. Off. 
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View of the in- 
terior showing the 
men's side. The 
office is on the 
mezzanine at the 
extreme rear. 





This Store Expanded With | fT 





* Glenn Munro and his wife operate “Here we have 50 per cent more oe 
HANGING with the the fine looking store, pictured display space and our sales have in t 
times has helped the West Los _ in these pages, which was opened increased more than that. In the Si 
Angeles Hardware Co., 11412 = March 1, 1947. old store many of our hardware play 
Santa Monica Blvd.. West Los Comparing this store with the lines had to be stored away. Here all 
Angeles, Cal., to grow. despite previous quarters which were two we have visual display of stock free 
several adverse periods. Today, blocks away, Mr. Munro says, in more than 4,000 sq. ft. of easy 
mad 
caus 
play 
of a 
HARDWARE i 
olde 
trad 
emp 
Mu 
on 
thor 
cou! 
The 
in ¢ 
This view of the store on opening night gives one an idea of how the large, backless fea’ 


windows show the interior and stop sidewalk traffic. Neon signs identify the store. 
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Mr. and Mrs. Mun- 
ro are seen on the 
women's side of 
the store. Gifts 
are seen on the 
right sidewall. 


the Community It Serves 


The West Los Angeles Hardware Co. has grown 


gets oe, 2,500 sq. ft. or contracted and has discontinued lines in 
in the old store. 


accordance with national and local conditions 


Sixteen large island type dis- 
play units permit shopping from 
all sides and wide aisles make 
free circulation of customers an 
easy matter. Many sales are now 
made on a self-service basis be- 
cause of the accessibility of dis- 
plays. With the modern display 
of all types of merchandise prac- 
tically the same staff as in the 
older store serves the concern’s 
trade. Five men and three women 
employees assist Mr. and Mrs. 
Munro and much of the volume is 
on a_cash-and-carry plan, al- 
though there are some charge ac- 
counts, for the most part business 


The men's side of the store is seen 

in the background. Island displays 

feature a wide range of stable and 
seasonal lines. 
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View of the west wall featuring women's lines. Wheel goods, radio 
and fireplace equipment are displayed upon the store's mezzanine. 


firms and manufacturing plants. 

One half of a 60-ft. space in 
the new store is devoted to gen- 
eral housewares. kitchenware and 
similar lines. The other half, the 
front part, is given over to fancy 
glassware, pottery and giftwares. 
Mrs. Munro designed and _=ar- 
ranged the west wall displays so 
that. due to the angle of the 
street. there is perfect vision 
through the high plate glass win- 
dows to passing motorists and 
pedestrians. With open back win- 
dows passers-by have a full view 
of the entire display, day or 
night. 

The east wall includes 24 ft. 
of tools in open displays. Many 
stores are “missing the boat’. ac- 
cording to Mr. Munro, because 
they do not carry complete lines 
of shop and mechanics’ tools. His 
stock includes tools ranging from 
a jeweler’s screw driver to a 
1S-in. wrench. Having to compete 
with large national chain stores, 
he gets his share of business by 
displaying and stocking a_ better 
assortment of high grade tools. 
“Don't be afraid to carry good 
tools a skilled mechanic buys 
more by quality than price”, says 


Mr. Munro. 


Encourages Self-Service 


Designed to encourage self- 
service. the open tool and acces- 
sories displays sell themselves to 
the tune of many hundreds of 
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dollars. A 20-ft. section is devoted 
to a builders’ hardware display 
and is followed by 10 ft. for 
steel goods, window glass is 
further back. 


The Paint Department 


Across the back of the display 
room is. the paint department, 
30 ft. of shelving with space for 
brushes and paint sundries. Heavy 
hardware lines bolts, pipe and 
fittings, fencing, roofing. etc.. are 
behind the paint department. That 
section includes 2.500 sizes of 
bolts, cap and set screws and pipe 
fittings, these displays being at 
right angles to the rear wall. A 
specially built fire-proof room, is 
used for oils, turpentine, etc. The 
building itself 
for the store 


built especially 
is of reinforced 
concrete with insulating board 
ceiling. Fixtures and their instal- 
lation cost about $6.000 and. says 
Mr. Munro, “they paid for them- 
selves the first year.” 

At night a large. vertical 30-ft.- 
high neon sign advertises that the 
building is a hardware store. The 
two large display windows are 
changed at least once in two 
weeks sometimes oftener to 
meet needs, One window is al- 
ways devoted to hardware lines, 
the other for housewares and 
gifts. Advertising is planned three 
months ahead and runs regularly 
in a local weekly shopping news- 


paper. 





E. Munro founded the business 
in 1912 in what is now West 
Los Angeles, but which at that 
time was a small community 
known as Sawtelle. Today. the 
section is the site of one of the 
largest government hospitals in 
the country. Glenn Munro, the 
present owner, joined the firm in 
1918 at which time he established 
an automobile and accessory parts 
and tool department. The auto- 
motive department was discon- 
tinued and the tool department 
enlarged. By 1927 the business 
had so expanded that just before 
retirement FE. 
store half a block down the street 


Munro moved the 
to larger quarters. 


The Firm Expands 


With a building boom, the 
store greatly expanded its paint 
department and fine housewares 
setups. These departments helped 
the store during the 1930 depres- 
sion years. In 1936 radio and 
appliances were added to the 
business. During the war years 
with radio and appliances among 
the casualties Mrs. (Grace) 
Munro installed fine glassware 
and displayed it prominently. 
Aircraft workers in the vicinity 
stocked up lavishly with such fine 


wares, 


The Present Store 


The approach of November. 
1946, and the expiration of the 
firm’s lease, resulted in purchase 
of the present site two blocks 
down the street and well out of 
the shopping district. Construc 
tion of the new quarters started 
in March, 1946, with the hope 
that the new store would be avail- 
able with the lease expiration. 
However it was not until March. 
1947. that occupancy was possi- 
ble. With the expiration of the 
lease, the store’s stock was put in 
storage for four-and-a-half 
months. 

The new. store. with its in- 
creased volume, has made up for 
the time during which business 
had to be discontinued. With 
ample parking space Glenn and 
Grace Munro have created a new 


shopping district. 
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CLE VELAND [HAIN 


e Cleveland Chain & ‘0. 
ihe 6: ¢: ; SME Co: i 
Cleveland 5, Ohio cr 2 


@ In every problem of hardware packaging, 
three groups are vitally concerned. These are 
the Jobber, the Dealer and the Manufacturer. 


So—this is an invitation, to Jobbers and 
Dealers, to sit down with us and discuss 
chain packaging. 

With Jobbers, we'd like to talk about re- 
packing. It seems to us that no phase of 
jobber operations offers greater opportunity 
for expense reductions. In fact many jobbers 
have asked us to work with them on this 
subject. We'd like to help eliminate waste 
incident to ‘breaking’ of original factory 
packing and repacking by jobbers in smaller 
containers for their dealer trade. 

From dealers, we'll be grateful for sugges- 
tions: on improving the sales appeal of our 





2 


% 


: 
Vag wo 


sf 


Associate Companies: David Round & Son, Cleve- 
land 5, Ohio e The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. e Seattle Chain & Mfg. 
Co., Seattle 8, Wash. e Round California Chain Co., 
So. San Francisco and Los Angeles 54, Calif. « 
Woodhouse Chain Works, Trenton 7, New Jersey 


Proof Coil Chain 
and BBB Coil 
Chain in 4 popular 
sizes (36a eo", 
%") are avail- 
able in attractive 
plywood “‘Keg- 





Buckeye Pattern Chain (250’) is 
packed in a handy dispenser 
carton. Simply pull out and cut 
to any desired length. 





Dog Chains are a sure 
source of profit when the 
Cleveland display is located 
in a prominent spot. 


The Cleveland Reel Salesman 
displays all types of welded 
and weldiess chain. 








Due to material shortages we regret we cannot guarantee availability of packages as illustrated. 
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packages. We want frank comments on how 
we can make Cleveland Chain easier to stock, 
handle, display and sell. 


As for ourselves, it’s pertinent to mention 
that chain packages must be economically 
practical—so that we can continue to meet 
competitive prices. Also, of course, we must 
constantly watch our shipping costs. 


In inviting you to discuss packaging with 
us, we're obviously looking ahead. Today's 
shortages of boxes, bags, barrels, etc., make 
immediate changes impossible. 


But, we do intend to move fast—when con- 
ditions change. To that end, we solicit your 
comments and suggestions... pledge that we 


will work with you for our mutual profit. 
P & P-6007 


Vice Pres.,Charge of Sales 


Security in Every Link 














Loading a pump on 
; \ one of Corcoran's 
RS trucks at the rear of 
di the store. 
HOWE < IMP CO 


ROSE INT 


Sell Hundreds of Water Systems 
In 20 Years in a Town of 364 


FASK almost anyone 


within 25 miles of Rosemount, 
Minn., about pumps, wells and 
water systems, and they will prob- 
ably speak immediately of the 
Corcoran Hardware & Implement 
Co., in that town. And Corcoran 
finds. as have hundreds of other 
hardware dealers that the sale of 
a water system is only the begin- 
ning in a long chain of profitable 
transactions. As a matter of rec 
ord, the store has sold several 
hundred water systems in the past 
20 years. The town has a popula- 
tion of 364. 

The total of water system sales 
by Corcoran is imposing but it 
was only the beginning, for some 
of these installations led to later 
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The Corcoran Hardware & Implement Co. starts 
with well drilling and continues step-by-step until 
the customer has a complete water installation 


service calls and to other major — great deal of credit for the store’s 
units of sale. accomplishments in this phase of 
Owners of the business give a its operations to Hubert Uitden- 








Robert Uitdenbogerd and the special well-drilling equipment. 
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Sales Off 
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treated all-weather 


PURE MANILA ROPE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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bogerd and two assistants offer 
service on water systems and 
pumps on a 24-hour basis. al- 
though emergency calls are ex- 
tremely rare. 

It did not take the Corcoran 
firm long to realize years ago 
that the ideal type of arrange- 
ment for this kind of work was 
to handle the entire job, from 
the drilling of the well to the 
installation of drinking fountains 
for cattle in a barn and a bath- 
room in the farm home. 


Operate Two Outfits 


Therefore, well-drilling equip- 
ment was purchased and put into 
operation. Today, the firm op- 
erates two well-drilling outfits in 
the Rosemount area, one a com- 
mercial model, the other a home- 
made inachine. Both machines are 
kept busy all the time, the main 
problem being to get competent 
labor, interested in pursuing the 
well paid, but rigorous task of 
well drilling. 

The farmer who hires the Cor- 
coran Hardware & Implement Co. 
to drill a well may find that it 
is necessary to drill from 75 to 
400 ft. in order to get good water. 
As an example, a well 150 ft. 
deep, 4-in. bore, might cost about 
$500 for drilling, with the in- 
stalled water pump, etc. another 
$300. 

This firm 
farmers buy pumps with 
enough capacity to take care of 
full farm needs during rush sea- 
sons. Pumps and wells capable of 
at least 180 gal. per hour are 
required for most modern farms, 
says Mr. Uitdenbogerd. 

Some farmers want water in 
the home and bathrooms installed 
at the same time that the well 
is drilled, pump installed and 
water provided for the barns and 
poultry houses. In such an event, 
the Corcoran Hardware & Imple- 
equipped to 


recommends _ that 
large 


ment Co. is well 
handle the job. In some instances 
farmers who had bathrooms in- 
stalled at the same time paid 
$1,200 or more in cash, mighty 
nice business to be scheduled and 
handled by the same service crew 
without too much traveling. 
With the installation of a water 
system, the farmer’s demand for 
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appliances usually rises, and the 
Corcoran firm has a wide variety 
of appliances which farmers and 
others can use. The service crew 
is quick to suggest that the instal- 
lation of water cups in the dairy 
barn can pay for _ themselves 
through increased production in 
one year or less. Feed experts 
have pointed out that full utiliza- 
tion of feed values is largely de- 
pendent upon a continuous sup- 
ply of clean, pure water to live- 
stock and poultry. 

Mr. Uitdenbogerd states that 
the number of special tools need- 
ed for well drilling operations 
makes water system and plumb- 
ing installations much easier, an 
advantage not to be overlooked, 
and that service men who can 
handle one type of tool can also 
handle another, often equally as 
well. 

At the present time there are 
no other well drillers operating 
in the immediate Rosemount area. 
This means that Corcoran has 
plenty of jobs booked for the 
future. The company has repeat- 
edly turned down requests to drill 
wells in the Minneapolis, St. Paul 
and other suburban. areas. due to 
feeling that operation 
within a 25 to 30 mile radius is 
most profitable. 


distance. 


The best advertising for this 


Personal Touch 


(Continued 


coming available in larger quan- 
tities, Mr. Troll intends to inten- 
sify his selling activities. Up to 
now he has not been able to 
supply volume users such as 
builders and commercial institu- 
tions. He feels that a tremendous 
opportunity exists in this field. 

He also plans to increase group 
selling work in the store by tak- 
ing advantage of the offers of 
local utility companies and of 
manufacturers of heavy appli- 
ances to furnish home economists 
to demonstrate ranges, refrigera- 
tors, etc. Several successful meet- 
ings of club women have already 
been held. 

Troll’s made money from the 
very first month, and has expe- 
rienced a gradual but consistent 
growth during the two years it 
has been in business. The firm 


kind of business is, of course, the 
numerous satisfied customers who 
attest the products and service of 
the Corcoran firm. The owners 
and Mr. Uitdenbogerd state that 
this combined operation of well 
drilling and sales and service of 
water systems helped considerably 
in holding up volume of business 
during the depression. More and 
more farmers are learning how 
profitable farm 
ensue from the proper use of 
good water, helps the 
dealer handling water systems im- 
mensely in his sales campaigns. 

In recent years, most of the 
sales of such systems and accom 


operations can 


which 


panying appliances and _ service 
have been for cash. Customers 
credit is carefully 
and this holds losses down to a 
minimum. Some wells are drilled 
under contract for the University 
of Minnesota, one such job call- 
ing for six wells during the past 
winter on a large tract of land 
to be used for agricultural ex- 
periments. 

Trucks and 
used in the Corcoran Hardware & 
Implement Co. well-drilling and 
water system operations are kept 
in clean, efficient condition at all 
times and have an important ad- 
vertising value as they travel 
about the countryside. 


investigated 


other equipment 


Built This Business 
from page 100) 


does a moderate amount of adver- 
tising in the local 
and some direct mail work. But 
Mr. Troll attributes the steady 
progress mostly to the attractive- 
ness of the store, to the parking 
facilities, the completeness of his 
stocks, his fair merchandising 
policies and to the personal atten- 
tion given to his customers. 


newspapers 


Self-Service Rings Bell 
In New Cincinnati Store 
(Continued from page 102) 
to welcome customers. They make 
it a practice to move through the 
store, from time to time, to ex- 
plain the uses or workings of 
tools and other lines on display 
They are helping educate their 
customers as to the proper name- 
and diverse uses of different tvpes 
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livery Season Is 


SELLING SEASON 








Here’s why Hotpoint is 


the Franchise with a Future 


1. 12 major appliances for 12 
profitable months. 


Year ‘round selling is assured with 


2. Custom-matched appliances 
for more sales per customer. Hotpoint’s great new 1948 line. Twelve 


3. New appliances mean vast major appliances, matched in styling, 


new markets for dealers. mean profit opportunities month in, 


4. Five great plants turning out month out—plus a sales potential of 


ette d ; a 
more and better products $2,000 per customer! 


5. Powerful merchandising, 


complete sales training. There’s increasing supply, too! Hot- 


point is building fast —spending 
$20,000,000 now for new factories and 


6. Greatest advertising cam- 
paign in Hotpoint history. 








equipment to assure a steady and grow- 





Everybody's Pointing To 


HOTPOINT INC. 
5624 West Taylor Street « Chicago 44, Illinois 


The Franchise With A Future 


RANGES © REFRIGERATORS * WATER HEATERS » DISHWASHERS *DISPOSALLS *HOME FREEZERS *WASHERS+DRYERS*FLATPLATE IRONERS *ROTARY IRONERS PORTABLE IRONERS + CABINETS 
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~~~ For Hotpoint Dealers! 


12 sensational new Hotpoint appliances assure 12-month 
profit— more sales per customer—great new markets. 


ing stream of Hotpoint appliances mov- 
& 


ing to dealers throughout the country 


You'll profit with Hotpoint in every 
way! Hotpoint’s new appliances, such 
as the Dishwasher and Disposall*, mean 
vast new unsaturated markets. Hot- 
point’s record-shattering advertising 
program offers complete dealer support. 
That’s why dealers everywhere are 


pointing to Hotpoint for greater profit. 


Prec 5. PAT. OFF 





A GENERAL ELECTRIC AFFILIATE 
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WHEN YOU SELL 
BOLENS 


YOU BUILD YOUR 
REPUTATION AND PROFIT 


Quolity-built BOLENS HUSKI Power-Ho, 
Gardener and Hi-Boy Tractors consis- 
tently win friends by their outstand- 
ing performance. They are engineered 
to help you build a lasting reputation 
as a dealer with dependable products. 
Read this unsolicited letter from Mr. ~ 
Elmer Wagner, Jr., Barom, New York: 











@ Thousands of pleased HUSKI owners are 
enthusiastic boosters who make their friends 
ond neighbors feel that something is lack- 
ing in anything less than a BOLENS HUSKI. 
They stay sold — ond help you sell! 


If you are not already handling this fast- 
selling, reliable line, write for full details. 


The COMPLETE Garden Tractor Line — stocked 
ond sold by responsible dealers everywhere! 






HI-BOY 


BOLENS PRODUCTS: 
DIVISION 


FOOD MACHINERY 
CORPORATION 
283-4 Park Street | 
Port Washington, Wisddnsin 











of hardware and related lines in 
the store. 

Eugene Hemsath had a wealth 
of experience in the “self service” 
field, prior to his Marine Corps 
service, having had a hand in 
setting up that type of system in 
138 independent grocery stores, 
while working in a sales promo- 


tion capacity for Cincinnati's 





GRAND 


CINCINNATI'S FIRST 


And It’s First on Price Hi 


“Self Service” 
Hardware Store 


"’s New 


Ui 


- It’s Ditterent! 


STANDARD 





Radio Station WLW. The war 
caused Eugene and Howard to 
postpone, but not to forget their 
self-service hardware store idea 
Upon returning to civilian life the 
brothers their sleeves 
and went to work on their plan 
They 
then 
story and basement building. 


rolled up 


picked an ideal site and 


drew plans for their owr 


Saturda y 


February 21st 


HARDWARE CO. 


Owned and Operated by 


Located at.... 401 9 


BETWEEN 
Featurin 
* ELECTRICAL SUPPLIES S ” as 


® "TOOLS TO meer ALL NEEDS 
® SMALL ELECTRICAL APPLIANCES 


{ 
® COMPLETE Line 















Congratulations 
@n the épenia 
Veit Clone Se 

ur Modern 
New Building 
JACK 
SEYFERTH 

General Controctor 

Devils Backbone ‘eg 
TUxedo 7719 


Yew Modern Store 


ardware Stor 





Congratulations 
hes 


AND BEAL TIFU 


IMBUS BROS 

ROOFING CO 

415 West Court Sr 
OUnbor 6620 


Our Grando 
LAWSON WAST 

Small Size 59e 
Lawson Metal 
Compliments of 


STOCKELMAN 
BROS 


1183 Rulison Ave 
WaAbesh 4495 


OF NATIONALLY ADVERTISED WAXES 


| SOUVENIRS 


pening Specials... 
E BASKETS 


Napkin Holders 
39 
Lawson Metal Bread Boxes ; 
linens 


‘ia ' Limited Supply of 
re) Toastmaster Pop-up Toaste 
Hamilt nd 


on Bee 
ech Mixers with JUICE Extractor 


Pressure Cookers 


“SERVE YOURSELF AND SAVE” 


"Cle HEMSATH and EUGENE HEMSATH 

Ah lenway Avenue r.sz0s 
ALBERS and A & P SUPER MARKETS 

omplete Line of 


® SUILDERS SUPPLIES 


Hardware... 


® PAINTS ond VARWISHES 
% ALUMINUM org ENAMEL ware 
® PYREX FLAMEWARE ong OVENWare 
AND POLISHES 


Congratulations 


O% THE OPESLWa o 
youn neu stone, 


EDMONDS 
ELECTRIC co 
2388 Serguen ha. : 
MO 6737 






COMPLIMENTS oF 


E. C. Decker & Co. 


— Distributors of 


CEL LOTEX 






oy 
MAm 0280 


Compliments of the 
PERRY & DERRICK co 

Stesehent” 

© Quick Drying Enemel 


© Dutch Brand 
House Par 


“ = 79¢ 


© Dubl-Lite Pores end 
Floor Ename 
© Stay Bright § 
Wall F 


$1.59 ee 
© Por-Ce 6 Tint Inter 
tor Gloss Well Fin th 
VARNISHES 
4 end 
i STAINS 
Perry & Derrick Co. 
908 Central Ave 


PArkway 0867 


This five-column-wide, full-page-high ad, published the day before 


the store's opening, 


told the story and carried a number of 


complimentary messages from firms which had supplied the store. 
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Chown Keeps in Step 
With City's Progress 


(Continued from page 97) 


tion signature on his wrapping 
paper. 

“This kind of advertising has 
brought many new customers to 
our store,” says Mr. Haefner. 
“We are located near several state 
highways which bring many rural 
customers to La Crosse. Many of 
these people have made it a point 
to shop at our store because of 
our advertising. They like the 
merchandise, the convenient park- 
ing and the service they get there.” 

Mr. Haefner points out that the 
La Crosse newspaper has a wide 
rural circulation. Farmers intend- 
ing to come to La Crosse to, shop 
study the Manke location map the 
day before they come to the city 
to buy. These prospects can easily 
“spot” the store and put it on 
their shopping schedule. 

“The right kind of advertising 
is doing much for our business,” 
points out Mr. Haefner. “We also 
use a monthly consumer catalog 
mailing of 2300 for both city and 
rural folks. We notice that many 
customers pick items advertised 
in that booklet.” 


Suspended Fish 
Attracts Anglers 


HE sporting goods minded 

customer who enters the 
Powell Hardware Co. store in 
St. Cloud, Minn., often stops 
short, because he sees what looks 
like a foot-and-a-half-long fish 
apparently floating or moving in 
mid-air. Upon closer examination 
the customer discovers that the 
fish is a wooden imitation and 
that it is suspended from the 
ceiling by an almost invisible 
wire. 

The fish looks very real. Be- 
cause the wire is fastened to the 
top of its back, there is consider; 
able vibration, because of air cur- 
rents and it appears to move back 
and forth. 

When the prospect or customer 
stops to view this strange condi- 
tion, he finds himself directly op- 
posite an excellent display of 
fishing rods and other fishing 
supplies. Thus, the fish has served 
its purpose. 
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THEY RUIN FLOWERS by entering 
feeder roots, causing galls that cut , 
off nourishment to plant Y 





ROOT-KNOT NEMATODES inside 
plant root. Greatly enlarged. Pest 
attacks over 1500 kinds of plants 


mus NEMATODE CONTROL 


HELPS YOU 2 WAYS 






















Use D-D* in your own soil. You’ll 
find plants are stronger, easier to sell 








A 
<i oueeer, 
“tea 1000, Ano wine woems 
ne nites 
so macnnteat CORporarion 
Recommend D-D to customers. 
It can help increase the need for 


other garden items you carry 





‘<7 ES, here is a natural to help increase 
} poe profits. Commercial tests have 
shown again and again that D-D is a 
needed aid to gardening in areas infested by nematodes,wireworms, 
mole crickets and other root-destroying pests. 

Try using D-D on your own soil for healthier, more profitable 
vegetables and flowers. And recommend that your customers treat 
with D-D before setting out beans, tomatoes, carrots, dahlias, 
begonias and all the other plants that fail because of these root- 
destroying pests. D-D will often step up plant growth 100%. 

Think what this increased garden activity can mean in increased 
business, not only in high-profit D-D, but in other garden supply 
items as well. 


For information on using and selling D-D, 
write the nearest office listed below 


* Trademark registered — U.S Patent Office 


SHELL CHEMICAL CORPORATION 


100 Bush Street, San Francisco 6 + 500 Fifth Avenue, New York 18 
Los Angeles + Houston + St. Louis + Chicago + Cleveland + Boston + Detroit 











Good Credit Men 
Are Good Salesmen 


In the new competitive day which is coming, says Mr. Mather, 
salesmen and credit men can "profitably take this opportun- 
ity... to learn from each other . . . Good credit men and good 
salesmen are not antipathetic. They complement and supple- 
ment each other. Together they form a team which can move 
only in one direction— toward greater and greater success." 


 _—_— pairs and 


contrasting pairs make interesting 
similies. 

Some familiar matching pairs 
are Anthony and Cleopatra, 
Romeo and Juliet, and — ham 
on rye. 

Familiar contrasting pairs are 
cat and dog, cop and_ robber. 
and credit man and salesman. 

Traditionally, at least as our 
comic strip artists would have us 
believe. antipathy separates credit 
men from salesmen. According to 
this popular but not too accurate 
conception. credit men and sales- 
men might be likened to players 
on rival hockey teams, with the 
credit man the goalie, and the 
salesman a forward on the op- 
posing side. The greatest delight 
of the salesman in such a situa- 
tion is supposed to be slipping 
a fast one past the credit man 
goalie into the net. His satisfac- 
tion in doing this is exceeded 
only by the supreme exultation 
of the credit man in stopping the 
fast ones and tossing them right 
back in the salesman’s teeth. 

During the recent lush years 
of business. very little selling, 
and not much more credit work 
has been needed. The demand for 
goods and services has exceeded 
the supply and, pretty generally, 
people have had all the money 
they needed to buy the things 
they sought. 

During his holiday from com- 
petition some of the natural anti- 


*From an address before the Feb. 19, 1948, 
meeting of The Credit Men's Assocation 
of Western New York, at Buffalo, N. Y. 
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By RICHARD B. MATHER* 
Assistant Sales Manager, 
Pratt & Lambert, Inc., 
Buffalo, N. Y. 


pathy between credit men and 
salesmen has been relaxed. At 
the same time our “business 
muscles” have become soft. 

A new competitive day is dawn- 
ing. We should get ourselves back 
into good physical shape. We can 
profitably take this opportunity, 
salesmen and credit men, to learn 
form each other. By so doing we 
shall promote a healthy and de- 
sirable spirit of harmony which 
will promote and increase success. 


Much May Be Learned 


There is a great deal that sales- 
men can learn, from credit men. 
Conversely some of the successful 
methods employed in selling are 
just as applicable and profitable 
when applied to credit work. 

I come before you not as a 
credit man but rather as one who 
for more than 20 years has dil- 
igently studied, practiced and 
taught freely 
acknowledge that much of the 
success which I have enjoyed has 


salesmanship. I 


directly been due to sound in- 
formation, constructive ideas and 
helpful suggestions received from 
many of my good friends in 
credit work. In return for what 
credit men have given me, I hope 
at this time to contribute some- 
thing of value, out of my expe- 
rience, to you. 
















RICHARD B. MATHER 


The central theme of this ad- 


dress is that good credit men are 


good salesmen. 


Credit men and salesmen are 


not antipathetic. They comple- 
ment each other. Together they 
form a team that drives steadily 
toward success. 

First let us consider how good 
salesmen sell, and why they sell 
that way. 

This is completely and con- 
cisely summarized in a “caupsule 
course on selling”, by Richard C. 
Borden, a nationally known sales 
expert. 

He says that every sales pres- 
entation should be complete. 
Enough should be told to provide 
an adequate basis of understand- 
ing between the seller and the 
buyer. Lasting satisfaction can be 
assured only when complete un- 
derstanding exists. 

Where there is a lack of under- 
standing or misunderstanding the 
possibility of complaints, argu- 
ments, returns, costly adjustments 
and customer dissatisfaction 
exists. 

Make every presentation vivid. 
Contrast the benefits which cus 
tomers do enjoy after purchasing, 
with the risks they run and the 
losses they sustain either through 
not purchasing or through pur- 
chasing something inferior. 

Make every presentation be- 
lievable. Understate and _ over- 
prove. Avoid exaggerations. State 
only that which can be proved. 
Promise only that which can be 
delivered. Exaggerations do not 
strengthen but weaken a sales 
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"Close-Coupled’’ Construction — 
no bearings in pump itself. Per- 
manent alignment, does away 
with usual coupling between 
pump and motor shaft. 
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21 %o greater 





the faster, easier action of EVERSHARP 
Mowers makes sales easier, too! 
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ee 


@ 110° Helix...21% above average, 
means two instead of one blade at cut- 
ting surface...for greater action... 
also extra resistance and Protection is 
added to lower cutter bar to withstand 
shock of impact with foreign objects. 


Built to last. Full 16” cutting - width 
5- blades, self-sharpening. 
Self-aligning ba!!l bearings, with 
take-up adjustment. 


Double-pawl clutch: positive, smooth 
action. 


Crucible steel cutting blades and 
lower cutting bar, precision ground 
for perfect alignment, also double 
set screws for micromatic cutting 
adjustment. 


Hi-Lo adjustment, 5%" to 14%" for light 
or heavy lawns. 


@ Ribbed rubber tires and moulded 
rubber gripped handle. 


@ Stained hardwood roller or ribbed 
rubber roller with hardwood core 
optional ). 


Snap-on handle of rigid tubular steel. 


Baked enamel finish, attractive colors. 


Balanced weight: 34 Ibs. 2 models: 

Model No. 30, cast side frame. Model 

No. 20-E, all steel. Both with heavy 

gauge pressed steel shock - resisting 

wheels. 

Guaranteed one year. Compare Ever- 
sharp specifications. Available through 
your jobber. Write us for information. 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
4132 Locust Street, St. Lovis 3, Mo. 


E uersharfe 


LAWN MOWER 


America's fastest growing favorite! 








EVERSHARP MODEL No. 30 


presentation. Exaggerations and 
misrepresentations are like seeds 
which. at the most inconvenient 
times. can grow into ugly, costly 
complaints. 

Make every presentation clear. 


Avoid 


familiar language. Speak so that 


technical terms and un- 
your customer can clearly under- 
stand what you have to say. 


Appropriate References 


Two references are particularly 
appropriate. 

The first) is) an 
James W. 
of the Equitable Trust Company 
of Wilmington. Del... entitled: 
“Avoid Technical Language.” He 


address by 
Allison. vice-president 


delivered it to a group of bankers. 
It related to banking. He = said. 
“Too much of the language of 
trust business is an incomprehen- 
sible jargon to most people.” He 
deplores the use of such terms as 
“corpus” instead of “principal”, 
and the French phrase “estui que 
instead of 


trust” “beneficiary. . 


and the term “corporate — fidu- 


ciary instead) sof = “trust — in- 
stitution”. 

Make every presentation inter 
esting and enthusiastic. 
when the 


Close prospect is 


ready and make delivery in a 


manner which compliments — the 
purchaser and causes him to feel 
reassured and satisfied with the 
purchase he has made. 

Follow 


to insure the customer's satisfac- 


through after the sale 


tion through use. Post-sale follow 
through affords excellent oppor- 
tunities for additional sales. re- 
peat sales. and for obtaining new 
prospect leads 

Now we might profitably turn 
our attention to the manner in 
which good credit men operate 
and why they operate that way. 

Good credit work both precedes 
and follows the activities of the 
sales department. 
men. working 


Good credit 


closely with sales management. 
can effectively point out to sales 


likely 


prospects to be solicited. In ad- 


men the best and most 


dition. good credit men can be 
valuable advisers on safe ways 
and means of handling otherwise 
risky 


credit department operates as an 


sales. Thus a progressive 


advance guard, clearing the way 
for productive work by the sales 
force. 

The credit department is equal- 
ly valuable in maintaining eood 
relations with customers after 
sales have been made. 

The manner in which the credit 
department follows up on and 


handles accounts very strongly 


influences customers’ _ attitudes. 
Good credit follow up can pro- 
duce repeat business, additional 
business and still more new cus- 
tomers. Clumsy credit work can 
undo even the best efforts of a 
fine sales department. 

Naturally the operation — of 
credit departments will vary with 
the kind and extent of operations, 
A credit department of a local 
retailer will operate differently 
from that of a regional whole- 
saler, which in turn will be differ. 
ent from that of a national pro- 
ducer. Personal contact between 
credit man and customer dimin- 
ishes with the increase in size 
and complexity of Operations. 

Personal 
are highly 


contacts in business 


desirable. In large 
scale operation. personal contacts 
are not always possible. and in 
such cases. credit men must use 
other facilities including the tele 
phone. letter correspondence. and 
follow-up by salesmen or repre 
sentatives. 


Telephone Technique 


There is an especial technique 
in using the When 
talking to a person by telephone 


telephone. 


the spoken word has to convey 
the entire meaning. The tone and 
inflection of the voice is just as 
important as the definition of the 
words which are spoken. In fact, 
tone and inflection can color or 
distort the actual meaning of the 
words themselves. 

It is 
voice personality. Two short. in- 


desirable to develop a 
teresting pamphlets. published by 
the New York Telephone Com- 
pany are much to the point. One 
is entitled. “The Voice With a 


Smile”. and the other, “Your 
Companys Voice.” 
Probably most contacts _ be- 


tween credit men and customers 
are by mail. Here. then. are some 


tips on letter writing. 
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Letters have value. They enable 
making contacts and transmitting 
information when personal con- 
tacts would be difficult or impos- 
sible. Letters are also permanent 
records. 

While recognizing the value of 
letters. we should also be aware 
of their limitations. Letters are 
one-way expressions of thought. 
The effect they produce is subject 
to the interpretations placed upon 
the messages by the persons read- 
ing them. Their 
will be influenced. if not colored. 
by moods and by circumstances 


interpretations 


prevailing when the letters are 
read. These factors are variable. 
They are important. They are be- 
yond the control of the sender of 
the letter. But when writing the 
letters keep these factors in mind 
so that the letters will have the 
bes possible effect even under 
unfavorable circumstances, 


Much Correspondence 
Credit work, entails a_ large 
volume of correspondence. Much 
of it is routine. Form letters save 
time and effort. But the economy 
and convenience of using form 
letters can turn into costly losses 
through customer dissatisfaction. 
if they are too freely and care- 
lessly used. 

Form letters should be confined 
to routine situations where emo- 
tion is least likely to be present. 

In every important case, indi- 
vidually dictated 
though they take more time, and 
call for more effort, are greatly 
preferred. A well written letter 
can be a paying investment. 

Through handling routine mat- 
ters we are all apt to fall into 
the habit of using stereotyped 
phrases and trite. archaic, color- 


letters. even 


less expressions. But it pays to 
make letters gracious and _ ori- 
ginal. Good humor too is refresh- 
ing and highly productive. 

Now let us consider personal 
made on customers, 
either by salesmen or by repre- 
sentatives of the credit depart- 
ment. 

Credit 
much in common. I recently de- 
livered a talk to a 
bankers on the subject of “How 


contacts 


men and bankers have 
group of 
(Continued on page 131) 


APRIL 8, 1948 


with 





6 Cats 

6 Donkeys 
6 Logs 

6 Horses 


PLANTED 
CACTUS 
GARDENS 


@ Double Markup 


© Shipped direct 
from Texas 


¢ Require almost 
no water ' - 
e Avg. Ht. 3” - 


Special 9l-pc. Assortment E-4 only $19.75 


Increase Store Traffic_ 


7 






7 Strawberry Jars 
12 Gardens 
(6 ea. of 2 kinds) 
6 Pineapples 


8 Gardens with 
Figure 

6 Mesa Indian Bowls 

6 Miniature Gardens 


6 Mexican Pigs 

10 Fruit & Vegetables 
Subjects 
(2 ea. of 5 items) 

















GEORGE KOCH SONS, Inc. « 


THESE FREE! | : Rush 


Special $19.75 price Name 

is for regular 85-pc. ' Address 

assortment. Order : A 

promptly and get 6 ; City State 

Mesa Indian Bowls at CL) Remittance c.O.D. [] Open Acct. 
Enclosed 25% Enc. Refs. Enc. 


no extra cost. 


GEORGE KOCH SONS ., lac. 


Evansville, Ind. 





EvANSVitce. INDIANA 
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TRI-OGEN SALES 
BIGGER THAN EVER 


Plant sprays come and go, but Tri-ogen sales soar up and up! The world’s 
largest-selling 3-way Plant Treatment, Tri-ogen is used in more public 
gardens, and endorsed by more Rosarians than any other. As a result when 
sales of other sprays are down, Tri-ogen sales keep going up! 


So feature TRI-OGEN for ROSE and Flower Gardens. Leading Rosar- 
ians publicly ENDORSE it. Professional gardeners USE it. Amateur rose 
growers NEED it. You will quickly PROFIT when you push Tri-ogen. 


TRI-OGEN SPRAY is the only balanced insecticide-fungicide-stimu- 
lant containing Fermate! And TRI-OGEN DUST contains Fermate, 
DDT, Rotenone and Sulphur! 


OTHER OGEN PRODUCTS 


FUNGTROGEN — fungicide-stimulant 
TOXOGEN — contains DDT, kills insects 
MOLOGEN — kills the mole in his hole CORN EAR WORM DROPS — kills worms 
FUMEOGEN — dog, cat, rabbit repellent RAF INSECT KILLER—for household use 
BE PREPARED FOR BIG MERCHANDISE TURNOVER—You will 
need more than just an average stock of OGEN products. Stock the com- 


plete line. Sell the insecticides, fungicides, pest controls, etc. that are 
preferred everywhere. Order today 


ROSE MANUFACTURING COMPANY 


Dept. B-128, Ogen Bidg., Beacon, N. Y. 


SELL OGEN PRODUCTS FOR QUICK PROFITS 





CRABEX — crab grass and weed killer 
KILLOGEN — fine plant insecticide 











What Mid-West Farmers Plan to Buy This Year 


(Continued from page 94) 

















Which are you considering? ‘ Illinois & Indiana Wisconsin Minnesota lowa The Dakotes Nebraska 
Rooms added or modernized: 
kitchen 20.6 yg Be 23.4 22.8 33.6 20.0 
bathroom 24.0 31.8 24.7 27.9 28.9 25.3 
utility room 15 5.0 6.4 4.2 2.8 re 
attic 2.5 12 1.4 1.4 3.8 &. 
basement 16.7 16.7 16.0 14.9 22:3 11.8 
If repairs, what will be fixed: 
interior 24.4 29.3 26.0 14.4 31.8 21.2 
exterior 14.1 15.9 11.0 G8 13.7 11.8 
roof 8.5 13.8 12.8 11.2 21.8 10.6 
basement 9.8 11.3 10.5 12.1 21.3 11.2 
What painting will be done soon: 
interior 29.0 37.7 34.7 31.2 35.5 30.6 
exterior yf BS 38.1 28.8 31.2 33.6 24.1 


Home Conveniences and Furnishings for Mrs. Farmer 


Which of the following do you have in mind? 





Wiring for electricity 18.5 15.1] 20.5 11.2 33.2 29.4 
Bottled gas installation 9.1 14.2 13.7 8.4 22.7 11.8 
Insulation 10.4 18.0 12.3 11.6 13.7 9.4 
Air conditioning at 2.5 2.3 Be 5.2 1] 
Running water in: : 
kitchen 26.0 39.7 333 30.2 14.5 27.1 
bathroom A15 37.2 26.5 27.0 28.4 26.5 
laundry 12.7 17.2 16.4 18.1 25.1 12.9 
Water heater: 
gas 3.9 3.3 5.9 3.7 10.0 tat 
electric 18.7 22.6 15.5 20.9 14.7 12.9 
oil 2.4 5.9 5.9 4.2 11.8 5.9 
coal 2.9 me) 1.8 1.4 2.4 - 
Mechanical water softener 6.0 5.4 8.7 14.9 12.3 5.9 
Washing machine: 
regular ba | 14.6 9.1 12.1 11.8 9.4 
automatic 4.3 3.8 6.8 2.8 5.7 5.3 
Clothes dryer 1.8 ve 1.8 19 1.4 6 
Dishwasher 22 1.3 o7 6.5 2.8 3.5 
Ironer 6.8 5.9 7.3 5.1 3.3 7.1 
Vacuum cleaner 13.5 18.4 14.6 16.3 24.2 9.4 
Mechanical refrigerator 16.7 26.4 25.1 26.0 34.6 22.4 
Home. freezer 26.9 28.0 25.6 ys WI 25.6 £7 
Kitchen cabinets 22.9 25.1 26.0 15.8 28.0 23.5 
Kitchen range: 
electric 13.7 14.6 10.0 ae 13.3 10.6 
coal-wood ye 1.2 2.7 29 4.3 6.5 
bettle gas 12.9 15.1 12.3 16.3 22.7 12.9 
other A! 5.0 27 3.3 6 
Room or space heater: 
oil 5.0 5.9 3.7 6.0 12.8 y Br 
coal-wood 25 25 1.8 1.9 2.4 5.3 
gas Bs ~ 2.8 25 
Central heating plant: 
coal 4.5 ye OS 3.7 7.6 1.2 
gas 1.4 4 A 4.7 4.7 
oil 3.7 7.5 10.0 34 10.9 5.3 
stoker 3.1 Rs} 9 2.8 1.4 4 
Linoleum 27.1 36.8 29.7 26.0 33.6 26.5 
Electric appliances: 
mixer 16.9 26.8 19.6 26.0 22.3 24.7 
toaster 13.3 16.3 21.9 20.0 28.9 20.6 
coffee pot 6.8 7.1 4.6 5.1 10.0 Fe 
churn 1.6 2.1 2.3 2.8 7.1 3.5 
clock pecs 14.6 13.8 15.5 17.2 16.1 13.5 
curling iron 6 1.3 9 1.4 2.4 es 
roaster 3.9 6.3 4.1 5.1 He 8.2 
waffle iron 10.6 11.3 17.4 16.3 19.9 12.9 
home pasteurizer 6.0 8.4 4.6 a3 2.8 23 
iron ; 11.0 9.6 11.0 11.6 20.4 7.1 
shaver 3.9 6.3 8.2 7.0 13.3 5.9 
kitchen fan ..... cies es ye 5.4 6.4 8.8 10.4 8.2 
Portable fans ......... 8.7 5.0 5.0 11.2 9.5 9.4 
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| SPARKLING BEAUTY! 






PERFECTLY BALANCED! 
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ur big reasons why 
its easy To to sell 


, NESCco 


STAINLESS STEEL Cw eTEEL FRY PANS 


at OR g REF 

A wt te UND of D> 
- “Guaranteed by a 
Good Housekeeping 


weed 











These sensational fry pans, like all Nesco Even- 
heet Stainless Steel Utensils, have everything 
that women have been awaiting for years! 

That’s why you'll find them easy to sell and a 

rofitable stepping stone to ao sen -set sales. 

Be prepared for the demand for Nesco Evenheet 
Utensils now being created by large- scale 
national advertising in the best women’s 
magazines. Order at once from your Nesco 


distributor! 


NATIONAL ENAMELING AND STAMPING COMPANY 


270 North 12th Street, Milwaukee 1, Wisconsin 

Sales Offices: 1430 Candler Bidg., Atlanta « 1166 Merchandise Mart, 
Chicago * 200 Fifth Ave., New York « Western Merchandise Mart, 

San Francisco Bidg., St. Louis 



























AS apveatist® 
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MADE OF 3 LAYERS OF 
METAL FUSED TOGETHER! 


A metal Locked ir 
y 
aod 7 gleaming 
acs stainless 
heat for stee! 
e . 
—_. enduring 
taster . end good 3 
commas" looking ' 


S-cup 
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Feed carrier 
Milking machine 
Litter carrier 
Window. metal 
wood 
Running water 


Waterers 


Feeding equipment 


Cookers 
Ele ct. pig brooder 


(steel) 
28.002 
117.990 
62.260 
51,172 


85.180 


31.820 
62.430 
85.860 
58,520 

104,460 
9.029 
71.440 








10.620 
80.670 
156.040 


138.220 


separate power unit 
Hand tools for farm workshop 
(as engine 
Electric motors: 

1 hp. or above 

Less than 1 hp. 
Farm welders: electric 
gas 
Electric drills 
Electric saw 
Portable power saw 








22,374 
203.570 
20,902 


137.070 
162.910 
114,410 
14,794 
155.940 
58.450 
37.620 


Which are you considering? Illinois & Indiana Wisconsin Minnesota lowa The Dakotas Nebraska 
Radio: 

electric 21.0 17.6 16.4 20.5 22.4 19.4 

battery Z 1.7 a a 3.8 1.8 
Record player 6.8 5.0 6.8 8.4 5.2 EB | 
Lamps 

Hoor 22.6 23. 22.4 15.8 23.7 21.8 

table 15.6 10.0 11.4 eon 16.6 15.3 

wall 8.3 ys 10.5 7.4 10.4 iz 
Utensils 

iluminum 13.3 15.] 16.0 7.4 10.4 12.4 

enamelware 5.4 3.8 2.3 3.3 a2 5.9 

stainless steel with copper bottom yh 9.2 7.3 5.1 9.0 2.4 

stainless steel 4.3 4.3 Wes 23 3.3 1.7 

cast Iron 6 a 2.3 5S _ 

glass 9 3.8 2.3 1.4 3.3 3.5 

other 5 
Pressure cooker (eanner) 17.9 14.6 i 11.2 11.4 10.6 
Pressure saucepan 17.5 9.6 11.0 17.7 9.0 10.6 
Silver (flatware) 5 9 15.1 11.9 20.5 10.9 rei 
Cutlery 3.3 | 14.1 2.8 4.3 4.1 

a2 . 
Eight Mid-West States Hollow Alu- Con. 

; , Wood Steel tile minum Tile crete 

Farmers’ buying requirements as projected to cover all of New corn 
the eight Mid-West States Illinois, Indiana, Wisconsin. crib 130.910 16.114 8.700 15,698 _ 

Minnesota, Towa, the Dakotas and Nebraska. Figures are New silo 7.741 3.889 — 1,705 12,590 55,8 . 
numbers of farms. New brooder mile 
Poultry house 104,730 = 1,508 — 4609 8,312 H 
? House Equipment for brooder house— 
Materials and Dairy Hog Milk (By the El G Oil Coal 
Equi t fo B Hous House Ladies wee = ; ep 
> aeptiete . _ “ poultry water warmer: 129,170 3,632 29,844 4.516 
Planning new bldg. ae “ eae brooder: 99.130 7,002 42,504 5,348 
Build yourself 183.670 —- 152,57 
Wood 57,700 123.900 69.690 121.100 GENER . ae . . . 
’ -ENERAL EQUIPMEN Which Are Considering ? 
Steel 8.231 6.401 5.068 2.169 _ , ? TENT hich Are You Conside — 
Hollow tile 25,946 29,600 65.570 23,515 Pressure water system pinged 
; 929 
Aluminum 6,728 2.644 10.930 3.904 Windmill = 
Repair, walls 98.760 36,554 27.770 68.600 Pump jack raged 1 
roof 148.890 50,540 15.400 92.880 Stock tank 117,310 
floor 120,420 58.600 32.710 84.490 Stock tank heater: electric caren 1 
yas 9 £99 
Repaint soon 320.520 130,720 80.990 196.350 = <.622 
Ventilation (fan) 41.850 8.858 20.868 29 690 oil 67,145 
- -~ . ( 

(without fan) 31,036 32.580 23,254 62,170 ij coal 13,490 / 
Insulation 26,560 22.364 54.002 67,150 ivestock ae haba t 
Electric lighting 158.200 123.980 101.720 199,540 Power take-off 25,170) 

Stalls 54.912 . = P separate power unit 13,302 C 

Stanchions 155.960 — _ — ee 

Fans 26.862 65.470 Power take-off 31,430) 
V 
Cc 
Vv 
a 
n 
s 


Water heater. 
electric 
fas 
oil 
coal 


Mew h. milk cooler 


Mech. water softener 


Window material 


(other than glass) 


Other Buildings 
Hollow 


Wood Steel 
New 
machinery 
shed 164.980 80.240 
124 


Tile 


27,332 


87,720 
1.605 
16.350 

1.565 
66.940 
10,378 


Alu- 
minum 


64.280 


67,480 


Con- 


Tile crete 





Flashlights 
Flashlight batteries 
Air compressor 
Cream separator 
Lawn mower: hand 
power 
Fencing and gates 
Electric fence 
Garden tractor 
Auto tires 
Truck tires 
Battery charger 


THE HOUSE 
Planning new house 
Repair or remodel old house 


HARDWARE 


137.970 
195,280 
92.080 
54,152 
78.490 
194.300 
384,240 
101,480 
55.630 
224.880 
83.470 


25,637 


—* 
| 7 


For full 
heaters, 





104.940 
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337.080 
23,269 
61.300 
117,310 
68.560 
2.622 
67.145 
13,490 


25,170 
13,202 


31,430 
22,374 


203.570 
20,902 


137.070 
162.910 
114,410 
14,794 
155.940 
58.450 
37.620 
137.970 
195,280 
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indsight doesn't put any dollars in 
the till... get your orders in now 
for the Dearborn heaters you're going 
to need when it starts raining orders! 


And we know how hard it's going to rain, 
because Dearborns are the chief 
order-makers on the merchandise front today. 
Dearborn holds top position in dollar 

volume of gas space heater sales by 





consistently giving consumers top dollar —- won ee and Distributed by: 
values. Over 1,000,000 users already know 1700 West Posies i DE STOVE 
Dearborns give them top dollar value, Outten, — . ~ canregnrnee Svemee 
and Dearborn will tell millions more in frequent 209 South sinitindig sete 
magazine, radio and newspaper advertising Ms Florida “annem” 
throughout 1948. Dearborn safety, Dearborn tna, Seem 
styling and Dearborn performance will "Memes 122 Avenue 1738 East Sycamore 
still be the world's champion order-maker ae Building. “Hones, Gite 
if 1948. Back the champion! New Gttems teste, . 

Place your order now... Lubbock, Texas Kansas City, Missouri 

Get the Dearborns you want Oktober” {ast Bone 

3625 South ee P.O. Box 1134 
For full information about Dearborn'’s complete line of superb Los Angeles, Cdillents Omaha, Nebraska 


heaters, floor furnaces and evaporative coolers, write TODAY to || 1siterchandise Mart 
] Market Street 
22 
{| San Francisco, California gh — i 
’ ‘ado : 


THE WORLD'S FINEST, SAFEST GAS HEATERS 
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Jhe FIRST 
IMPROVEMENT 


IN SELF-GENERATING 


BLOW 


TORCHES 


IN QVER 30 YEARS! 


“BESJET" 


by HARMIC 
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HARMIC MFG. CO. 


Box 64-E Somerville, Mass. 


Obtain Catalog Our Complete Line 
of Quality Soldering Products 
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Add or modernize: kitchen 290.610 


bathroom 321,950 
utility room 69,580 
attic 25,340 


basement 200,250 


FOR MRS. FARMER 
If repair, which? 
304,240 
Exterior 197,150 
Roof 145.660 


Interior 


Basement 142,860 
What painting will be done soon? 
Interior 391,800 


Exterior 363,620 


HOME CONVENIENCES 
AND FURNISHINGS 
Which of the following 


do you have in mind? 


Wiring for electricity 223,910 
Bottled gas installation 147,480 
Insulation 140,480 
Air conditioning 34,300 
Running water in kitchen 386,670 
bathroom 332,790 

laundry 195,460 

Water heater: gas 63,000 
electric 218,860 

oil 61,260 

coal 21,810 

Mechanical water softener 103,240 
Washing machine. regular 144,830 
automatic 55,700 

FOR MRS. FARMER 

Clothes dryer 27,220 
Dishwasher 35,090 
lroner 74,830 
Vacuum cleaner 186,430 
Mechanical refrigerator 288,270 
Home freezer 307,780 
Kitchen cabinets 278,880 


Kitchen range: electric 164,610 
coal-wood 55,220 

bottle gas 167,120 

other 27,710 

Room or space heater: oil 54.840 
coal-wood 27,480 

gas 8.260 

(Central heating plant: coal 46.840 
gas 24,365 

oil 84,060 

stoker 23,299 

Linoleum 355.540 


Electric appliances: mixer 251,820 


toaster 224.800 
coffee pot 81,720 
churn 34,230 
clock 182,420 
curling iron 11,734 
roaster 61,130 
waffle iron 169,110 
pasteurizer 59,140 
iron 148,240 
shaver 80,290 
kitchen fan 88,410 
Portable fans 98.040 
Radio: electric 236,980 
battery 13,025 
Record player 81,310 
Lamps: floor 259.030 
table 164,730 
wall 102,510 
Utensils: aluminum 148,210 
enamel ware 48,010 

stainless steel 
copper bottom 82.850 
stainless steel 49.250 
cast iron 8.885 
glass 30,110 
other 945 
Pressure cooker (canner) 158,930 
Pressure saucepan 165.550 
Silver (flatware) 148,140 
Cutlery 44,130 


The Follow-Up Pyramids Appliance Sales 


(Continued from page 103) 


shows the prospect what he 
means. 
Having brought the prospect 


along this far, Mr. Hughes says 
he can get in some mighty good 
work, about the 
various sizes of kitchen units, so 
that almost any kitchen can be 
fitted with a minimum of changes. 


sales telling 


The store’s service man can very 
easily installation 
jobs without any waiting. 

The next stop is to ask the 
customer’s permission to let Mr. 
Hughes visit the kitchen, look it 
over and make recommendations 


handle’ most 


on types of units that can be 
installed and the costs. In some 
instances he also makes rough 
sketches of how the new kitchen 
will look, a fact which pleases 
many prospects. 

entering the 


Prospects store 


intending to inquire about new 
kitchen sinks, can often be sold 
complete model kitchens. Already 
interested in kitchen improve- 
ment, they are ready to listen 
to suggestions. 

“It is amazing how many 
model kitchen prospects can be 
secured through 
channels in a 


ordinary sales 
hardware store,” 
says Mr. Hughes. “Almost any- 
one who buys anything for more 
comfort, convenience or improve- 
ment for a kitchen is regarded as 
a model kitchen prospect by us.” 

Mr. Hughes and his partner 
A. H. Heckler, push appliances 
sales and service heavily for 
several reasons. They like the big 
sales and healthy profits which 
accrue from appliance selling 
and good service. The partners 
are former appliance dealers. 
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“We just about went broke in 
the appliance business in the 
early °30°s during the depres- 
sion. Mr. Hughes frankly ad- 
mits. “and the principal reason 
was because we lacked store traf- 
fic. Then we got a chance in 
1934 to buy this hardware store. 
which we did. We were delighted 
with the steady daily trafic flow, 
built up our appliance and other 
departments, and today every- 
thing is pretty swell.” 

Mr. Hughes and Mr. Heckler 
like to explain key performance 
and economy features of all ap- 
pliances in stock. and no prospect 
needs to leave this store hecause 
of failure to be shown what each 
appliance can do. This thorough 
presentation, Mr. Hughes _ he- 
lieves. is wanted by the majority 
of appliance prospects and, so 
far as the hardware store is con- 
cerned, it has paid off in greater 
appliance sales. 


Service Department 


Vital to any appliance sales 
program, especially in a_ rural 
area like Northfield. (population 
4.200) is an efficient service de- 
partment. The Hughes & Heckler 
firm has a full time service man 
who is qualified to handle a wide 
variety of appliance repairs, and 
this is an important factor in 
making appliance sales. 

The store is geared to handle 
repairs on washing machines, hot 
water heaters, including  milk- 
house installations, water pres- 
sure systems, vacuum cleaners 
and the like. Outhoard motors are 
also sold and repaired. 

For many years the firm has 
sold, installed and serviced water 
pressure systems, this part of the 
business giving valuable contacts 
with numerous farmers in the 
area. 

Neither of these dealers is 
worrying about future merchan- 
dising conditions. They are too 
busy selling and installing ap- 
pliances right now to worry about 
a saturation point. In fact, they 
feel that there will always be an 
appliance market in city and 
farm homes, for dealers who do 
intensive selling on the wide 
range of appliances that fit into 
these two markets. 
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No motor body interference. 
100°, Accessibility to wheels. 
Makes awkward grinding jobs 
easy. 


Sturdy !/3 HP motor easily de- 
tached for other jobs; approved 
switch, cord and plug. 


Operating speed easily changed 
by varying pulley size on motor. 


More grinding capacity — wider 
grinding wheels — bigger arbor 
shafts and bearings. 


Steel motor mount assures rigid 
mounting and proper belt tension. 


Also supplied without motor. 
Attractively priced. 



















E66G 
FOR GARAGE and SHOP 





A FULL LINE OF 
TOOL GRINDERS 


TOP QUALITY WISSOTA Grinders of 
modern design include electric, belt-driven 
and hand-operated models for shop, ga- 
rage, farm, school or home. 


BACKED BY MOST YEARS EX- 
PERIENCE IN DESIGN & MANU- 
FACTURE OF TOOL GRINDERS 


Ask Your Jobber's Salesman 


Write for Complete Catalog 











The 


d-Viser 


Testing Your Advertisements 


No one can fell just how an advertisement will pull 
and the advertiser can best ascertain the possible 
results by testing it fully from every angle 


i cdieilicy the man- 


ager of a large hardware store 
was asked to approve a series of 
newspaper layouts. Carefully. he 
examined the copy. the layouts 
and the illustrations of the cam- 
paign. Then he looked up at the 
advertising manager. 

“What guarantee.” he asked, 
“do I have that these ads will 
pull? How can I be sure that ['m 
not pouring money down a drain?” 
The advertising manager. a man 
well seasoned in the art of pro- 
moting sales, smiled wryly and 
said. “There is no guarantee. I 
believe that these ads will do a 
good job. But vou never can tell. 
There are too many factors in- 
volved.” 

This answer does not reflect 
upon the intelligence or experi- 
ence of the advertising man. He 
wave the only possible answer 
under the circumstances. Results 
can never be accurately predicted 
and available expert opinion is 
based purely upon the results of 
the past. Fickle market conditions 
make surety impossible. However. 
certain methods have been de- 
vised which minimize the possi- 
bility of failure of advertise- 
ments. These important procedures 
come under the heading of testing. 

Every retailer should test his 
advertisements to some degree. It 
eliminates haphazard 
and gives him a sounder footing 
upon which to promote business. 
Testing, too, enables the merchant 
to get down to actual facts not 
fiction . . . to current experiences 
not opinfons. Testing will stop 
cold any advertising man whose 
pet ideas may be unknowingly 


guessing 
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By IRVING SETTEL 
Advertising Manager, 
Concord'’s, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


hurting your business. Testing will 
help you to guard against any 
distorted ideas you yourself may 
have which is slowing business. 
Testing keeps you in touch with 
advertising trends. with public 
attitudes, with the very pulse of 
your community. 


Possible Elements 
Which Can Be Tested 


Actually. any part of an adver- 
tisement can be tested. However, 
it is necessary to narrow your 
testing elements down to the most 
important. Consequently, we will 
discuss only those which directly 
affect a retail campaign. 

1. Appeal and Copy. This may 
include your headline, your body 
copy and your approach to the 
selling idea within the ad. Since 
there are many ways to sell your 
merchandise, it is profitable to 
determine which is the most ef- 
fective. Testing will tell. 

How can we test “appeal” and 
“copy? Simply by watching 
closely the results of your ads. 
Run a series of advertisements. 
same size, same newspaper. simi- 
lar conditions wherever possible. 
Sell identical or closely related 
items. Use any one of a number 
of possible appeals such as 
economy, quality, durability, etc. 
Change your copy and your head- 
lines in each ad. Then check your 


A 


Part 18 


results. The winner represents the 
best possible appeal and copy you 
can use. With this knowledge in 
hand, it is possible to get the 
most out of your advertising. 

2. Media. What type of media 
should you use to get the most 
out of your advertising dollar? 
Is radio better than newspapers? 
How about direct mail? If you 
cannot afford all three (the ideal 
way), which will achieve the best 
results ? 

Again testing will give you your 
answers. Plan a sale to be pub- 
licized in each of the available 
media. Here too conditions must 
be as close as possible. Run the 
sale in the newspaper only. 
Check results. Run a similar sale 
on your radio. Check results. Run 
one with direct mail. Check re- 
sults. Then repeat in reversed 
order. Again check your sales. 
Your results will tell you where 
to spend most of your advertising 
money. 

3. Newspaper Position. Within 
the newspaper itself, there are 
certain “positions” which will at- 
tain greater readability than 
others. Which of these positions 
is best for you? Will an ad on 
the sports page sell more hard- 
ware used by men? Will the 
women’s page attract more wom- 
en? Is the right or left hand side 
of the page best? Is the front or 
rear section best for your busi- 
ness ? 

If you are a good customer at 
your local newspaper, testing will 
be an easy job. Merely arrange 
with your editor to have your ad 
placed in a_ different position 
every week. He may charge you 
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SERIES 


PATENT PENDING 








APARTMENT DOOR KNOCKER EQUIPMENT 


SEND FOR 
THE NEW 
BUILDERS 
HARDWARE 
CATALOG 





Tmane 


PADLOCKS . 





AIN DOOR f 
in RIM’ NIGHT ‘LATCHES 
— BUILDERS HARDWARE 


3 ,y 


8 SERIES oe 


eter 


Raj 
me LOCK co LANCASTER Pa 


AVAILABLE FROM YOUR DISTRIBUTOR 


E. T. FRAIM LOCK COMPANY, INC. 


LANCASTER, PENNSYLVANIA 
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EVR-LAST 


CLOTHESLINE PULLEYS 
GUARANTEED RUSTPROOF 


There must be a reason 
WHY EVR-LAST pulleys 
are preferred. Solid 
die-cast wheel of RUST- 
PROOF zinc and alu- 
minum. Solid machined 
bearing makes pulley 
easy running and long 
wearing. Extra deep 
throat KEEPS the line 
on the pulley. Made in 





three popular sizes, 7 
inch, 5!/2 inch, 3!/2 inch. 
Quality pulleys at popu- 


lar prices, 


EZ LINE SUPPORT 
se For 


Made 
sizes of heavy electro- 
plated steel. RUST- 
PROOF zinc wheel. 


Necessary to keep long 


pulley clotheslines. 


in two popular 





lines straight. 








A 


E Z LINE FASTENER AND 
TIGHTENER — for wire lines 


A very handy connec- 
tor for stranded wire 
clotheslines. Easy to 
tighten the line, It 
goes through the 
pulley. RUST - PROOF 


zine alloy. 





LINE-TITE ROPE TIGHTENER 


Easy to connect 
and tighten rope 


y\ lines with this 
| \_—<3} RUST-PROOF alu. 
te FE’ minum tightener. 
pe no Economically 
priced. 


Order from your jobber. 


Full information available to jobbers 
everywhere. 


BERKELEY SPECIALTIES COMPANY 
899 Gilman Street Berkeley 2, Calif. 
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a little extra for this privilege 
but it will be well worth the 
expense. Your sales will reveal 
which position is doing the very 
best job for you. Generally right 
hand sides of right pages are best 
for retail hardware ads. The out- 
side of any page is usually better 
than the inside. Back pages are 
often preferred to center pages. 
However, these rules are flexible 
and frequently change with busi- 
ness conditions. 
determined 
which position is best for you, try 
to maintain your place. Not only 
will it attract the maximum 
amount of customers. but also 
readers will accustomed 
to seeing your ad on that page. 
Eventually, they will actually 
look for it. 
4. Seasonal 


Once you _ have 


become 


What 
times of the year are best for ad- 
vertising? Shall one “push” sea- 
sonable ordinarily 
sell very well anyway during cer- 
tain months? Is it 
create sales of 
items when people do not ordi- 
narily buy them? 


Variation. 


items which 


possible to 
non-seasonable 


Very often, answers to these 
questions can be found in the 
individual retailer's experience. 
In most cases, it is best to adver- 
tise items which normally sell in 
season, A little extra sales promo- 
tion and volume can be increased. 
However, this rule too varies in 
individual cases. 

Nevertheless, certain items are 
salable the year round. For these, 
testing over an entire annual | 


se 
riod will tell you which season is 
best to 
sure that 


promote these sales. Be 


conditions are similar 

every time you run the advertise- 

ment. 
It is 


nothing in advertising or business 


well to remember that 


is stagnant. There is constant 
change taking place. These changes 
occur in public tastes, in trends. 
even in advertising rules and 
ideas. Consequently, testing must 
be almost continuous so that your 
advertising can itself to 


these changes. There is one rule 


adapt 


that will never change, however. 
Before spending advertising mone) 
on a large scale, always test on 
a small scale. 


Making Salespeople Click 


(Continued from page 88) 


know the hardware business but 
they have forgotten all they once 
knew about selling, for during 
the lush years they could get 
away with anything and did. 

Now the end result is that the ma- 
jority, both young and old, don’t 
know how to sell your goods. 
Some of therm don’t know how to 
sell—period. A good many hard- 
ware store managers and owners 
could also benefit from a refresher 
course of some kind. 


Education Important 


Regardless of the size of any 
hardware store. education of sales 
personnel is most important. A 
regular training program should 
be worked out to fit the needs of 
each establishment simple for 
the little fellows and getting more 
detailed with the big ones. In the 
latter, perhaps each different de- 
partment or each specialty line 
should receive special attention 
. . . supplemented by courses in 


selling or marketing at local high 
schools, colleges or universities if 
such are available. 

No salesperson is so good that 
he won't benefit by a course of 
regular reading or 
study—either alone or in groups, 
followed by a full and frank dis- 
cussion period, plus some practice 
work with others who can help 
guide. Such work will benefit the 
managers as well as the 
people. 


systematic 


sales- 


In such discussions the pro- 
prietor or manager should observe 
these rules: 


Observe These Rules 


make too much of 


1. Do not 
a ceremony of the discussion; 
keep it friendly and spontaneous 
rather than stiff and formal. 

2. Be friendly but firm about 
ideas you know are sound; al- 
ways explain the reasons why. 

3. Never 


work without giving the correct 


criticize bad sales 
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method and showing why and how 
it is better. 

1. Make sure the salesperson 
inderstands your point before 
eaving it; rehearse doubtful situ- 
ations together. 

5. Never hurt a salesperson’s 
feelings by making fun of his 
work; be constructive, not de- 
structive. 

6. Encourage initiative. but 
have your salespeople stick to 
tandard procedures; they pay 
best in the long run. 

More detailed steps to take in 
raining sales personnel will fol- 
ow in future articles. The next 
me: “How to Get in the Groove.” 


Good Credit Men Are 
Good Salesmen 


(Continued from page 121) 


to Sell Banks and Banking to 
the Public.” While preparing that 
talk I learned that the essence 
of selling bank services is giving 
courteous personal attention to 
customers and depositors. It is 
treating people as people. John 
B. Mack, Jr.. director of The 
Public Relations Counsel of The 
American Bankers Association, 
expressed the opinion that. 
“Bankers, being literal minded 


people. are too prone to talk’ 


about things from the banking 
standpoint and, consequently, 
most of the merchandising in the 
business has been rather drab and 
to a considerable degree in- 
effective.” 


Requires Teamwork 


Successful business operation 
requires teamwork. Good credit 
men and good salesmen are not 
antipathetic. They complement 
and supplement each other. To- 
gether they form a team which 
can move only in one direction 

toward greater and greater 


success, 


Farmers C of C Members 


The Chamber of Commerce ol 
Manhattan. Kans., admits farmers 
into its membership. This creates 
soodwill between rural residents 
and the city merchant and each is 
able to understand the problems 
which confront the other. 
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BS, With the new demand for more efficient 
ee) closet space, leading home furnishings 
We magazines are constantly pointing to 


cluttered, outmoded closets as the homemaker’s 
No. 1 headache. You can cure this headache 
profitably when you feature K-Veniences. 


K-VENIENCES will modernize and beautify 
any closet. They double closet capacity, keep 
everything in easy reach, save pressing — and 
they can be installed in a jiffy. K-VENIENCES 
give so much value for so little money. 


K-VENIENCES ARE YseTesvedl 


FEATURE THEM CONSISTENTLY 





Garment bracket increases 


Clothing carrier brings 
clothes within easy reach. 


hook capacity six times. 


j 7) . “tiem aa: 
= — 
Nts ? 


on oY 
Shoe rack holds five Extension closet rod holds 
pairs of shoes securely. clothes without sagging 






SEND FOR 
| FREE BOOKLET 


GRAND RAPIDS, MICHIGAN 
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The Dean's Page 


| HAVE been asked to 
write another article on a subject 
discussed by me several years ago 

“Profitless Prosperity”. 

I could never get my thinking 
straight on economics until | 
thought out and applied the idea 
that money was not only gold o1 
silver. Now just get this simple 
formula and it will clarify many 
economic situations. Money _ is 
really nothing but stored up labor. 
So many hours of labor to be de- 
livered for so much’ money. 
Everything we buy of others in 
the form of products is just so 
many hours of stored labor. The 
same goes for services. The price 
generally fixed for an hour of 
labor in our community makes the 
actual value of our money. For 
instance if your wife wants a maid 
and can’t get one for less than 
$10 for a week of 40 hours—tfive 
days at eight hours of work each 

and if your wife has on hand 
$10 in money she actually com- 
mands with her $40 cash 40 hours 
of a maid’s work. Her dollar 
means one hour of maid's work. 
Now if the maid demands $2 an 
hour for her work your wife’s 
$140 commands only 20 hours of 
work instead of 40 hours. So her 
dollar has gone down 50 per cent 
in purchasing value. Her dollar 
that formerly bought an hour's 
work now only buys half an hour. 
So as the price of labor goes up 
and down the value of your wife’s 
dollar either increases or de- 


creases, 


What Is Prosperity? 


What is prosperity? Broadly. it 
is that time when at the end of 
the month at home, or the end of 
the year in business you show a 
surplus of income as against a 
loss. 

If a surplus develops at home it 
means simply in dollars that your 
wife is paying out in living ex- 
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pense less than you are giving her 
in dollars. 

To put it all in a_ nutshell, 
whether at home or in your own 
business. if you have prosperity 
it only means your income in 
work hours from some service or 
production you control is greater 
than what you pay out in money 
for hours of work by others for 
what you want, (service) or what 
you need ( products, food, clothes, 
etc.) 

All this will vary from many 
causes. Maybe your wife dispenses 
with the maid and does all her 
housework herself. Or in your 
business your sales increase or you 
get higher prices—-more dollars 
for your goods or services. So the 
point is that for you the whole 
picture of prosperity or failure 
depends on what you pay out for 
one hour's work. If you pay out 
more dollars for work hours than 
you receive you are sure finally to 
use up your surplus or. in a 
word, “go broke”. So as surpluses 
of stored labor increase we have 
prosperity. When they decrease 
all over the land we have a de- 


pression. This is just as true of 
national as of personal financing. 

The most foolish advertisement 
| know is one of a man you all 
know,—-he dresses in fancy sports 
clothes and stands ready to tee off 
on a swagger Florida golf links 
while his wife stands by gazing 
admiringly at her handsome hus- 
band, At 40, according to the ad- 
vertisement, he started saving and 
putting his money in a bank so 
that at 50 he could draw it out 
and retire at $150 a month. 

Sure he was weak-minded. He 
did not figure that as the price of 
everything increased his dollars 
saved up in a bank or an insur- 
ance company actually decreased 
in value as their purchasing power 
was reduced. 

When this optimistic idiot drew 
a large lump dollar bonus he did 
not realize it had little value be- 
cause it bought less. I once was 
really prosperous in Kansas 
chickens were 25 cents each—ege~ 
10 cents a dozen. A maid worked 
10 hours a week for $12. Painters 
and carpenters got $5 for a 10.- 
hour day. As a salesman. I earned 
$150 a month and got a bonus of 
$600 at the year end for extra 
sales. Hardware business was 
good. There was a lot of build- 
ing. A lot of tools were sold. In 
four years we saved enough to 
buy a lot and build a six-room 
cottage at a total cost of $2.500. 
The same today would be $6,000. 


Inflated Dollars 


A lot of people are kidding 
themselves today. Papers report 
large corporation profits. Its a 
joke. Wait until they start to re- 
place worn out machinery, put up 
needed buildings. All coming in 
is in inflated dollars. All paid out 
is in cold cash. Large paper sur- 
pluses. yes. But what will these 
fine looking, large figures buy? 
That is why with abnormal profit 
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IMMEDIATE DELIVERY! 
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SPEED LOAD 


Streamlined for quick, clean, efficient application 


Wu (ALK 
“THE WORLD'S FINEST CALKING” 


What a selling combination this is! The world’s 
standard of calking quality plus the most efficient and 
practical calking load on the market. Adheres to almost 
any surface. Standard color is “‘off-white.” Order now. 
IMMEDIATE DELIVERY guaranteed! 


Nu-CALK Calking SPEED LOADS packed 
Compound is furnished 10 loads to a carton, 4 
in Y, pint, pint, quart, cartons to a case. Full 
gallon, 5S-gallon cans. freight allowed on 8 
Also 55-gallon drums, = cartons or more. 
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PRODUCTS 














Ck 
AN 
». CURG-DUNCAN COMPANY 


act 
Urers, Oklahoma City, Okla. 
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’Nu-Glaze 


instead of putty! 


Nu-Glaze sells fast and repeats. 
It's the perfect material for glaz- 
ing wood or steel sash, replacing 
putty, setting plumbing, filling 
cracks, boatwork of all kinds, and 
general patching purposes. Sets to 
a rubber-like consistency. Clean to 
handle... requires no working up. 
Cheapest material to use in the 
long run because it “stays put.” 


Furnished in ¥/ pint, pint, quart, 5 Tb. 
OLUTNTEB A ini 12's tb. cans, Alo in 25, 30, 100 


and 880 fb. drums. 


MACKLANBURG - DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


SOLD ONLY THROUGH HARDWARE STORES, BUILDING SUPPLY DEALERS AND LUMBER YARDS 
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DISPLAY ITEMS 


SCREEN 
PAINTER 


Paints 10 times faster 
than a brush, allows use 
of full-bodied, fully-protective paint, yet 
never clogs the mesh. Easier to use and 
clean. Nationally advertised. 


ATTRACTIVE DISPLAY 
FREE display die-cut to fit 
quart screen paint can, 
holds actual Jiffy. Sells 
Jiffy and the screen paint, 
too. 


APPROVED BY WORLD 
LEADING PAINT MANUFACTURERS \ 
AND CONSUMERS 













ROLLER 
APPLICATOR 


Especially engineered 
for water thinned 
paint, makes anyone an 
expert painter. Ap- 
proved by world’s lead- 
ing paint manufactur- 
ers, and users. 

COLORFUL DISPLAY 
FREE display holds ac- 
tual Jiffy Roller Appli- 
cator and shows out- 
standing features. 


LONG PROFIT 
QUALITY GARDEN TOOLS 











1-2 Dandelion Diggers 
3 Grass Whip 
4-5 Grass Hooks 


SEE YOUR JOBBER OR WRITE DIRECT 


A. B. CARLSON & COMPANY 
Aurora 3, Illinois 
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reports common industrial stocks 
decline on the market. 

Just read a 
American 


prospectus of 
Tel. Millions 


of more customers and phones, 


Tel. and 


Millions of bonds for expansion, 
but earnings down to $8.18 per 
share. And they have a national 
monopoly and their prices are 
fixed by The 
dollar they earn has not kept up 
with 


“work hours” they pay 


law. value of the 
the value of the dollar—in 
for work 
hours they must have in services 
and material. 

While they are capitalized in 
billions they are just as vulnerable 
as a small concern. They are en- 
joving “Profitless Prosperity’. 
They are paying more for dollar 
work hours they buy than they are 
getting for their The 
more they keep up this game 


service. 


the more hours they pay for—the 
sooner they will have trouble. In 
the last analysis it’s all simple. 
They are selling millions of work 
hours for less than they are buy- 
ing millions of work hours. 


When the 


mence to feel the pinch of their 


corporations com- 


short-sightedness they will start 


the easy plan of squeezing a few 


more dollars out of their stock- 


holders by cutting down their 
dividends. When this wave of 


look out. A little 


where you can 


financing starts 
farm raise your 
own food will look good. You and 
vour wife still supply most of the 
work hours. 

The women of the country dur- 
ing the war years supplied a very 
large share of the work hours. Ask 
them-—they are pretty well fed up 
with the rest of the 
*Profitless 
ing how many men can turn out 


find 


tional sports 


family’s 
Prosperity’. Surpris- 
and money for all our na- 
a lot of good work 
hours being wasted. at horse races, 
prize fights and all kinds of 
games. Figure out how many 
“work hours” you can produce in 
a month or a year. Then figure 
out how much your car costs you 
in work hours. You will soon dis- 


cover what inflation actually 
means. 
Read your history. England 


flourished when steam produced 
cheap working hours. So the South 
prospered when the negro slave 
produced cheap hours. When the 
cost of national working hour ad- 
vanced, prosperity departed. 


Another Letter to Mr. Norvell 
On the Subject of Cutlery 


=o R series of articles on 
cutlery I have followed 
with great interest. As you have 
so clearly pointed out. cutlery has 
heen 


unfortunately subordinated 
y 


in many instances to more spec- 
tacular merchandise with a higher 
latter 


has had less importance in our 


unit value. even when the 
daily lives. Part of this is due. in 
my opinion, to the change that has 
taken place in our manner of liv- 


well as in our 


ing as buying 
habits. Nevertheless, I find use 


for my own pocket-knife so many 
and I 
mode of living is comparable with 
that 
ness executives 


times a day believe my 


middle-aged busi- 
that it’s hard to 
understand why so many men are 
content to be Per- 
haps we have failed in our selling. 

“This may be equally true in 
the household knife field. While 


our change in living habits may 


of most 


without one. 


have slowed down the use of the 
paring knife, the slicer. and the 
carving knife and fork. an ade- 
quate equipment for the normal 
home is just as essential today 
as it was in the days about which 
you have been reminiscing. 
“Although it is true that most 
of the old hand-wrought methods 
have passed out of the picture 
largely because of the tremendous 
increase in the hourly rates that 
prevail. even in the unskilled cate- 
gories—it is my conviction that 
there is being made available to- 
day by our American cutlery man- 
ufacturers as fine a quality of 
cutlery as has ever been produced 
anywhere, both in uniformity and 
styling. Our steel industry’s metal. 
lurgical advances in the quality 
of steel suitable for cutlery have 
given our cutlery manufacturer- 


alloys possessing greater edge 


holding properties than ever he 
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fore. Yet here again we are the 
victims of modernization. 

“The advent of stainless steel 
did away with the brick and knife 
board and substituted the soft 
dish-towel. which does keep knives 
bright. A skilled meat-cutter or 
butcher is a discriminating buyer 
of knives; he wants and gets the 
best. Yet he strokes his blade on 
his steel every time before he 
starts to make a cut. It stands to 
reason that. regardless of the 
quality and hardness of the steel 
in a knife, its fine sharp edge will 
bend over when in contact with 
a hard substance. This gives the 
illusion that the edge isn’t holding 
up; yet a few light strokes on a 
steel resets this edge to its former 
keenness. 


Deserve Respect 


“In my kitchen, in which I have 
gained some reputation as a chef. 
I have one forged carbon steel 
French cook’s knife, three high 
carbon stainless steel knives, and 
two chrome - vanadium - steel, 
chrome-plated knives. They have 
all been in constant use for the 
past four years. They are the 
products of four different Ameri- 
can cutlery manufacturers. I have 
also a 12-in. butcher’s steel. These 
knives have not been ground since 
the first day that I put them to 
work, and they are all still razor- 
sharp. But I never take them 
down from their rack and _ start 
to use them without first giving 
them a few light strokes on the 
steel. I’m satisfied that any one of 
these knives is as good as any 
knife made 25 years ago in any 
country by any manufacturer and 
that my experience can be dupli- 
cated by anyone who will treat 
his knives with the respect de- 
served by any fine cutting imple- 
ment. 

“You are correct in saying that 
there is a lot of cutlery. so called. 
which isn’t worth the powder to 
blow it up. The development some 
years ago of cold-rolled stainless 
steel is largely responsible for 
this. It can be fashioned into what 
looks like a knife and, because of 
very little outlay for 
equipment, can be sold at a low 


capital 


price. As in most commodities, 
we get in cutlery only as good 
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build REPEAT VOLUME 
around CUSTOMER SUCCESS 
with RESINIZED SPEED-GRITS* 


Your customer's pleasure at the success of his floor re- 
finishing job is one of the greatest factors affecting your 
rental volume and profit. The customer who sands one 
floor successfully, proudly plans other rooms in turn — 
and sells his neighbors on the idea, too. 


Sharp, free-cutting Resinized Speed-Grits Floor Papers 
insure customer success by reducing the normal trouble 
hazards of loading, glazing and burning. That's why your 
choice of Resinized Speed-Grits is so important in selling 
your rental floor sanding service. And you can be sure 
of "wide open" trouble-free cutting performance because 
every abrasive grain is doubly anchored to resist cutting 
heat and give your customers a beautiful, professional- 
looking job. 


Ask your jobber for Resinized Speed-Grits and write us 
for a complete kit of attractive business-getting sales 
helps including imprinted mailing cards, folders, news- 
paper mats and window streamers. 
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value. as we are willing to pay for. 
The public is asking too much 
when it buys a paring knife for 
10 cents and expects it to hold 
an edge. There used to be a mini- 
mum of 18 operations in the mak- 
ing and mounting of a hardened, 
tempered paring knife worthy of 
being classified as cutlery. It will 
take more than a miracle to pro- 
duce such a knife for 10 cents; 
yet the unenlightened public is 
buying many thousand dozen par- 
ing knives at that price. If I were 
in the retail business, I shouldn't 
allow my customers to buy that 
type of knife. 


Has Been a Football 


“Cutlery, undeservedly. — has 
been made a football to be kicked 
around. The distributor more 
often than the dealer is largely 
responsible for this, although the 
manufacturer must also shoulder 
some of the blame. Some distribu- 
tor gets the bright idea that he 
can ‘pep up’ his cutlery sales by 
inducing some manufacturer to 
make him a ‘special’ to retail for 
35 cents when the standard knife 
is a good value at 49 cents. He 
dangles a very substantially sized 
order before the manufacturer ,to 
get him to make this ‘special’ and 
agrees to sacrifice some of his 
profit if the manufacturer will do 
likewise. Cutlery has never within 
my experience paid the manufac- 
turer the profit for such skills as 
are required to produce it a 
profit comparable with that of any 
other commodity requiring simi- 
lar skills; therefore it is an impos- 
sibility for any manufacturer to 
make a 35-cent ‘special’ compar- 
able to the 49-cent article. 

“Unfortunately and this is 
more serious- specials keep alive 
the false idea of the value of good 
cutlery in the consumer's mind, It 
keeps alive the slogan: “They 
don’t make as good cutlery as they 
used to’. The distributor himself 
may have increased his dozen vol- 
ume by a considerable amount; 
but his profit column is not aug- 
mented by anywhere nearly the 
same ratio, 

“Since this type of merchandis- 
ing has been so prevalent over a 
number of years, is the manufac- 
turer unjustified in feeling that 
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the distributors have contributed 
by no inconsiderable degree to a 
lowering of cutlery standards? 
Hasn't the distributor also weak- 
ened his position by giving his 
salesmen the feeling that they can 
make a killing in cutlery only if 
they have a ‘special’ offer? Aren't 
we also destroying the incentive 
for salesmanship ? 

“During the past two years an 
increasing number of our manu- 
facturers of fixed blade cutlery 
and pocket-knives used consider- 
able space in national publications 
to make the public more conscious 
of cutlery and its value. Just now 
practically the entire industry is 
engaged in promoting a National 
Cutlery Week from May 16 to 
May 22. The sole purpose of this 
is to bring cutlery out from the 
back of the store to the front 
where it used to be—and to ring 
the cash register. The success of 
this joint effort rests largely in 
the hands of the hardware re- 
tailers all over the country. If 
every dealer in cutlery will put 
in an attention-compelling win- 
dow. using the material which his 
distributor will be prepared to 
supply. if he will plug Cutlery 
Week in his regular local news- 
paper space and radio script. if 
he will make sure that his sales- 
men call attention to cutlery and 
suggest replacement of old dull 
knives with more up-to-date equip- 
ment. if he will impress the cus- 
tomer with the desirability and 
utility of cutlery as a wedding 
present. a gift for Mother’s Day, 
Father's Day. birthdays, bridge 
prizes, etc., and if he will go out 
really to sell cutlery, the results 
can well hold over throughout 
the year. 


Need for Understanding 


“This prompts me to say some- 
thing about the need for a greater 
understanding of cutlery and its 
uses on the part of our sales- 
people. It has been my experi- 
ence that the average salesman 
avoids pushing an article with 
which he is not thoroughly famil- 
iar. There is always the fear that he 
may be asked a question for which 
he doesn’t know the answer. Some 
years ago I gave before women’s 


(Continued on page 198) 








TRUE TEMPER 


THE § STAR LINE 


* HAMMERS: 
Dynamic Nail and Rip- 
per. Exclusive patented 
design. 


®t MATCHETS: 
Patented Dynamic De- 
sign. Power centered 
balance. Years ahead ia 
value and utility, 


w AXES: 

The Perfect and Flint 
Edge. Balance and utility 
wins universal user 
preference. 


* sHovets: 
The Solid Shank and the 
Dynamic forged socket 
... both forged in one 
piece from a bar of steel. 


* Stee. Goons: 
Value leaders for more 
than100years.Fire-Hard- 
ened handles add extra 
utility. 





* RODS AND BAITS: 
The Rod of Champions yj 
«+» The Lure of Experts, 










* HEDGE AND 
PRUNING SHEARS: 
Complete new line, fine- 
ly designed for top effi- 
ciency. 


* GRASS CUTTING 
TOOLS: 
Complete line of quality 
tools produced by mod- 
ern methods on modern 
equipment. 
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Disston Fast Cut 

File Display Assortment 
Henry Disston & Sons, Inc., Philadel- 

phia, 325, Pa., offers a_ file display 

assortment, No. 200. Each file is 





inserted in a Cellophane pouch, kind 
and size of file with blank spot for 
price printed on pouch in orange. 
Assortment includes the right quantity 
of sizes and patterns to suit dealer's 
requirements, Display unit holds 48 
files. Weight per unit is 914 lbs. Fast- 
cut files are made of high grade file 
steel with improved heat treatment. 
Teeth are said to be strong and 
accurately cut, Gullets are shaped with 
sufficient clearance to prevent clogging. 


Masters Metallic 
Compound 

James K. Harbinson & Co.. 408 Root 
Bldg., Buffalo 2, N. Y., offers Masters 
Metallic compound which is designed 
to perform four functions—protect metal 
parts of studs against the corrosive 
action of vapors, liquids, alkalis and 
brine by depositing a babbitt-like film 
of metallic lead on each; serves as a 
sealant for air lines, at valves, plugs 
unions, ete., as maker claims it is in- 
soluble in all petroleum products; as 
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a gasket between metal surfaces of the Arvin lron Kit 


closest tolerance; and as a lubricant for 
the running face of packings, expansion 
joints, etc. It is said that the product 
will not expand, contract or dry out. 


Harmic Besjet Torches 
“Besjet” torches are one-chamber 
styled, making the unit compact and 
easy to handle and use. Features 
greater concentration of seat in the 
power chamber. Glass wick assembly 
is shaped much like a large bullet 
without one soldered joint. Models are 
suggested to retail from $1 to $4. 
Harmic Mfg. Co., 20 Vernon St.. 
Somerville, Mass. 





Premier Enameled Pan 
The National Ideal Co., Toledo 4. 


Ohio, offers a 4 gal. porcelain enameled kit. it is a six-color, 12 by 10 in. cut 
pan with coppered wire grill and stand 
which can be used for feeding milk, 
medicine, mash or water to poultry. 


out featuring temperature conditioning 
and even heat, and it is accompanied 
by a window streamer, All are suitable 


Heavy coppered wire stand raises the for window, counter or shelf displays. 


top of the pan off the floor about 8 in. Mailing or handout pieces, price cards- 
and a descriptive “Tell and Sell” folder 


are included in this package, 


Coppered grill protects the contents of 
the pan. Maker claims the stand will 
support up to 200 Ibs. in weight 


Cory Electric 
Knife Sharpener 


Cory Corp., 221 N, LaSalle St., Chi 
cago 1. Ill, offers an electric knife 
sharpener suggested to retail for $11.95. 
Any knife, hollow ground, scalloped or 
straight edged, vanadium or stainless 
steel can be made precision sharp, says 
the maker. Guards eliminate any dan 
ger of personal injury. Provides a 20- 
deg. angle on either side of the blade 
Motor is claimed not to interfere with 
the radio. Six ft. long cord is included, 





and a handy storage compartment, It 
| is 84, by 34% by 3% in. and weighs 
L t 414 Ibs, packed. Wheel is 114 in. self 
dressing 3500 rpm. 
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Noblitt-Sparks Industries, Inc., Colum- 
bus, Ind., offers to dealers a promo- 
tional kit available with iron purchases, 
Shown is the stand-out piece in the 
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THIS CATALOG 
DESCRIBING IN DETAIL 


tHe Salter 
Feather -“Jouch UNE 


IS YOURS FOR 
THE ASKING 


So that you may know 

all the features of this 
revolutionary Prestige Feather- 
Touch Line and the variety of 
available patterns, send for this 
catalog today or ask for a copy 
at your plumbing wholesaler. 





5$71—Feather-Touch center set lavatory 
fixture on 4” centers complete with Sal- 
ter snap-lock pop-up waste. 











601—Feather-Touch sink fixture for in- 
stallation on metal or wood ledge sinks 
with 6” center openings. Complete with 
Salter flow control unit. 








306—Feather-Touch combination swing 
spout sink fixture on 8” centers with 
patented Hydro-Lock spout—its guaran- 
teed for 5 years. 


¢f) 260—Feather - Touch 
Lavatory sink faucet 
with new finger-tip 
circular handle. 







ee 
138D—Feather - Touch 
adjustable flange bibb 
with four arm metal 
handle. 


















In this mew Feather-Touch valve, Salter 
engineers have perfected an amazingly sim- 
ple valve. It’s a removable barrel type with 
no complicated working parts .. . just a stem 
and outer barrel or bushing which also 
serves as the cap. Conventional metal valve 
seats and washers have been entirely elimi- 
nated. Its finger tip Feather-Touch opening 
and closing action is achieved by the hy- 
draulic piston action of the stem sliding 
through two precision “O” rings. Working 
surfaces of these parts are precision finished 
to 3 thousandths of an inch tolerance 
and the stem is polished and plated to 
achieve the ultimate in smoothness. The 
above features make a valve which has 
operated on laboratory tests equal to over 
twenty years of drip proof service. See this 
new Feather-Touch line of fixtures at your 
plumbing wholesaler without further delay. 


* 


Ninth Sé 
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IN CLOSED 
POSITIO 


aaa Serpent he » 

Here the flow ports in 
the stem are below the 
Feather-Touch seal of the 
“O” ring. Note the slid- 
ing action of the ports 
past the seal of the “O” 
ring on the stem elimin- 
ates the pressure and 
friction necessary for 
closing ordinary compres- 
sion valves. 


IN OPEN 
POSITION 





Flow ports have now 
moved above the ‘“O” 
ring to permit a full 
flow of water thru the 
valve. Regulating the vol- 
ume of water flow re- 
quires. only slight turning 
of the handle 
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HORSES and MULES 


make a 


BIG MARKET 


Ta pat co 
COLLAR PADS 





@ Your customers wont them because they 
prevent collar choke, chafing, neck sores... 
increase pulling power. And your customers 
know Ta-pat-co, “The Pad with the Rust- 
Proofed Red Hooks.” 


Ta pat co 
SADDLE PADS 


* 








@ Correctly designed for utmost protection 
- +. correctly constructed for longest wear. 
Outstanding favorite among horsemen for 
years. Show them and you'll sell them! 


© = T = » - > sal AIS Y A/S 
Stock a-pat-co Pads NOW 


Your jobber has them! 


The AMERICAN PAD & TEXTILE CO. 
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WHAT'S NEW 











Whistling Tea Kettle 


Freeport Machine Works, Inc.. 16 E. 
52nd St... New York City, offers a 
2'%4-qt. whistling tea kettle made of 
solid stainless steel. Has a reinforced 
bottom, a cool plastic handle and a mir- 
ror finish, One hand operation permitted 
by a red lever handle which is moved 
with the thumb, Snaps back when 
released. Packed six kettles to a ship- 
ping carton, each individually packed. 
Shipping weight is 1514 Ibs. per carton. 


"Liquid Lure” Rat Trap 


The Piper Co.. 49 N, Gore Ave., St. 
Louis, Mo., is introducing a rat and 
mouse trap made of aluminum in which 
water is used as a lure. Metal con- 





struction permits one to remove the 
traps are 8!, by 3 4 in. while the 
odor of man and rodents previously 
caught by running scalding water over 
the trap or holding it over a flame. Rat 
traps are 8!g by 34% in. while the 
mouse traps are 344 hy 134 in. Rat 
traps are packed 1 doz. to carton, and 
mouse traps 24 to a carton. Rat cartons 
weigh 48 lbs., and mouse cartons, 20 
lbs. The suggested retail selling prices 
are 50 cents for the rat trap and 20 
cents for the house trap, 


Automatic 
Poultry Fountain 

Miller Mfg. Co.. Inc., 251 W. Kellogg 
Blvd., St. Paul 2, Minn., is making the 
Little Giant poultry fountain which is 
said to operate on any pressure or grav- 
ity. Rigid, it is made of brass and hard 


durable plastic. Keeps water clean an: 
fresh, day and night, says maker, anid 
is easily detachable for cleaning. Lj 
off the floor, straight pipe connection- 
keeps fowls from roosting anywhere o1 
or near it. 


Guide, Top Assortments 
Allen Mfg. Co., 22-78 Steinway St.. 
Long Island City, 5, N. Y., is offering 
two assortments, both packed in attra: 
tive, transparent Bill De Witt plasti: 
boxes. Both are designed to furnish 
the dealer with a supply of mountings 
in the most popular sizes sold in his 
vicinity. Salt water assortment No. 2 
consists of chrome plated stainless stee! 
guides in sizes CSG 12, six each: 
CSG 14, 16, 18, four each, and CSG 20) 





three each — and chrome plated stai! 
less steel tops in sizes CST 12, 14, 16. 
six each, and sizes CST 18, 20, 24. 
three each, Fresh water assortment 
No. 3 contains chrome plated stainle=- 
steel guides in sizes CSG 5, 6, 7, 12 
each, CSG 8, 15 each, and six each 
of chrome plated stainless steel tops: 
sizes, CST 5, 6, 7, 8. Salt water assort 
ment is suggested to retail for $30 
and the fresh water assortment for $25. 


Faucet Drip Stopper 

Edward O'Malley Valve Co., Chicago. 
Ill., has changed the name of its 
O'Malley faucet drip stopper. Thi 
design and function of the tool has 
not been changed, 
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Wax Applicator 

Ottoson Product Co., 1616 Lurting 
Ave., New York City 61, offers an 
automatic wax applicator which holds 
18 oz. of self-polishing wax in its hollow 





aluminum handle. Press on filling cap 
and the wax flows into the perforated 
tray and saturates the DuPont cellu- 
lose sponge. Screw up on filling cap 
and it is leak-proof in both ends, says 
maker. May be used as a mop as well 
as applicator. Changing from wool to 
sponge can be done in less than two 
minutes, it is claimed, The _ steel 
wool pad with soap and water is used 
as a scrubber before waxing. For linol- 
eum, asphalt tile, wood, ete, All alumi- 
num, except clamps and _ brackets. 
Handle 1 bby 48 in, Packed 1 doz. to 
carton, weight 32 lbs. : 





Dozy Duck Lamp 

All Plastics Corp.. Main & Field Sts.. 
Avon By The Sea, N. J., offers the 
Dozy Duck lamp for a child’s room. 
Lustron lamps are dainty, colorful, 
washable and sturdy, says maker. Duck 
and the base both glow with soft light, 
and the maker claims that the colors 
will not chip, crack or peel. 





Pneumatic Rubber 


Door Silencers 

Glynn-Johnson Corp., 4422 N. Ravens- 
wood Ave., Chicago, 40, Ill, offers two 
types of pneumatic rubber silencers for 
silencing doors and preventing latch 
rattle in hotels, hospitals, public build- 
ings and residences. Designed also for 
doors and drawers of office and house- 
hold furniture of wood or metal and 
on doors of cars, boats, etc. Silencers 
are made of live molded rubber in 
black or white. Maker claims they 
cannot work loose and are tamperproof. 
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TORRINGTON, CONNECTICUT 











, be) 
— Roller and Ice Skates, Fishing Rods, Hand Tools 
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BREEZE 
to 
QUICK 
SALES 
with 
THE NEW 
HOWARD 


Pulsacre 


RETAIL PRICE 


$39.95 


TAX INCLUDED 





Here's something really different in air 
circulators —the new HOWARD Pulsaire, 
operating on just-discovered air-flow princi- 
pies. It lifts cool air from the floor and 
gently diffuses it through any room. The cool 
air is impelled against the HOWARD cover 
tone by a high-speed EMC-powered fan, then 
deflected in gentle waves that ripple behind 
objects and into all corners. Every usual 
“dead spot” becomes alive with pulsating 


oir currents, 


This new conception of air circulation is one 
you can easily sell. And your sales efforts 
will be backed by a hard-hitting advertising 
campaign, with frequent messages in the 
Saturday Evening Post, Collier's, Life, House 
Beautiful, Trailer Travel, American Home and 
Better Homes and Gardens. Use the coupon 
for merchandising information to help you 
breeze to quick profits. Deliveries about 
May Ist. 


HOWARD INDUSTRIES, INC. 


Makers of Famous EMC Electric Motors 
230 $. LaSalle St. Chicago 4, Ill. 


| coeetienetientianetiatiemataetiaetteestietetie tiie a} 


| HOWARD APPLIANCE DIV. : 


HOWARD INDUSTRIES, INC. 
231 S. LaSalle St., Chicago 4, I. 


We are Jobbers [] We ore Deolers (1) Forward i] 
information () Ship.......... units Mode) B-| 
less discount. 
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| Power Fence Stretcher 
Moline Iron Works, Moline, Ul., 


offers a power wire stretcher that pro- 
vides a measuring device so all wires of 
a fence can conveniently be stretched 
to the same tension. Scale on the side 





of the body is calibrated in rods for 
barb and smooth wire, Operator pulls 
just hard enough to force the indicator 
down to the mark required for the 
length of wire being stretched, then 
staples it onto the posts. Eliminates 
need of secondary anchor posts for pull- 
ing purposes in order to stretch wire 
tight inside corner posts. Two models 
are available, model A-1 for single 
strand wire fencing, mainly smooth and 
barbed wire and A-2 stretcher designed 
to stretch woven wire of all standard 
widths and also smooth or barbed wire. 


Automatic Juice 


Extractor 

California Juice Master Co., 690 
Market St., San Francisco, Cal., offers 
an electric juice extractor. The appli- 
ance is continuous in operation, the 
feed of the vegetables or fruit as well as 
the straining of the juice and the expul- 
sion of the pulp is automatic, Maker 
offers both a vegetable juicer which 
extracts the juice from vegetables and 
deciduous fruits such as apples, pears, 
etc., and a citrus juicer which removes 
the juices from oranges, graefruit, etc. 
Action in each is similar except that in 
the vegetable juicer the entire vegetable 
is crushed. Juice, pulp and seed drop 











WHAT’S NEW 





into a perforated metal basket revoly 
ing at high speed. Juice is thrown out 
through the perforations into a stain 
less steel bowl and from there it flow- 
out the juice spout. Pulp meanwhil: 
climbs up over the rim of the basket 
and out the expulsion spout pushed up 
by the centrifugal force created by the 
high speed. Both are made from highly 
polished and durable food processing 
metal, an aluminum alloy. All parts 
that come in contact with the juice are 
stainless steel. Both extractors are 
precision made throughout. Bowl is 
removable for quick, easy cleaning. 


Premier 101 


Merchandiser 

Metal Trims, Inc., P. O. Box 1072, 
Youngstown 1, Ohio, is introducing the 
Premier 101 merchandiser for display- 
ing and selling mouldings and trims. 
Entire unit takes up 17 by 24 in. of 
floor space and contains an assortment 
of mouldings chosen to provide the 
fastest selling items in the best lengths. 





All extrusions have the Premier Hi- 
Lustre finish. The merchandiser _ is 
available without charge with the pur 
chase of the assortment recommended. 


Decorators’ Catalog 

Ridgely Trimmer Co., Springfield, 
Ohio, has issued a catalog containing 
18 pages with cover in color, describing 
and illustrating the expanded post-war 
line of painters’ and decorators’ tool- 
and supplies, Catalog, 844 by 11 i: 
has an index key to type of equipment 
in the front plus an alphabetical inde 
in the back. Each section is clear 
marked and each item identified 
both a bold caption and an illustratio 
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presents a new attachment 


that makes the Truffeat Iron a st 
iron — ati 


HERE AT LAST—THE PRACTICAL, EASY-TO-SELL SOLUTION TO EVERY WOMAN’S HOME IRONING PROBLEMS 


For the first time, homemakers have a common-sense tool Every woman will thank you for showing her the Tru-Heat 
for both kinds of ironing, dry or steam: the finest dry ironon _Iron.. . especially when you add to all its famous features the 
the market for regular ironing (which is about 75% of the new one that makes it a steam iron too. And think of all the 

job in the average family) plus the Steam Ironing Attachment folks who have already bought a Tru-Heat Iron. They're 
hich lets them do professional looking steam ironing and__ certainly going to want the extra advantages the Steam 


pressing with the very same fine Tru-Heat Iron. Ironing Attachment offers them 

No longer are two irons necessary ...no longer does a Yes, at last you have a really practical story to tell your 
woman have to handle the extra bulk and weight of an customers about steam ironing ...a story that’s going to 
ordinary steam iron when she isn’t using steam, pry loose more and easier sales for you. 


5 
@ + * a * a . © & ZS cs * & ‘ . : . “ses 


* 
* 
® Slips on or off Tru-Heat Iron instantly © Ordinary tap water can be used 
* @ Plenty of steam in 2 to 4 minutes e Can be cleaned easily at home 
® Irons 30 to 45 minutes on one filling @ Needn't be cooled before refilling 
® ® Larger soleplate cuts ironing time © Can safely be refilled with cold water 
@ Weighs less than 6 Ibs., ready toiron @ Water tank never gets hot 
e © Steam flow is easily adjustable @ Listed by Underwriters’ Laboratories 
e 


@ Every part made of rustiess metal @ Completely safe—no steam pressure 
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The Tru-Heat Iron with tapered back, The Steam Ironing Attachmeat slips on the The General Mills “Steam Team” is beauti- 
longer, larger soleplate, Safety Side Rest, Tru- Heat Iron in a second. Generates fully balanced, light in weight, easy to 
Tru-Heat Control, Button-Saver Edge. steam in 2 to 4 minutes. Steam irons or handle. Steam irons many washables 
One of the top selling brands in the presses 30 to 45 minutes on a single without the bother of dampening. Does a 
country because its features spell faster, filling. Tap water can be used because professional looking job of pressing wool- 
easier ironing toevery woman who sees it. unit is easily cleaned at home. ens without a dampened pressing cloth 
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OUTWEARS 


SEVERAL PAIRS OF 
ORDINARY GLOVES! 





TIGER GRIP is the glove that has proven its 
true worth on the job. It gives the worker 
greater protection because its specially knitted 
material contains hundreds 
of “loops"’ that cushion the 
hand. Soft and comfortable 
—cool in summer, warm in 
winter. By actual test it OUT- 
WEARS several pairs of ordi- 
nary woven fabric gloves. 








“A BETTER WORK GLOVE 
FOR EVERY PURPOSE”’’ 





NO. 271PK—LEATHER PALM GLOVE 
A quality safety glove. Leather palm, thumb and 
finger tips. Leather knuckle strap for extra pro- 
tection. 

ADVANCE manvfactures a 
complete line of cotton and 
leather gloves, welders gloves, 
wire-stitched gloves—a complete 
line of safety and protective 
clothing for every industry. 


52 page CATALOG 


ANTS 


GLOVE MANUFACTURING CO. 





DEPT. HA, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo» Chicago+Rome, Ga. 








WHAT’S NEW 








Kitchen Aid Dishwashers 
Hobart Mfg. Co.. Kitchen Aid Div., 
Troy, O., offers a line of electrical 


dishwashing machines. Line includes 





models ranging from the separate unit 
for installation in existing kitchens to 
models for built-in kitchen units and 
complete cabinet-sink-dishwasher 
models. Dishwashers are completely 
automatic in all cycles, washing, rins- 
ing and drying. Capacity is said to be 
ample to accommodate complete serv- 
ce for the average family in one 


operation, 


Garden Tractor 
Attachments 


The Midland Co.. 1200 Rawson Ave., 
South Milwaukee, Wis.. offers three 
Dandy Boy garden tractor attachments 

sulky with a spring mounted steel 
seat, wheels with 16 by 1.75 semi- 
pneumatic tires, and cadmium spokes 
set in a 4-in. hub with 2 oilite bearings 
per wheel. Axle is %-in. cold rolled 
steel and the adjustable tongue fits 
tractor handles of varying lengths. The 
lawn roller is made of 12 gage steel 
and the roller 18 by 24 in. long. Tongue 
is adjustable also to fit garden tractor 
handles of various lengths. Weight, 
when filled with water, is 300 lbs, Com- 
bination brake and scraper is operated 
by a foot pedal. 


Planting mechanism of the tractor 
seeder shown consists of a 4-brush agi- 
tator which sweeps the seeds over a 
pear-shaped opening. This feature is said 
to permit the passage of irregular shaped 
seeds. Two-quart covered seed can is 
provided. Furrow opener is a_ casting 
and is adjustable for depth, Marker 
bar is adjustable for spacing rows from 
6 to 26 in. Wheel is heavy steel, 16 in. 
with 24% in. rim and is provided with 
an alemite grease fitting. Adjustment 
for positive chain drive is provided. 


Hep, Insect Killer 

Bostwick Laboratories, Inc., 706 Bost 
wick Ave., Bridgeport, Conn., offers 
an aerosol insect killer called Hep 
contained in a push-button type con 
tainer for easy dispensing and suggested 
to retail for $1.09, Various insects that 
the superfine insecticidal mists will do 
away with are illustrated on a colorful 
label. Bomb uses a formula that com- 
bines various ingredients including 
DDT and pyrethurm. Former kills the 
insects within a short time and _ the 
latter knocks down insects upon con- 
tact. says maker. 





Dispenser fits easily into the palm of 
the hand, dispenses easily and is lightly 


scented. 


Vulcan Electric 
Display Panels 

Vulcan Electric Co., Danvers, Mass.. 
offers three display panels for Vulcan 
electric soldering irons, One shows the 
complete line of Vulcan plug tip irons 
another, Vulcan screw tip irons and the 
third, mercury irons for household use. 
Screw tip and plug tip panels are of 
metal in attractive colors and are ai 
ranged to be either displayed on the 
counter or hung on the wall, Mercury 
panel is made of heavy cardboard. Only 
stipulation for use is that they be kept 
filled with the proper irons and promi 
nently displayed, 
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NEW WEAVING METHOD Strep 
MODERNIZES HAMPERS ie ==> Mam 


Interweaving Steel Ribs witt 
is the First Chane 
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times stronger, reinforced with steel “girders” woven in every 
inch. It is an exclusive feature of Pearl-Wick Hampers 


Ser j : 





and 


The t bath-room 
ham Mice in your children’s 







rooms, 

Pea Penered in a lovely variety of decorator 
shades to 
gleaming 
sizes that amply meet your Jaundry needs. 

See them now at better housefurnishings and furniture departments. 
You will want one or more new Pearl-Wick Hampers — identified by the 






oom plans—with hand-painted floral designs, softly 










¢ pearl panels or plain fronts. All come in a number of 


tag that tells you they are made of wonderful new Duroweve! ‘ ‘ 
; by 
“They're Beauties! say house-furnishings experts. New Pearl-Wick Seli-Ventilating Hampers @ z Pay : E: 








of Duroweve are handsomely styled furniture that grace any room in your home. & , / 
Takes Hard Knocks. Durowe 


ne matter how filled they may be. Permanent finish stays beautiful for years 






ve’s steel ribs keep hampers from caving in or bulging, 





More Self-Ventilation. Soiled things are air-hathed, to ward off mildew, odor, damp- 
ness, Narrower strands of fibre create thousands of air-vents that can't be clogged 





*““Pearl-Wick” and “Duroweve” are names owned by Pearl-Wick Corp., Long Island City 2, N.Y. 



























































ic, BUSINESS 


IN 
pie UNDERGROUND 
wi ae 


MOLES AND GOPHERS 
SELL THESE FAMOUS TRAPS 
FOR YOU... 


VICTOR MOLE TRAP 


This spear and plunger type 
trap is a favorite of gar- 
deners and home owners. 
it harpoons moles—kills in- 
stantly. Victor Mole Trap is , 
equipped with six sharp = 
prong spears. Easy to set. 
Finished with rust resisting 
coating. Extreme length 
when sprung 16%'’. 


OUT 0’ SIGHT MOLE TRAP 


Excellent for use in sandy 
soil. Many customers prefer 
this scissors jaw type of 
trap. Powerful, quick acting 
jaws never give moles a 
chance. Soundly constructed 
of heavy malleable iron. 
Setting levers and instruc- 
tions are furnished with each 
trap. Height, 812''; Jaw 
Spread, 2%". 








NEWHOUSE GOPHER TRAP 


Here is a tried and true profit 
maker that you can sell with utmost 
confidence. It was designed by the 
famous trapper, Sewall Newhouse. 
This trap is simple to set... swift 
in action...all steel. 

w 


Order these money-making 
traps from your jobber. 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PENNSYLVANIA 








"Tilt-Top" JunceO-Mat 
Rival Mfg. Co., 15th & Wabash, 
Kansas City 1, Mo., offers a juicer with 
a tilting head which provides a clearer 
view for placing fruit. This model 
retains the single action feature of 
former models, which permits one to 
squeeze fruit with one-half turn of the 
handle. Also it employs a_rack-and- 
pinion principle geared low for greater 
pressure. Maker claims you can halve 
and juice 6 oranges in 90 seconds. 


Model is all enclosed and a pitcher to 
hold the juice fits into the contour of 
the unit. Unit also includes the Kon- 


vaKone strainer, which is said to 
extract all the juice without any seeds, 
pulp or rind oil. Suggested to retail 


for $6.98 and in chrome, $9.95, 


Gas Water Heaters 
Duo-Therm 
Corp., 


Division, Motor Wheel 
Lansing, Mich., offers a gas 
water heater line which includes three 
Maker claims the 
features for the 


automatic models. 


following models: 
assurance of hot water, even during 
periods of peak demand, tapered burner 
profile and hidden baffle designed to 
accurately meter a uniform supply of 
gas to the two precision drilled and 
machined port rows; heavy duty boiler 
with off-center flue said to eliminate 
drippage 
boiler; 


front condensation of the 


spun-glass insulation through- 


out; and multi-purpose heat chamber 
base. The 


streamline unit has white 


enamel water heater is 


constructed with a double base which 


casings, Gas 


permits installation of any type of floor 


maker, It 


with complete safety, says 


WHAT’S NEW 


is said that the burner can be used 
with all types of gas. Standard on all 
models is the Grayson-Robertshaw 
“unitrol” which meters gas to burner, 
regulates water temperatures, filters gas 
for pilot flame, and provides 100 per 
cent automatic shutoff if pilot light 





goes out, 


Divine Speed Lathe 
Bulletin 


Divine Bros Co., 200 Seward Ave.. 
Utica 1, N. Y., has issued a bulletin 
and price list covering a “Flexspeed” 
variable speed lathe for buffing and 
polishing. Includes specifications and 
illustration of the unit. Copy available 
upon request. 


Peter Putter's 
Tile Cement 


Schalk Chemical Co., 357 E, Second 
St., Los Angeles, Cal., has added a 
new product to the Peter Putter line 
Peter Putter’s tile cement. It is a pure 
snow-white water proof cement, says 
maker and designed for filling, setting 
and resetting old and new tile. This 
product is put up in a modern colorful 
which 122 % |b 


package contains 





three displays to the ca-e. 
selling 


packages, 


Suggested retail price is 39 


cents, 


Kitchen-Kraft 
Dealer Chart 


Midwest Mfg. Co., Galesburg, 1! 
has prepared a red and black broadside 
24 by 26 in., entitled “Dealers’ Choice’ 
and displaying the entire Kitchen-ki 
line of sink, floor and wall cabinet- 
Broadside 


moderately 


“quality merch: 


priced and 


stresses 
dise, quickly 
delivered”, and shows how a kitches 

erected in three “work centers”, sink 
range and refrigerator. When folde 

opened and pinned onto dealers’ wal! it 
can be used for ordering units d 
presenting the full line at a glance to 


prospective customers. 
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NEW 
MODEL 
1948 


@ NEW 2% HP. 4-cycle gasoline engine 






@ NEW removable-tip, hardened steel blades 


@ NEW trigger-fast automatic governor con- 
trol 


@ NEW folding side guard—for NEW start- 
ing safety 


Thousands proved in use, from Florida 
to Seattle Texas to Wisconsin. 


“Hurricane” HAS what your customers want! 


Cufs Grass Evenly—4-wheel carriage, * Easy Starting Engine—4-cycle 21; 
all wheels same size, keeps the mower ‘ H.P. automatic governor keeps speed of 
level—moving evenly——all the time. cutting blade constant, in heavy or light 


Light Weight for — easy handling. work. Plenty of power! 
Cont cluminnm bed. Strong for depend- * Throws Grass Evenly—No windrows. 





able operation. , . 
pe New Safety, too! 
Easy fo Use—*“Full floating” handle Sturdy, Long Life—The Hurricane’s Nowa new, hinged safety guard cow 
remains level in the hands all the time, , engine is rugged and powerful . . . the the cutting blade, protects the ope 
while mower conforms to contour of chassis sturdy as well as light weight... _2t0", while the engine is being starte« 


. es During operation it folds back to allow 
lawn. Guided by light pressure. built for years of trouble-free operation. space for even di8tribution of ss 
through special throw-out. 


ees GET IN TOUCH WITH YOUR NEAREST JOBBER gues 
JOBBERS—Write direct for complete information about the HURRICANE and how it can fit into your PROFIT picture. 


se Se oe es Lae 











Bering-Cortes Hdwe. Co. The Ellis Miller Co. Henkle & Joyce Hdwe. Co, C. M. McClung & Co. St. Louis Distributing Co 
Houston, Texas Peoria, Illinois Lincoln, Nebraska Knoxville, Tenness« St. Louis. Missouri 
Browne Equipment Co, Excelsior Stove & Mfg. Co. Knapp & Spencer Co. ae Marine vos Sickels-Loder, Inc. 
Columbus, Ohio Oklahoma City, Oklahoma — Sioux City, Iowa Milwaukee, Wisconsin New York, N. Y. 
: 7 Nelson Radio and Supply Co, Speer Hdw val 
Bruce Boats & Motors Feltus Brothers Hdwe. Co, W. J. Krebs Sales Co, Mobile. Alabama Fort Smith. Arkansas oF 
Jacksonville, Florida Natchez, Mississippi Corpus Christi, Texas North Jersey Equipment Co. Stratton Baldwin f 
Buyrn, Old & Eaton, Inc. General Supply Co. Louisville Tin & Stove Co, Newark, New Jersey New Orleans, Louisiana g 
Norfolk, Virginia Kansas City. Missouri Louisville, Kentucky Ogilvie Hdwe. Co. Stratton-Warren Hdwe. Co ig 
Shreveport, Loutsiar Memphis. Te ssee Ss 
Conron, Inc. Gillham Sales Co, Monroe Hdwe. Co., Inc. Old taser = Motor € eae nsftte H ig »§ , P 3 
1 i cansas Missour Monroe. North Carol Md Dominion Moto oO. im rs Hdwe. & Supply 
Danville, Illinois Kansa it { uri Monroe, N Carolina Morlalk. Virainie ldeann Cite. Seeman : 
The Elder-Conroy Hdwe. Co. Haw Hdwe. Co. Magnolia Seed Co, Raymond Lake Motors, Inc. Willie Stewart Machinery ( Fy 
Clarksville, Tennessee Ottumwa, lowa Dallas, Texas Cleveland, Ohio Oklahoma City, Oklahoma 
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Q@LAYMAKER 


Padlocks Sell 
from this Free | 
Display Board 


This bright red display 
board is free with any 
one of Slaymaker’s ‘‘D”’ 
Series popular priced 
padlocks. Like an extra 
salesman in your store, 
it will make extra profits 
for you. Your jobber can 
tell you all about these 
newest Slaymaker Dis- 
plays. Ask him today. 


GLaymaxer | 


















MIWHAT’S NEW 





Pexto Bit-Braces 

Peck. Stow N Wilcox Co. Southing- 
ton. Conn. offers bit-braces with color- 
ful plastic handles in a mahogany finish 





claimed to be splinter and 


virtually 
Brace 


made 


head and center 
ethyl 
New design, permitted by use of plastics 
eliminates all friction between center 
piece and_ rod. 
maker. 


shatter-proof. 


piece are from cellulose. 


reducing wear, says 


Sani-Can 


Sanitary Receiver Co.. Inc.. Dunkirk, 
N. Y., offers the super Sani-Can which 
features an all aluminum insert. chrome 
cushioned natural 


cover, air rubber 










collar, and a baked enamel finish. 
Heavily chromed foot pedal is rein- 
ee 
’ 
, 
forced. Unit is available in white, ivory, 


red, green or bblue. Can has an approx. 


capacity of 14 qts. 


Laundry Stove 

Veynell Mfg. Co., Erie, Pa., 
ing model 51, laundry 
20 in. high. Cooking top, legs 
are constructed of heavy gage 
Black baked finish is said to be 


is offer- 
which is 
and shelf 
steel. 
heat 


stove 


resisting. Oversize top with super-star 
burners affords large heating surface. 
Removable burner grates are durably 


plated. Twinnect manifold connects at 


3 the.. 5 oz. 





rear, either right or left. Packed 
knocked down in individual cartons. 
Model 51-U is the same as 51 except 
for the burners which are Meynell 


Universal, Cooking top size is 1244 by 
. shipping weight 1814 lbs. Com- 
of gas hot plates includes 
models, \ 


201% in 
plete line 
table 


six other floor and 





for natural, 
bottled gas, Sly 
at $7.95. 


models are available manu 


factured, mixed or 


gested retail prices start 


Surface Mailbox 
1430 Ferris Place, 
has added a surface 
Welded throughout, 
piece of solid brass that is 
Box has a 


Trine Mjg. Corp., 
New York City, 61, 
mailbox to its line. 
it is one 


non-corroding. self-closing 


letter drop, name card holder, flexible 
newspaper and magazine clip, staple 


and a large 
Box is 


and is designed 


claimed to fit any padlock 
door to its roomy 
1144 by 6 by 234 in, 
to blend with any type 
Packed 1 to a box with screws, 
Suggested to retail fo 


interior. 


architecture. 
weight, 


> 


about S86 
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} why SUPPLEX is a better garden hose 




















BECAUSE IT IS ‘2’ retails for $7795 - 50 FT. $475-25 FT. 


e lt is 1/3 the weight 50 ft. weighs six pounds 
e It has better bursting strength 

e Better kink resistance 

e Priced for quantity sales 


BECAUSE IT IS SILVERY GREY 


¢ This metallic color more than any other color or trans- 
parent reflects ultra-violet rays and heat and prolongs the 
life of the hose 


BECAUSE IT DELIVERS AS MUCH WATER 
as any 53° hose — rubber or plastic 

¢ The mirror-like smooth inner surface offers much less 
frictional resistance to the flow of water 

e The bore is never reduced by mildew, rot or oxidation 
¢ 90% of all garden hose connections use 12" pipe 

¢ PUT A NOZZLE ON IT AND PROVE IT TO YOURSELF 


ORDER in carton quantities 5 — 50 ft. lengths or 9 — 
25 ft. lengths Supplex package makes a neat and 


FULL 40% DISCOUNT attractive merchandising display 


ELASTRON clothesline in its new display basket 


retails for $]95-100 FT. OB¢- 50 FI. speeDs UP CLOTHESLINE SALES 





Tug it — knot it — feel it and you'll be convinced that this 
is the finest clothesline you have ever handled — cotton 
or plastic. It is so flexible and knots so easily because the 
inside core is made exclusively of high tenacity rayon 
cord — as used in heavy-duty tires. No wire or metal used 
in the inside. 


ELASTRON clothesline is guaranteed to give satisfactory 
service. Order a carton of 12 — 100 foot lengths and see 
how fast this clothesline sells. (Each continuous 100-foot 
length is neatly tied in two 50-foot sections. 





This new basket package will 
make this a fast-selling item FULL 40% DISCOUNT *Reg. U.S. Patent Office 


INDUSTRIAL SYNTHETICS CORPORATION 


GARWOOD, N. 
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Make EXTRA profits! Build EXTRA 
volume! — How? Just say... 
"You'll need Plaster-Stik, too," 
with every sale of paint. 
Plaster-Stik is the modern answer to the 
age-old problem of filling hair-line cracks 
in walls and woodwork before painting. So 
many advantages with Plaster-Stik: 
NO DELAY. Always ready for instant use! 
NO WATER—NO MUSS, no mixing, no 
waste. 
APPLY WITH ONE HAND. Just draw over 
crack, smooth with finger or knife edge. 
HARDENS PERMANENTLY in just a few 
hours, can be painted over immediately. 
ECONOMICAL. Entire stick usable, 
... And, for greater sales appeal CELLO- 
PHANE WRAPPED for easy inspection 
without breaking a package seal. 
Packed two dozen sticks, individually 
carded, in colorful counter display carton. 
Order from your jobber today. 
FREE STIK. Use cou- 


pon below to secure a 
full - size Plaster-Stik 
FREE; let your sales 
people try Plaster-Stik 
and watch sales zoom! 


acauel oe o 


S Guaranteed by > 
Good Housekeeping 
Ms, S 

Hor 4 


5 apvearisto Tiina 


LEONARD CO. 


506-B Third St., Des Moines 9, lowa. 


Name of Store 


By : Tithe 





Address 


City State 


We have people selling paint in our store. 


150 


Zippo Display Unit 
Zippo Mfg. Co., Bradford, Pa., offers 
smartly 


to dealers a streamlined, 


designed display box for the deluxe 


Zippo table lighter. Cover of box is 
silver and lustrous black base is die- 
cut to hold the lighter. Has a special 
slot in the base to enable dealer to 
insert the top and create three or more 
different positions so lighter can be dis- 
played to fit counter area or produce 
a variety of attractive arrangements 
when several are shown in a window. 
DeLuxe silver like ‘ hrome table model 
is suggested to retail for S10, $11, with 


initials engraved in color. 


Ratchetor 

Plomb Tool Co., 2209 Santa Fe Ave.. 
Los Angeles 54, Cal.. offers a_ tool 
known as the Ratchetor which converts 
any 4 in. drive socket wrench handle 
or attachment into a ratcheting device. 
Tool has a Y%-in. square plug with ball 
check for holding a socket wrench, a 
l4-in. square opening for insertion of 
a handle or attachment and a reversible 


ratcheting mechanism. Ratehetor — is 


WHAT’S NEW 


intended primarily for use with a hinge 
handle, a hinge handle plus extension 
a speed handle or a torque wrench. 
The 34 ratchet teeth provide positive 
engagement every 1014 degrees. 





Bayware Junior 
Contractor 

Dow Chemical Co., Midland, Mich.. 
offers the Bayware Junior Contracto 
which provides equipment and materia! 
to enable any child to mold authenti: 
building blocks or bricks to exactly 
1, scale and then use them in build 
ing houses, barns, forts, etc. Model- 
minded adults will find it ideal for 


building scaled editions of their blue 
print visions, ‘Foy comes with a mold 
pallet and rammer tool, all made of 
non-rusting magnesium. With these are 
complete instructions, suggestions and 
blueprints, roofing and window pape! 
and enough Junior contractor mix t 
make a small model house. Differe 

models of the toy are suggested to 
retail for about $1. to $2. with extra 
molding mix available at 70 cents pe 


package, 


Bicycle Safety Posters 

The Bicycle Institute of America 
Inc., 10 Rockefeller Plaza, New York 
City 20, has issued two safety posters 
entitled, “Bike Fun and Safety R 
Together”, and “Safety Begins w 
Bicycle Care” are aimed at two of thie 
major causes of bicycle accidents, dis 
regard of traffic regulations and lack 
of maintenance care of bicycles, Fun 
and safety poster lists 12 rules fe 
safe riding and the bike care poste 
urges riders to “keep bikes in good co 
dition for many hours of fun-filled safe 
riding”. It provides a chart showing 
important parts of the bike that need 
periodic attention, 
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WORLD'S LARGEST MANUFACTURERS OF 


NATIONAL PRESSURE COOKER COMPANY PRESSURE COOKERS AND CANNERS 
i tau CLAIRE, WIS. Bronch ~~ Menomonie, Wis. + Los Angeles, Calif. - Wallaceburg, Ont., Canada 


1 Factory: Factories 








Shes Nomogenized 


Neatsfoot Oils 


Processed from the foot 
bones of the finest healthy 
beef animals slaughtered in 





the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neotsfoot Oils more uni- 
form, smooth and penetrat- 
ing. 








SOPTERS awe PETS ORVES 
UATWER 
MOTSLENE CO. 








SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 







. the fibers in all fine tanned leather 
MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 









Contains Mutton Tallow ’ 
Made in Stick qnd Liquid 


Manufactured by 


Neatslene Co., Omaha 8, Nebr. 


ROY W. SHEPARD, SHEP" 








*es 


Order through EMBURY MFG. CO. 
your jobber WARSAW, N.Y. 
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WHAT'S NEW 











Portable Electric 
Hand Tool 


“Roto-Master” is a_ lightweight, 
portable electric hand tool. Serves 
equally well in hand and on the tool 
bench stand. For use in the home it 





removes cracked and dried putty from 
window frames, sharpens knives and 
other household tools, sands or polishes. 
In the shop it is an ideal portable tool 
for grinding, ruting, engraving, burr- 
ing or buffing. Smooth performance is 
said to be assured by the self-oiling 
bearings and a high speed motor of the 
universal type. Motor revolves at 
50,000 R.P.M. and is cooled with a 
specifically designed ventilating fan. 
Operates on AC or DC, Case is molded 
of plastic in a unique shape that pre 
vents rolling when tool is on_ table. 
Available alone or in three sets com 
plete with grinders, cutters and acces 
sories, Master Appliance Co., Racine, 
Wis. 


Vibro-Graving Tool 

Tool for marking and etching on 
steel, glass plastics and other hard 
objects is available from the Burgess 
Battery Co., Handicraft Division, Lake 
Zurick, Ill. This vibro-graving tool 
weighs 9 oz., and is adapted to long 
periods of use without tiring the hand 
says maker. It operates by electricity 








and is packaged in kit form. 1) 
attachments include a diamond point. 


a tantalum carbide point and a_ ball 
point for the various types of mark 


Finnish Knife Display 

A natural wood display, designed 1 
display each of the 5 styles of Gen-c 
Finnish hunting knives, is offered |. 
the Gensco Division of General Ste 
Warehouse Co., Inc., 1830 N. Kostner 
Ave., Chicago 39, Ill, with each 
chase of 12 knives. Rustic in appear 
ance at the base of the display is show: 
a leather sheath, saddle stitched and 
reinforced with rivets. Finnish knives 
are handmade by Finnish craftsmen of 
Finnish steel, hand-honed and razor 


 & & & 





sharp. Handles of curly — birchwood 
permit a sturdy secure grip of the knife 
Four styles are available, varying 


v 


re 
pr 


gasFVFEVeE 





construction of the handle and length 
and width of the blade, affording the 
proper knife for each job. 


|, 


Eureka De Luxe 

Upright Cleaner 

Eureka Williams Corp., Bloomington. 
Ill., offers the “DeLuxe” upright. 
cleaner, suggested to retail for $64.50. 
This cleaner is designed to operate 
quietly and vibration free. Ha-+ a 
powerful air-cooled motor and_ high 
suction fan built in one unit that 
provides no radio interference, Body i 
streamlined and is less than six inche- 
in height. Three-position automati: 
handle adjusts instantly. “Disturbula 
tor’ double-action brush provides etl 
ciency in getting up surface dirt and 
imbedded dirt in the pile of rugs 
Model features a_ two-position nozzle 
adjustor which sets nozzle at proper 
height to compensate for texture wear. 
Pocketbook closure dust bag permits 
quick emptying without stirring dust. 
May be equipped with adapter ~ 
above-the-floor cleaning tools can ! 
used. 
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Demand for Porter ice Cream 
Freezers continues heavy, and _| 
prevents promise of immed.- 
ate delivery. But we'll be 
glad to send you specifica- 
tions and prices on the com- : 
plete line, with the assurance 
that we will make every ef- 
fort to fill your order as fast 
as conditions permit. 





NEW 
AS 
TOMORROW’S 


SKYSCRAPER 


NEW IMPROVED 1948 


HUSKY 


ICE CREAM FREEZER 


CONSIDERATION at last—for the arm that 
turns the crank! The ice cream freezer indus- 
try has never troubled its 200-year-old head 
about the arm that puts out all the power for 
making ice cream! But the 1948 Husky does 
care—and by carefu! regard for proper and 
accurate mechanical alignment gives super-smooth action! 


wom Husky is engineered for performance. 
IRRESISTIBLE smartness in styling and color for instant Husk) 
j sales appeal! When shoppers see the glistening, gay 1948 Husky 
my they'll say at once, “That's for me!’ And they'll know they've 
os” x made the right choice when they move in for a close-up inspec- 
Fs tion of the trim, smoothly-finished, well-made working parts. 


Yes, Husky is engineered to sell! 


Manufacturers of the Famous “Dolly Madison’’ Electric ice Cream Freezer 


Manufacturers of America’s Favorite Ice Cream Freezers } f YEARS OLD 
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BUCKE 


Immediote  de- 
livery in lim- 
ited quantities 


A well made. popular priced min- 
now bucket that has lots of fisher- 
man eye appeal. 2 piece, non- 
floating type, 8 quart capacity. 


NON-RUST 
Aluminum 


TACKLE BOX 


This compact tackle box rates high 
with fishermen the country over. Fresh 
ond salt water rust-resisting. Handy 
compartment tray with removable 
partitions. Space for vacuum bottle. 

%& HANDY * CONVENIENT 


Sold through 
leading jobbers 
from coast-to-coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 


American Power Saw 
American Floor Surfacing Machine 
Co., 522 S. St. Clair St., Toledo 4, O.. 
offers a portable electric saw, which 
incorporates in its design the use of a 
magnesium housing with a satin finish 
which reduces weight and permits 
easier one hand operation, Saw will cut 


wood, stone, metal, tile, compositions 
and wired glass, says maker, Has a 
General Electric motor developing 
1144 H.P. with direct power gear drive 
to the 8 in, blade, Free running speed 
of 6500 R.P.M. backed by ample power, 
is claimed to maintain cutting efficiency 
in all types of operating conditions. 
Balanced torque design makes this saw 
start smooth. Tool has an_ elevating 
mechanism employing a 20 degree 
Acme triple thread screw for faster. 
accurate positive adjustment of depth 
of cut. Blade will make a 2% in. 
straight cut and will cut a full 2 in. 
plank at a 45-degree angle. Saw has a 
plastic auxiliary handle that can be 
used on vertical cuts and to “pull the 
saw through” at the end of a cut. It 
is equipped with a telescoping guard 
which can be retreated and locked out 
of the way and a small blower which 
blows dust away from mark. Trigger 
type switch is totally enclosed. 


Aldeco Scale 

Algonquin Tool & Die Co.. 1908 v. 
Flournoy St., Chicago, IIL, is offering 
a new type household scale which fea 
tures a cantilever action mechanism 
made of special alloy steel, copper 
plated to prevent rust and is mounted 
on bronze instrument pivot. The mech- 
anism is claimed not to be affected by 
climatic conditions. Weights are accu- 
rate to within 14 oz. at 5 Ibs.. and 


WHAT'S NEW 





to within 2 oz, at 25 Ibs. Scale is styled 
in a modernistic tear drop design and 
is available in white with red trim. 
Scale is 6 in. high and 8%% in. long 
and 54% in. wide. It weighs about 314 
lbs. Individually boxed, packed 12 to 

shipping carton, shipping weight 

Ibs, Suggested to retail for $6.95. 


Electrical Cord Set 


Davis Mfg. Co., Plano, Il., is intro- 
ducing a “wrist-action” electrical cord 
set featuring a patented plug which 
contains no wire and hence can spin, 
bend, turn and twist with the action 
of the user’s wrist. Unit is designed 
primarily as a replacement cord set for 
electric irons, but can be used with 
toasters, broilers, coffeemakers, etc. The 
set is suggested to retail for $1.40. 


Zig Zag Fasteners 

Zig Zag Fastener Co., 714 Second St.. 
Encinitas, Cal., offers a fastener for 
making and strengthening any wood 
joint. Fasteners are designed to draw 
the sides of the joints together and 
they are coated with a preparation that 
is said to give them extra holding 


power, Points are formed at such an 
angle that they do not enter the same 
grain of the wood. Put in small red 
and blue boxes which are packaged 
in a smart 3-color counter display 
carton, 


Pipe Cutter Machine 


Ingram Machinery Co., Picher, Okla.. 
offers an improved Kohler stove and 
furnace pipe cutter, crimper and beader. 
To operate insert joint between hori- 
zontal barrels, tighten top pressure 
screw and start turning crank. Claimed 
to cut any size pipe from 3 to 24 in. 
of iron or tin from 26 ga. to 31 ga. 
Machine has precision gears, case hard- 
ened cutters and beader rolls. Permits 
cutting without crimping or crimp 
without cutting. Unit is 26 in. long, 
154 in. high and the shipping weight 
is 60 Ibs, 
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Now... Actionrod has rounded out its types of salt-water fish. Excellent for 
line with another new model. Thistime  surf-casting. Five and six-foot lengths 


it’s the Trolling and Boat Actionrod. 
Its more-than-16-inch Tenite handle is 
extra-sized, extra strong. Designed for 
catching the really big ones—musky, 
northern pike, lake trout and many 


—round or square models. 

Actionrod’s complete line has a 
$10.95 to $25.00 price range, with 
rods in three lengths and round, square 
or Tri-Angler shapes. 


Tor Sales Adion feat Nelionied 


EXCLUSIVE FEATURES in- EFFECTIVE ADVERTISING that has the HOLI JAY — 


clude: personalized name- __ industry talking. Colorful cartoon ads by 
t such an AFIELD 
the same 
small red 
packaged 


plate disc, self-aligning blade top cartoonists in 7 national magazines \ Mil 
lock, serrated and grooved with more than 4,500,000 circulation. 

Tenite grip, positive rod lock, | Hard-hitting merchandising kits, that tie in field 
wedge-type reel lock. with national campaign, bring easy sales. : of 


r display 
Deluxe ue 


4 
No. AR-51 A , -. 
: (Actionrod products are quality protected under Fair Trade laws.) : RE Th “bs 
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QUICKER SALES 
GREATER PROFITS 


Get these attractively packaged items in your 
stock. Easy to display, easy to sell, they're 
fast-moving . . . needed in every home. 
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SPEARHEAD 


Boller Plug & Specialty Co. 
706 Woodland Ave. 
Cleveland 15, Ohie 
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Plasti-Letters 
LaBarbh Co., 26 Monroe St.. 
Vernon, N. Y., is making 


or peel. 


As they 


tested against 


are said to be carefully 
weather and salt 





Avail- 
is a 


they are adaptable for boat use. 
able in green and white. Shown 
display piece that provides a maximum 
display of both letters and numerals in 
a minimum of display space. 


Parker Adjustable 
Shelf Standards 


S. Parker Hardware Mfg. Corp., 
27 Ludlow St., New York City 2, 
offers adjustable shelf standards which 
are claimed to be easily and quickly 
installed. Shelves can be raised or 
lowered instantly as required, Alter- 
nate slates are numbered for easv lining 


Made in 


steel 


12 ft. 
with an 
plated rust-resistant finish. May be used 


length: 
electro- 


up of shelves. 
of heavy gage 
for store 


linen or medicine 


china closets, ete. 


fixtures, 
closets, 


Kano, Rustproof Coating 
Kano E. Wacker 
Drive, Chicago 1, IIL, offers Kano, a 
rust preventive. A thin clear film is 
deposited cold on metal surfaces by 
dipping, spraying or brushing and dries 
in about 15 minutes to a clear, hard. 





Laboratories, 75 


Mount 
“Plate-letters” 
which are claimed not to warp, crack 


water, 


cut teeth 





Maker claims it is flexible 
and non-porous, Said to have the ca 
pacity of creeping under and displacing 
moisture, finger prints, etc. Kano can 
be removed with any petroleum solvent 


dry surface. 


although it is not necessary to remove 
it prior to painting. Maker says it 
offers protection under ordinary indoor 
conditions for periods up to six months 


Available 


in containers of a gal. to 


55 gal. 
Riding Sulky 
Marine Iron Works, Tacoma, Wash. 


has added a riding sulky to its line of 
Mighty Man implements and _attach- 
ments. With this attachment user is on 





the plow, cultivator, 
Maia dae sements 
says maker. 


top of the work 
harrows, etc., are 


quickly, 


Knife Sharpener 

Milwaukee File Co., 1571 W. Pierce 
St., Milwaukee 4, Wis., offers “Lil 
Sharpy,” designed to grind steel or 
any type knife, including the hollow- 
ground type, Sharpener exerts springed 
pressure on each side of the knife 
blade to insure a smooth exacting edge. 
Through the arrangement of two steel 
balls set tangent to a cutter, it grinds, 
steels or hones depending on the pres 
sure applied. Has a series of fine under- 
designed for sharpening 
knives correctly, says maker. Unit has 
an aluminum body with a satin finish. 
Complete with mounting screws. “Li! 
Sharpy” is attractively boxed and i- 
suggested to retail for $1. 
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“Captive Heat’ Cooking. is the sensation of the 
day omong ali the housewives and home econo- 
mists who have tested it. Vegetables cook in their 
simmered as long as you like, with no feor of 
burning. Chicken fried in the Covered Fryer is a 
revelation. it's @ new kind of cooking, yet you 


have nothing new to learn . . . because “Captive 
Heot"’ itself makes all the difference! 

See this sensational line of your dealer's .-. . 
soucepans, saucepots, double - boilers, roaster, 
everything including o superb percolator. You'll 
admire their beauty, their balance, the conven- 
lence of their recessed lids for easy stacking. But 
just wait until you get them home ond try the new 
“Captive Heat" Cooking! Reynolds Metals Com- 
pany, Housewores Division, Lovisville 1, Kentucky. 


all Bae + Reyouns Lifetime ALUMINUM 


TRIPLE-THICK BOTTOM + GUARANTEED FOR LIFE oi. 
+ 


also sensational in the popular price range . . . the 44 piece line 
of Reynolds Lifetime Aluminum Heavy Gauge Cooking Utensils HEAVY-GAUGE COOKING UTENSILS 
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95% OF 

ALL CORD 

SET TROUBLES 

A BIG VOLUME, FAST MOVING 
LONG PROFIT SPECIALTY! 


Eliminates 95% of all cord set troubles. 
Wireless swivel plug keeps cord from 
heat of electric iron, eliminates cord 
chaffing, twisting — no broken wires, 
no shocks, no inconvenience. Finest 
quality cord. Two smartly styled 
models, two price ranges. A proven 
seller. Women who see it will try 
it; women who try it will love it. 
FREE DISPLAY CARD 
Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. See your job- 
ber or write direct for com- 
plete details and prices. 





Most compact 10-inch fan and air circulator, 
NEMA rated. For home or office; table, floor 
or wall mounting. 

Handsome gray crackle finish, bright plated 
blades and guard, base fully rubber mounted, 
110-120 v. 60 cy. A-C only. Underwriters’ 
Laboratories listed. 

Sturdy all-metal construction. Quiet motor 
and blades. No radio interference 

Entire fan mechanism pivots smoothly in a 
full 360° arc without having to adjust screws 
or clamps. 

Low priced for volume sales. . 


PROFITS 
é 
; The great NEW 
é name in 
} household appliances 


G-M Laboratories Inc., 4296 N. Knox Ave., Chicago, 41 


volume 
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"Little Lizzie” 

Rival Mfg. Co., 15th & Wabash Ave., 
Kansas City, Mo., is offering a new 
promotion, the “Little Lizzie” which 
shows how useful articles can be made 
out of tin cans. The little lady herself 
is made from a can with a ball of string 
inside, a piece of cloth with a crayola 
face drawn on, pulled taut over the top 
of the can and tied in place, Included 
in the booklet are instructions for mak- 


ing a vase holder, salt, pepper and 
playthings for the 


cookie holders, 





youngsters, cookie cutters, picnic cups, 
coffee, sugar and flour scoops, napkin 
rings, sewing kit, flower barrow, recipe 
box, flower pot rack, desk tray, smok- 
ing tray, etc, Several pages are included 
showing the techniques used. Booklet 
contains 31 pages, 


Holz All Display Easel 


Holz-All_ Display Specialties, 466% 
Hiawatha, Minneapolis 6, Minn., offers 
an adjustable display easel for window 
and interior displays. Holds any articles 
from a small dish to a shovel and is 





adjustable for narrow and wide items. 
Maker says it will not slide off glass 
shelves. Made from 4 in, ply wood 
and maple dowels size 5 by 334 in. oak 
stained. 


Automatic Tacker 

E. H. Hotchkiss Co., Norwalk, Conn., 
is introducing an automatic, one hand 
operated unit known as the Trojan 
tacker made entirely of steel. It will 
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handle staples with three different leg 
lengths, 4, %6 and 3 in. By swinging 
aside the tension spring and changin; 
the front plate the tacker can handk 
either .025 or .050 gage wire staples 
Staple slide is fully enclosed to keep 
out dirt, but by removing the front 
plate and the staple follower the slid: 
can be instantly cleaned. Unit weigh 
27% oz. Entire tacker is finished j 
frosted nickel and is individually boxed 
in a set up type container. Can be use 
for insulating, shipping, uphelstering, 
screens, etc. 


Portable Dishwasher 


Cameron Corp.. 1637 Superior Ave., 
Cleveland, Ohio, is introducing a_port- 
able dishwasher, hydraulically operated. 
It washes, rinses and dries by jet 
agitation, and operates with running 
water from kitchen sink requiring less 
than average city water pressure, Sug 
gested to retail for $59.95 for the com 
plete unit including connections claimed 
to fit any standard faucet, Unit is 








made of rust-resisting aluminum, fin- 
ished in white baked-on enamel. It is 
16 in. in diameter and 14% in. high. 
Maker claims this self-cleaning appli- 
ance will wash, scald, rinse and dry 
hygienically clean in five minutes, the 
dishes used by the average family. 


"Mel-lux', Flat Finish 

Sapolin Co., Inc., 229 E. 42nd St. 
New York City, offers Mel-lux flat fin 
ish, a washable, oil base paint that i- 
claimed to seal, prime and finish in one 
coat. For interior use on bare or painted 
walls and ceilings of plaster, wood, 
wallboard, brick, metal cement. con 
crete, also over wallpaper and old ca! 
cimine or water-thinned paints. It is 
said to dry quickly to a smooth. lustre 
less finish, free from laps and brush 
marks, It is recommended as its own 
“spot” primer for cracks or crevices 
patched with plaster. Available in white, 
ivory, canary, buff, green, blue and 
peach, Mel-lux finish is part of t 
Sapolin styled colors system, so that 
wall and wood trim areas may be de: 
rated in the same colors. 
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Thousands sold — reorders for thous- 
ands more pouring in! That's the 
sensational sales story of initial limited 
distribution. Results speak for them- 
selves. Get your order in now while 
it’s still possible to obtain prompt 
delivery. 

















Newest Kromex Winner! Seven-piece Beverage Set. 
A new Kromex triumph in two-tone aluminum — shiny 
ribbed base with dull sun-ray finish above. Selling like 
cold drinks on a hot day! We're trying to make enough 
of them. Be sure you order enough. 





Proved Sales Leader! Kromex Whistling Teakettle. 
Again, Kromex styling gives outstanding appeal to a 
wanted household item. Gleaming aluminum, with copper 
bottom, finger-fitting handle and spout of rich-looking 
Bakelite. 2'/2-quart capacity ... sales potential unlimited ! 
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Besides its high-style beauty in gleaming, unbreakable 
aluminum, this Kromex Coffee Maker gives you a sure key 
to powerful promotions. It's the Kromex-patented stainless 
steel filter key that simply drops into place, locking out all 
coffee grounds, locking in all flavor. It’s the customer's key 
to easier, better coffee making — your key to instant sales 
attraction! More than 10-cup capacity. Easy pouring from 
any side, wide-mouthed for easy cleaning. 


A Little One Coming! There’s a new addition to the 
Kromex family — just off the production line! A new 4-cup 
Vacuum Coffee Maker with all the earmarks of its big 
brother. Right size. Right price. Right in tune with market 
needs. Immediate delivery for Spring promotion promised 
if you order now. Available only in limited quantity. 





4 


And Soon Comes June! Month of brides and wedding 
oe aus up on those sure-fire favorites: Kromex 

rig-i-tor, Ice Bucket, Bun Warmer, Kakover, Silent 
Butler, Percolator, Konga Kocktail Shaker. 





e wdeaiply ; 


Kromex, Cleveland 8, Ohio 
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828 PORCELAIN. wniTe ENAM! 
ee enews 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
»  » They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 





S————"—_—_ 
White for Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. 


EVERETT, MASS. 











WHAT'S NEW 


Master Tool Boxes 


Master Metal Products. Inc., 291 
Chicago St., Buffalo 4, N. Y., offers 


a line of master steel boxes including 





styles and sizes for the home, mechanic, 
fisherman, repairman, student and 
farmer. Shown is the deluxe model, 
No. T-3019, featuring recess hardware 
and full size lift out tray, Also heavy 


duty models of rugged construction 
with reinforced corner irons, leather 


handle and lift out tray and two special 
models, 22 in, tote-tray model with 
folding handle on the tray and a tool 
chest in gray enamel equipped with 
2 full lift-out trays with many 
sections that are adjustable. 


size 


Silent Brush Salesman 

A, G. Jacobus’ Inc., Verona, 
N. J., offers without cost, an all-alumi- 
num display to any dealer who handles 
the assortment of paint brushes designed 
for the display. Unit is finished in blue 
old silver; holds 7 different 
brushes which are made with 
Chinese bristles. Handles of the brushes 
are finished in blue and gold. 


Sons, 


and size 


pure 


Autogiro 

power driver direct control 
constructed from 
white cedar, and balsa wood, Carefully 


“Chupp” 


\utogiro is spruce, 


machined fittings are heat-treated steel, 


brass and aluminum. Maker assures 
easy replacement of damaged parts. 
Toy is 31 in. long, has 35 in. span, 


14 in. high, and weight is about 28 oz. 
Comes knocked down in_ fibreboard 
container. Packaged weight is 
28 oz. Complete instructions for assem- 


about 





blage and flying are included, Features 
direct control, 3 full feathering blades, 
laminated rotor blades, ball bearing hub 
and full control at all speeds. Suggested 
to retail for $6.75, for kit, less power 
plant and wheels. George W. Moore, 
Inc., Waltham 54, Mass. 


Tap Wrench 


Tool has four openings of different 
one tap wrench and it is 
claimed to tighten or loosen the tap 
or reamer with a simple twist of the 
hand. Handle slides in the wrench mak- 
ing it easy to use in difficult to-get-at 
quarters, provides extra leverage and 
prevents bruised or skinned knuckles. 
Made of heat treated, hardened and 
tempered steel, tool is available in three 
which will handle taps and 
reamers from small sizes used by die 
makers to 1 in, and 1% in. 
reamers 


























sizes. in 





sizes 


taps 


used in machine shop jobs 





wrench can be 


Maker claims that the 
used for tapping in a lathe and will 
remain perfectly balanced regardless of 
tension. Gemco Sales Co., 68 W. Wash- 
ington St., Chicago 2, Ill. 


‘More Fun, More Fish’ 


Ocean City Mfg. Co., A and Somer- 
set Sts., Philadelphia 34, Pa., has is- 
attractive and_ informative 
organ entitled, “More fun, more fish”. 
Includes illustrations, descriptive mate 
rial and prices of all types of rods. 
Also practical tips on fishing and 
camping, index showing which tackle 
for what fish and some notes on fly- 
fishing for trout. 


sued an 





Plastic Cups 





Plastray Corp., 823 Fisher Bldg., 
Detroit 2, Mich., is making an ice cube Pirat 
tray with polyethylene plastic cups. A poe te 


single cube or a trayful can be frozen. 
No hands need touch the ice. Cubes 
pop out without dousing in water to 
loosen. Maker claims the cups impart 
no taste or odor to the 

may be occasionally rinsed in warm 
water, Jiffy cub trays are made in the 
12-cube size, 434 by 1144 by 11), in. at 
$1.95, and the eight-cube size, 354 by 
14 by 934 in. at $1.49, Extra 
which fit either size tray are available 
in packages of 12 for $1. 
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No more “waiting and wondering” with 

this marvelous Manning-Bowman Toaster- 
With-The-Tester! Why wait till toast is done— 
you can peek before it pops! So give this feature 
a big play when you demonstrate... 





a 

First, press starting lever, raise it, Next, show handy dial for making 
and tell customer, “Inspect or re- “toast to your taste.’ Note that 
move toast anytime—even while toaster is toaster has a permanently attached, long- 
operating! This is an original feature life cord. Stress dazzling and durable 
with the Manning-Bowman toaster.” chromium finish and rich bakelite trim. 





HOW TO RING UP A 2-MINUTE SALE OF 


Te Tous Chit 
Sneak Pralieus wey slice! 








Then for extra sales suggest: “We 

carry a complete line of Manning- 
Bowman quality appliances—irons, broil- 
ers, percolators, automatic grills, waftle 
bakers, and heating pads.” 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. + In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 
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LYLE LOVELAND, EUREKA | (o.. 
| Ave., 


ASS’T. SALES MANAGER 


Lyle E. Loveland, formerly 
regional salesmanager in Ohio, 


New York and Pennsylvania for 





LOVELAND 


LYLE E. 


the Eureka Division of the 
Eureka Williams Corp., has beer 
named assistant sales manager. 

Mr. has 


the company for 12 years in vari- 


Loveland been with 
ous capacities ranging from dealer 
to distributor, to production en 
gineer. As market researcher ine 
conducted the post-war city sur 
veys leading to the 
Market coverage plan, Prior to 
his association with Eureka, Mr. 
Loveland was with Premier 
Vacuum Co. in Cleveland as divi- 


Tailored 


sion manager. 


GENERAL HDWE. BUYS 

NORK PRODUCTS LINE 

The General Hardware Mfg. 
Co., 117 Duane St., New York 
City, has recently purchased the 
Nork Products Co., Los Angeles, 
and will manufacture the com- 
plete Nork line of calipers, serib- 
ers, dividers and wiggler sets. 


AEROIL PRODUCTS MAKES 
M. M. YARRINGTON 
GENERAL MANAGER 

M. M. Yarrington 
appointed general manager and 

Fred C. Wittig. assistant general 


has_ been 


manager of the Aeroil Products | 
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Ine., 47th St., and Park 
West New York, N. J. 
Mr. Yarrington. former president 
of a New York advertising 


| agency, became sales director for 


\eroil 12 years ago. During the 
war he served on the WPB for 
the industry and produced official 
operating manuals for the serv- 
ices. Mr, Wittig helped to build 
the first burner unit produced by 
the ago. He 
was made plant manager in 1936. 


company 31 years 


M. M. GILBERT BECOMES 
TRAUBEE SALES MGR. 


Maxwell M. Gilbert 
recently been appointed national 
manager of Traubee Pro- 
Inc.. Magicook Mfg. 
Co. Mr. Gilbert was most recently 
the Odora Co. 
for four years and prior to that 


has 


sales 
ducts and 
sales manager of 
served the Arnel Co.. housewares 
outlet, 
1] years. 


in a similar capacity for 
The new company othices, sales, 
and show 
230° Fifth 


executive, rooms, 


Ave., 


are 
New 


located at 


York ¢ ity. 


C. D. ALDERMAN NAMED 
YOUNGSTOWN KITCHEN 
DIV. SALES MANAGER 


C. D. Alderman has recently 
been named sales manager of, 
Mullins Mfg. Corp’s., Youngs- 
town Kitchen division, Warren, 
Ohio, succeeding, Frank W. 
Knecht, Jr.. who has been pro- 


moted to staff assistant. David F, 


1 





Cc. D. ALDERMAN 


Rucks, Jr.. has been advanced| J. E. BARBIER APPOINTED 
from regional manager to assis-] MURCHEY MACHINE TOOL 
tant manager of sales, Mr, Alder- | SALES MANAGER 


man’s former position, He has a a ee 
: ohn E. Barbier has been a; 
been a Mullins regional manager iid ec Mes, 
has cial eae pointed sales manager of the 
) ag tL *a©rs. ° 1 
: Murchey Machine & Tool (o.. 


Mr. Knecht joined Mullins as 
a clerk in the production depart- 
1931. then into 
sales and finally was made sales 


ment in moved 
manager in 1939, 

Mr. Alderman started with 
Mullins in 1928, and became re- 
gional manager in the Washing- 
New York 


areas in 1940, During the war he 


ton, Baltimore and 
in the ordnance depart 


the dis- 


served 


ment of being 


army 





JOHN E. 


BARBILER 


and also director of tap sales fo 
the Sheffield Corp., Dayton, Ohio, 
Frank A. Henry, Jr., is field sale= 
managet Murchey 
and Fred L, Graham, field sales 


for products 

manager for Sheffield taps. Shet 
field acquired the Murchey Ma 
chine & Tool Co., Detroit, last 
spring and it is being operated 
| as an independent subsidiary. 





DAVID F. RUCKS, Jr. 


charged in 1945 as a major. He} 
| 


returned to Mullins as assistant | 


MAYTAG PLANS 
ERECTION OF 
NEW FACTORY 
| Plans for the construction of a 
$5,000,000 factory for the j 
| mary purpose of producing a new 
| automatic 
nounced — by 


sales manager. 


have been ai 
Maytag (.. 


washer 

the 
| Newton, Iowa. 

| Maytag is considering severa 
sites in and near Newton as po- 
sible locations for the plant. Fred 
Maytag, II, president, has « 
nounced that it is expected that 
the full facilities of the present 
plant will be required for the 
continued production of conve! 
tional type washers, The company 
is remodeling a war surplus hem) 
plant recently acquired in Ham 
ton, for the production of som 

| washer repair parts. 





FRANK W. KNECHT, Jr. 
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W. R. CASKEY DIRECTS 
SALES IN WESTERN AREA 
FOR BELKNAP HDWE. 


William R. 
a short time ago was transferred 
to the department of 


Caskey, who just 


buying 


CHAS. T. 


CAUBLE 


Belknap Hardware & Mig. Co., 
wholesalers, Louisville, Ky., to 


succeed the late T, W. Wathen, 
toy and paint buyer, has been 
transferred again into the sales 
department as director of sales 
for the western territory succeed- 
ing the late Clifton Rodes. 

Chas. T. Cauble been | 
named buyer in Mr. 
Caskey. He worked through the 
served as 


has 
place of 
plant and office and 
sales manager of the southeastern | 
territory for several years. 


SALES FORCE CHANGES 
MADE BY REMINGTON 


J. E. Dickey, Jr., and F. E. 
Morgan have succeeded R. R. 
Patterson and E, C, Palmer as 
managers of Remington Arms 


Co’s., Minneapolis and St. Louis 


sales districts. Both the latter 
gentlemen have retired under the 
company’s pension and_ retire- 


ment plan. 

Mr, Patterson joined the com- 
pany in 1906 as missionary sales 
representative in Iowa, Okla- 
homa, Nebraska and Kansas. In 
1909 he was made salesman in 
the Milwaukee, Wis., and north- 


ern Illinois territories, and nine 


APRIL 8, 1948 


| 
sourl 


| years later he became director of 


the Minneapolis area. 
M a Di key 


nt 
Remington 


has been with 
1937 
served as a student salesman in 
plants, 
three 


since and has 


four Remington 
tion 
plants, salesman in two districts 


produc- 
man in ordnance 
and manager of the Little Rock 
area. 

Mr. Palmer first joined Rem- 
ington in 1911. He left the com- 
pany two years later but returned 
in 1932 as manager of the Atlanta 
district. Shortly after that he was 
named manager of the St, Louis 
district. 


Mr. Morgan who became a 
member of the sales force in 
1935 has also been a_ student 


salesman, a production man and 
sales representative in Ohio, Mis- 





F. E. MORGAN 


and Kansas. He 


the navy as an officer during the 


served in 


war. 

Mr. Dickey will be succeeded 
by Sid Lawson in Little Rock 
and James C. Ridley will cover 
Mr. Lawson’s old territory, Mis- 
sissippi, 


ELECT J. L. PLOWRIGHT 
VICE-PRES. OF SALES 
WOOLSEY PAINT CO. 


J. L. Plowright 
elected vice-president in charge 
of sales of the C. A. Woolsey 
Paint & Color Co., Inc., 229 F 
42nd St., New York City 17. He 
has been active in the paint field 
more than 20 Theo. 


has been 


for years, 


F. Mack, general sales manager 


will assist him, 

Other company officials 
include: E. Albert Eckhart. sec- 
retary, and Richard J. Eckert, 


treasurer, 


W. A. L. THOMPSON HDWE. 
ELECTS OFFICERS 


W. A. L. 


Thompson Hardware Co., 


The directors of the 
whole- 
salers, Topeka, Kan., have elected 
John F. Harbes, 
urer, Robert A, 
president, and Charles Christie, 
assistant-treasurer, 


secretary-treas- 


Swan, vice- 


E. R. GODFREY DIRECTS 
TWO GENERAL MOTOR 
CO. DIVISIONS 
E. R, Godfrey, vice-president 
of General Motors and 
manager of the Frigidaire Divi- 


general 


sion, has been named group ex- 
ecutive in charge of the Dayton 
and Household Appliance Divi- 
sions of the company, with head- 
quarters in Detroit. 

Mr. Godfrey will be succeeded 
as general manager of the Frigid- 
aire Division by Mason M. Rob 
erts, who is now factory manage 
of the Frigidaire Division. B. D. 
unkle, vice-president of General 
Motors, who is now group execu- 
the 
Canadian, Dayton and household 


tive in charge of Overseas, 
appliance group, will continue as 
group executive of the overseas 
and Canadian operations, and in 
addition will other 
ments. 


have 


assign- 





E. R. GODFREY 


J. W. WALLACE NAMED 
FRESH’ND-AIRE CO. 
SALES MANAGER 
John W. Wallace has bee 
appointed sales manager of the 
Fresh’nd-Aire Co., suc eeding the 





JOHN W. WALLACE 
late D. B. Huggard, who was 
killed in a plane crash at Bryce 
Canyon, Utah. Mr. Wallace has 
been with the company since 


i brief interval. 

Fresh’nd-Aire, 
he was for 10 years accident pre- 
for the 


1944, except fo 
Prior to joming 
vention supe rintendent 


city of Mason City, Lowa. 


M. V. LILLISTON NAMED 
REPUBLIC MOLDING 
SALES MANAGER 


M. V. Lilliston has recently 
been appointed sales manager of 
the Republic Molding Corp. 
Chicago. He will supervise the 
introduction of a complete line 
of flexible kitchen, table and 
refrigerator ware, molded of 


DuPont 
Mr. 


owner 


Polythene. 
Lilliston 
and 


was formerly 


operator ol the 


Stanley Co., Chicago. 


LANDEN PUTTY’S 
NEW HOME 
UNDER CONSTRUCTION 
Landen Putty Works, 45 Irving 
St., Malden, Mass., 


process of building its new 


is now in the 
fac- 
tory which will house the general 


| offices, warehouse, shipping de- 


partment and plant. 
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TINGDALE APPOINTED 
VICE-PRES. OF SALES 
FOR BOYLE-MIDWAY 

Warren Tingdale has recently 
been appointed vice-president in 
charge of sales of Boyle-Midway, 


Inc. Mr, Tingdale has had a 





WARREN TINGDALE 


wide range of experience in sales, 
merchandising, and promotion in 
many channels of trade. 


REYNOLDS NEW PRICING 
SYSTEM FOR ALUMINUM 
EXTRUDED SHAPES 


D. P. Reynolds, vice-president, 
Reynolds Metals Co.. Louisville, 
that the of 
extruded hae 


announced pricing 
shape: 
basis for 


possible 


aluminum 
been on an unrealistic 


-o long and so many 


users have been discouraged that 
aluminum 


extruded shapes are 


being utilized to anywhere 


near the extent they should. For 


not 


this reason. Reynolds has intro- 
duced a new pricing system, 
Under this system a formula is 
employed which permits the price 
to 
to actual gives 
quate recognition to the effect of 
in the 
shape. Prices are grouped into 
five classes, according to the dif- 
heulty of manufacture. To deter- 


bear a more correct relation 


costs as it ade- 


complexity producing 


classification a 
part falls. a factor “d” is found 
by multiplying the circumscribed 
circle diameter in inches by the 


mine in which 


square of the perimenter of the 
shape in inches divided by double 
the sectional area of the 
shape in inches. | 

This figure is then used in a| 
table along with the circum- 
scribed circle diameter to deter- | 


mine into which of the five dif- | 


cross 





ficulty classifications the part | 
falls. While the system is ap- | 
plicable to all types of extru- 


sions, prices being published at 
this 
only. 

Such 


time cover solid extrusions 


a system more truly ap- 
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| consuming procedure 


proaches a direct relation to total 


production costs, says the com- 


pany. 


JACQUES FRON VISITS 
UNITED STATES 

Jacques Fron, president’ Eta- 
blissements Vachette, S. A., 50 
rue de la Paix, Troyes, France, 
will visit the United States dur- 
ing the month of April. Mr. 
Fron’s company is one of France’s 
largest manufacturers of locks 
and builders’ hardware. 

Communications for Mr, Fron 
may be sent to Mr. Padker, 230 
Park Ave., New York City, 
MUrray Hill 4-0549. 


KESTER SOLDER CO’S. 
GEN. SALES MANAGER 


Joseph H. Humble has recently | 


| been advanced to the position of 
| general sales manager of the 





HUMBLE 


JOSEPIL H. 


Kester Solder Co., 
ing 
company for 25 years. 


Chicago, hav- 


been associated with the 


TELECHRON NAMES TWO 
DISTRICT MANAGERS 
Allen W. Rork. formerly of 
Telechron’s Chicago office staff, 
covering the Minneapolis 
has been named district manager 
of the Pittsburgh district sales 
office for the company. Telechron 
Inc., has also advanced Richard 
D. Tyler, formerly district man- 


area, 


ager at Pittsburgh, to district 
manager of the Philadelphia 


office to succeed R. J. Buckley, 
now manager of standard clock 
sales in Ashland, Mass., the home 


| office. 


VETERANS SURPLUS 
PROPERTY PURCHASES 


SIMPLIFIED 
WAA has announced that vet- 
erans now may purchase any 
item of government surplus 
personal property without a 
priority certificate. A year ago | 
|the WAA abolished the time 


for certi- 


fying veterans for priorities in 
the purchase of all types of 
| surplus personal property except 
aircraft, commercial laundry 
equipment and railroad trans- 
portation equipment. 

There are no exceptions under 
the new order and a_ veteran 
may qualify for priority purchase 
of any item of surplus by show- 
ing discharge papers and signing 
a statement covering ownership 
of and purpose for 
which surplus is bought. 

The order does not affect dis- 
posal of surplus real property to 
which standard priority sequence 

| does not apply. 


business 


SAND’S LEVEL & TOOL 
MOVES TO 
CLINTON, IND. 

Sand’s Level & Tool Co., has 
recently completed the moving of 
its entire plant and offices from 
8631 Gratiot Ave., Detroit to 
Clinton, Ind., where it occupies 
a new steel and glass building 
of the daylight type with ample 
acreage permitting future expan- 
sion. The company’s key person- 
nel was transferred to the loca- 
tion also. John T. De Frees, vice- 
president and general manager, 
announced the company’s inten- 
tion to add new items to the line 
after the backlog of orders for 
levels and plasterers’ tools has | 

been diminished. 
EVANS PRODUCTS NAMES 
W. H. KELLY, DIST. MGR. 
HEATING, APPLIANCE DIV. 
Walter H. Kelly has recently 
been appointed district manager 
for the heating and appliance 
division of Evans Products Co., 
Plymouth, Mich. 
Mr. Kelly’s territory will in- 
clude Philadelphia, Washington, 
D. C., Maryland, Delaware and 
Virginia, Prior to joining Evans, 
ie was district sales manager for 





WALTER H. 


KELLY 


Proctor Electric Co., and eastern 
district sales manager for Bruns- 
wick-Balke-Coilender Co. 


H. G. SEAMAN ADVANCED 
BY BEHR-MANNING 


Howard G. Seaman has been 
promoted to the position of sales 
manager of the Behr-Manning 

| Corp’s. electro-textile division, 


r , 


| 





H. G. SEAMAN 
He has been associated with 


Behr-Manning abrasive sales and 
promotion for over 28 years as 
salesman, district manager, divi 
sional manager and for the past 
14 years as manager of sales 
planning. 


JOHN H. GRAHAM MAKES 
SALES FORCE CHANGES 
J. E. Vincent succeeds Martin 

M. Baumann 

representative for John H, Gra 

ham & Co., Inc., New York City 
with headquarters Seattle 

Wash, Mr. formerly 

served as a specialty salesman 

and will now cover Washington 

Oregon, Nevada, Idaho, Utah, 

Wyoming, Colorado, North Dako 

ta, and Montana. Mr. Baumann 

has been named director of the 

Pacific coast territory traveling 

California, Arizona, New Mexico 

and part of with 

quarters in Los Angeles. 


as northwestern 


in 
Vincent 


Texas head 


ECONOMASTER TO START 
PRODUCTION AFTER FIRE 
UNITS AVAILABLE IN JULY 

Economaster Sales, Inc., 128 
Eighth Ave., N. Nashville 3. 
Tenn., whose space heater factory 
in Shelbyville, Tenn., de 
stroyed by fire in December, has 


was 


completed plans for resumption 
of the production of Economaste: 
heaters. The remains of this fa 
tory will move to the Memphi 
plant and the floor space of th 
latter plant is being doubled t 
accomodate electric heater manu 
facture. This plant was built i 
1946 to produce ventilating fan 
and switch boxes. The compan) 
states that the will be 
again available to dealers in June 
or July. 


heaters 
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BROTHER, HERE'S A FAST SELLER 
THAT REALLY MEANS PROHIT! 





NEW GENERAL ELECTRIC FLAMENOL* CORD SETS are 
self-sellers that will move off your counter with- 
out any extra selling “push” from you. These 
handsome, durable cord sets are now offered on 
a new eye-catching counter-display merchandiser 
that will stop customers and make ’em buy—and 
they’re priced to show you a real profit. 

Almost every home has frayed or unservice- 
able cords and dangerous, damaged plugs on 
lamps, clocks, radios, fans, and other light-duty 
appliances. This new counter display appeals 
to the big, new group of men and women with 
“home repair” skills, wha take the attachment 
of replacement cords in stride. 

Flamenol cord sets have a strong, molded-on 
plug that’s durable and that holds the prongs 
straight and true. The thermoplastic insulation 





is good looking and easy to clean. 

Each cord-and-plug set is a completely assem- 
bled unit, ready to be attached with minimum 
fuss and bother. Sell them directly from the dis- 
play. When the card is empty, and it will be often, 
simply insert a new one and start selling again. 

Ask your regular General Electric merchan- 
dise distributor to show you this new self-selling, 
fast-selling profit builder. Let him show you a 
sample package — with counter card and four 
product cards—each holding six cord sets. He’ll 
tell you about the attractive prices and the liberal 
distributor - dealer discount setup that permits 
highly satisfactory returns. Better order from 
him now and get in on this new profit maker. 
For information write to Section D11-438, 
General Electric Company, Bridgeport 2, Conn. 








*Trade-mark Reg. U.S. Pat. Off. 


GENERAL ( ELECTRIC 





APRIL 8, 1948 


165 









W. W. FOLLETT HEADS , and bending departments and the 

REGIONAL SALES | tool room. The company has ob- 
FOR EUREKA DIVISION | tained a large factory building 
William W. Follett has recent: | located at 3400 W. Federal St., 
| where temporary facilities have 
| been set up. W. L. Bonnell, gen- 
| eral manager, has announced that 


ly been appointly regional sales 
manager of the Eureka Division 


the portion of the factory dam- 
aged will be rebuilt on a larger 
| and more modern scale. 


SWISS WHOLESALER 
WANTS AMERICAN 
HARDWARE LINES 


Geiser & Co... Langenthal, Switz- 


erland, hardware wholesalers, is 


seeking American lines of hard- 


housewares for dis 


and 


ware 





WILLIAM W. FOLLETT 


of the Eureka Williams Corp., 





Bloomington, Ill. His territory 
includes: Greater New York 
area, and the state of New Jersey. 
Mr. Follett was formerly asso- 
ciated with the Bendix Aviation 
Corp... and the Bankers Trust 
Co. of New York, ERNST BRUNNER 


tribution in that country, Ernst 


TRIMEDGE FACTORY Emil Brunner, sales manager of 
the Geiser organization. will be 


DAMAGED BY FIRF Pe 
pri <i 


inclusive, to 


in this country from 


A recent fire destroyed part of to May 27, visit 


the factory of Trimedge, Inc.,| manufacturers and exporters of | 
4021 Mahoning Ave., Youngstown American hardware and house- | 


1, Ohio, including the buffing, | wares. He may be contacted at | 
shipping, wrapping, anodizing,' the following hotels: The Shel- 





Association, April 1, at the Downtown Athletic Club, New 


evening's program of entertainment. 
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ton Hotel, New York City, April 
27 to May 1; The Hollenden 
Hotel, Cleveland, Ohio, May 4 
to 6: The Sherman Hotel, Chi- 
cago, Ill, May 10 to 14; The 
Sheraton Hotel, Washington, 
D. €.. and The Shelton Hotel, 
New York City, May 24 to 27. 

Geiser & Co. gives as banking 
reference the National City Bank, 
55 Wall St, New York City. 


FRIGIDAIRE MAKES 
CHANGES IN APPLIANCE 
SALES DEPARTMENT 


Changes in the organizational 
structure of 
ance sales department and the 


Frigidaire’s appli- 


appointment of two new section 


sales managers have been an- 
nounced, 

C. H. Glenny, formerly major 
dealer division manager, has been 
appointed manager of a newly 
created quantity sales division. 
Succeeding Mr, Glenny is J. M. 
Ruston, of 


utility sales, which will now op- 


former head public 
erate as part of the new division. 

George Plumly, formerly with 
Kitchen Cabinet 
transferred to the special markets 
division to supervise home freezer 
D. C. MeCoy. 
has named 


sales has been 


sales, succeeding 
W. R. Miller 
assistant to the appliance sales 
E. Quigley, special 
manager: C. J. 


been 


manager; C, 
markets, : 
Prashaw. range and water heater 
sales manager; F. M. Mitchell, 
laundry equipment sales manager 
and D. W. Horton, kitchen cabi- 
net sales manager. will continue 


sales 


to head their respective divisions 


under Mr, Kelly. 





CELEBRITIES AND CELEBRANTS at the annual dinner of The Hardware Trade 


York City. More than 100 


guests and members were present for the dinner which was followed by an entire 


MILWAUKEE LACE PAPER 
NAMES GEN., ASST. 
SALES MANAGERS 

The Milwaukee Lace 

Co., has appointed B. C. Middle 


ton, general sales manager and 





B. C. MIDDLETON 


lobiason, assistant sales 


ae 
manager. Mr. Middleton was pre- 
viously associated with the United 





L. C. TOBIASON 
Wall Paper Co., Chicago, as 
general merchandise manager. 


Mr. Tobiason, who has had sales 
experience with several Wiscon- 
sin companies, formerly served 
Milwaukee Lace as a sales cor- 


respondent. 


SEATTLE HDWE. PASCO 
BRANCH CONSTRUCTION 
COMMENCES 
The construction on the 
unit of a new Pasco branch fo! 
Seattle Hardware Co., whole 
salers, Seattle, Wash., has com 
menced. This unit 
basic stock of heavy material- 
primarily iron and steel commodi 


first 


will house 


ties including bars, sheets, nail- 
and products. The _ first 
building to be finished will be 
about 150 ft. sq. with more than 
20,000 sq. ft. of floor space, It 
will be of aluminum stet 
and is expected to be completed 
by June Ist. 


wire 


and 
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Full-page color ads like this, a new one every month, keep remind- 
ing our 4% MILLION quality-minded readers— men who are big 
buyers of tools and hardware — that BRANDED merchandise, bought 
at the HARDWARE store, is BEST. 


... Popular Mechanics Magazine 


it the 


ys pefore I 
pargaim 
at the 


vyins 


-*% Jook 


4 the first qhin€ 


(Reproduced from Popular Mechanics, April, 1948) 
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WORCESTER SHEAR 


MODEL 600 
(illustrated) 
WORCESTER 
POWER MASTER 
Models 750 and 850 
Leaders in the fasi-selling 
QUALITY-PROVEN 
Worcester line. 
Other models include: 
WORCESTER MASTER 
Model 500 
WORCESTER 
LAWNTENDER 
Model 400 


/} J 





Worcester’s fifty years of ex- 
perience and engineering 
skill can be counted upon 
to produce the FINEST lawn 
mowers obtainable. 


The Worcester reputation is 
unequalied for value and 
dependability in the lawn 
mower field. 


There will be a tremendous 
demand for KNOWN PROV- 
EN brands of quality lawn 
mowers in 1948. 


We will be able to supply 
you! More Worcester Mowers 
than EVER before are now 
being produced. 





















WORCESTER LAWN MOWER COMPANY 
CHICOPEE FALLS, MASS., U. S.A, 














F. L. JACOBS ASSIGNS 
MORE DUTIES TO 
CLYDE G. REMMO 


Clyde G. Remmo, sales man- 
ager of the appliance division of 
the F, L. Jacobs Co.. has taken 








CLYDE G. REMMO 


over the duties of Edward A. 
Ash, who was director of that 
division. The position of director 
is being eliminated, and a new 
assignment for Mr, Ash will be 
announced later. 

Mr. Remmo has had _ broad 
and executive experience 
in both the automotive and appli- 


sales 


| ance fields, 


PALMER SEALY NAMED 
EASTERN DISTRICT SALES 
MGR. CAMFIELD MFG. CO. 


Palmer Sealy has been ap- 
pointed eastern district sales 
manager handling the Camfield 
Automatic Toaster and Flior-O- 
Shield light diffuser attachement 
for fluorescent lamps for Cam- 
field Mfg. Co., Grand Haven, 
Mich. New York City offices have 
been established at 489 Fifth 
Ave., New York City 17. 

Mr. Sealy had previously rep- 








PALMER SEALY 





resented Metal-Tex, Sun Kraft 
and Schick, Inc., in a sales super. 
visory capacity. The territory 
which the Eastern territory overs 
includes the seaboard states as 
far south as Virginia and offices 
are to be established eventually 
in Boston and Philadelphia bs 
improve service. 








E. E. LANCTOT NAMED 
ASSISTANT TREASURER 
COTTER & COMPANY 
Edward E, 


appointed 


Lanctot has bees 
assistant treasurer of 
Cotter & Co., dealer-owner whol 
sale hardware distributors. 650) 
S. Clark St., Chicago. For th 
past two years, he has been as 
ciated with Oakes & Co., Chicas: 





EDWARD E. 


LANCTO! 


Prior to his service in the armed 
forces, he was with Kelley How 
Thomson Co., Duluth, Minn. 
CREDITS FOR STORY 
ON FASTENERS 


In its past four issues, Hap 
ware Ace has been publishing 
a four-part article entitled, “The 
Evolution of the Fastener Indu~ 
try”. David D. Davis, viet 
president and sales manager of 
the Continental Screw Co., New 
Bedford, Mass., and author of the 
articles gives credit for his 
source material as follows: 

“Author’s acknowledgement fo 
historical facts and_ illustration 
is made to the Parker-Kaloi 
Corporation; and for other 

material and_ technica! 
submitted for this 
previously published in con 
densed form in Wireco Life 
Magazine of the American Steel 


source 


data article 


| & Wire Co., acknowledgement is 


made to Roger W. Boltz. Hol- 
brook L. Horton, H. O. McCulley, 
E. G. Wertheimer, James, D. 
Eggers, George P. Byrne, P* ©. 
Smith, Herman H. Lind and 
Fasteners, publication of © the 
American Institute of Bolt. Nut 
and Rivet Manufacturers.” 
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event Good Housekeeping Ps 
IN 40r 4s — qaet - 


= Ouce in Place... 


neon | IT NEED NEVER BE TAKEN DOWNE 
— Here is the new modern permanent lifetime clothesline 

that costs no more than ordinary clothesline. Sells on 

sight! Place a few coils in your store windows and on 

— your counters and find out for yourself. Order a few 

1 publishing 


ititled. “The cartons now to meet the demand from the national adver- 
tener Indu~ tising campaign in leading household magazines. 

Javis, vice 

page ® - Attractively labeled, clean bright looking appearance of 
w Lo., ew . 

aitce of te NICHOLS specially treated ALUMINUM CLOTHESLINE 
4 for his make it easy to sell. Will not stain washings. A real 
ane oe profit-packed sales builder. Packed 4 - 300 ft. coils to a 
illustration carton — marked with a red tape every 
-arker-Kalon 

for other 

1 technical r ORDER YOURS TODAY FROM YOUR FA- 
eg Naas . VORITE JOBBER. 

in con 

‘ireco Life 


STORY 
ERS 


50 ft. for time saving in measuring. 


srican Steel 
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ACKED 4.309 foot CO” 
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. McCulley, 
James, D. 
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yme, He C NICHOLS WIRE & ALUMINUM CO. 
haere DAVENPORT, IOWA 
Bolt. Nut Warehouses: Mason City, 
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THE DAILY YEAR-’ROUND, ALL-PURPOSE CLEANER 


YSED AND PROVED IN MILLIONS OF HOMES 
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There's nothing like Solventol to help you 
recapture your share of the market for 
all-purpose cleaners and related products. 
This housecleaning miracle is a product 
of the ‘“‘new chemistry” that gave you 
plastics, cellophane, nylon. Solventol is a 
secret blend of six gentle, yet effective 
solvents. Its speedy 6-in-1 cleaning action 
actually slides dirt off. No rub! No rinse! 
No wipe! No harsh abrasives! No caustic 
soda ash! No sticky glue! 

Remember . . . Solventol pioneered the 
$1.00 habit for a high-quality cleaner in 
a lithographed metal container. So feature 
this daily year-’round all-purpose cleaner — 
and get back your profitable cleaner mar- 
ket. Order your ‘stock TODAY! Solventol 
Chemical Products, Inc., Detroit 3, Mich. 


* Year-’round Multiple Uses! 
Jie Gives You High Mark-Up! 
* Nationally Advertised ! 

* Fair Traded! 60°, $19 $175 


Solventol 


Freshens a8 it cleans\ 





igh 
rag 
- 

aed 











McGRATH 


F. W. 


F. W. McGRATH MADE 
VICE-PRES. OF SALES 
FOR APPLIANCE MFG. CO. 

F. W. McGrath, formerly sales 
manager of Appliance Mfg. Co., 
Alliance, Ohio, has been appoint- 
ed vice-president in charge of 
sales of the company. 


NATIONAL HOUSEWARES 
MFR’S. REFUND 1/5 
OF EXHIBITORS FEES 


The board of directors of the 
National Manufac- 
turers Association has announced 
that on the basis of the financial 
statement for 1947-1948, a 20 
per cent refund will be made on 
exhibit fees to the exhibitors 
of the Chicago Jan, National 
Housewares & Major Appliance 
Exhibit. 


Housewares 


L. L. SMITH MARKS 40 
YEARS WITH GOODRICH 


L. L. Smith, treasurer of The 
B. F. Goodrich Co., Akron, since 
1940, has completed 40 years of 
service with the company. He 
joined as a tire adjuster and was 
named assistant manager of the 
Kansas City district that same 
year. He was then transferred to 
the main office in Akron in 1915 


as a credit man. In 1918 he was 
made a general credit manager 
and in 1920 was named assistant 
treasurer. 


F. W. RAHING RETIRES 
AS CUTLERY BUYER 
FOR WITTE HDWE. 

™ - F Rahing, cutlery 
for Witte Hardware Co., St. 
Louis, Mo., has retired having 


hi ver 


been with the company for 56 
a member of the 


Fifth Year Club, 


years. He is 


Hardware Age 


|M. K. MACKENZIE HEADS 
NORTHWEST AREA FOR 
OCEAN CITY-MONTAGUE 


The northeast regional territory 
of Ocean City-Montague, Phila- 
delphia, which covers seven states 
in the northeastern United States 
and all the eastern provinces of 
Canada will be managed by Mal- 
| colm K. Mackenzie, with offices 
| in Philadelphia, He was formerly 
advertising manager of the agri 
cultural publication Pennsylvania 





r > ne P — —_ 





MALCOLM K. MACKENZIE 

Prior to that he was 
associated with Phileo Corp.. and 
Bendix-Aviation Corp., 
visor of control activities. 


Farmer. 


as super- 





H. K. CLARK, president of the Carborundum Co., is 
shown pressing the lever on a stratedge concrete cutter that 
knifed a diamond through cement which was moved to make 
way for the foundation of a new building covering about 


190,000 sq. ft. in Wheatfield, 
new home of the coated p 
borundum Co. 


N. Y. The building will be the 
roducts division of The Car- 
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Dennis Mitchell 










LIFE 


ra NATIONALLY 
) ADVERTISED 


BIKE 
RIKE 


LIVERY 
De SKETS 


Model 
181N 


BIKE BASKET 


i {fj Loop over Knuckled Construction. Pat- 








< 
“ ' sacks * ented handle bor clamp. One piece. 
‘ % . =r TT YI Heavy continuous frames—rattle proof. 
i } | Bes Retains shape under heavy loads. Pat- 
H ee ees ented bottom brace bracket. Easily 

; > Sm . - 
Sie installed — Simple strut construction. 


Struts heavy gage steel-V-frame 
channeled for extra strength. 18° x 13” 
x 6°. Packed 12 to a carton. 34 Ibs. 


/ Model 182 N Extra Heavy Duty 


Hi] Metal braces around entire basket for additional 

support—Extra heavy clamps for attaching to 
} handle bars. All the other features of Deluxe 
g Mode! 181 N. Packed 12 to o carton. 42 Ibs. 


TRIKE BASKET 


Makes a hit with every young trike 
owner. The special brackets for 
tricycle are securely in place on the 
handle bars of the trike. This basket 
looks good on any trike and will 
give good service year in and year 
out. Complete with nuts, bolts, 
metal clamps and mounting brackets, ready for Model 
installation. BRIGHT PLATED FINISH. 13” x 8” 


ae» 131 N 
x 5” knuckled. Packed 12 to a Carton. 16 Ibs. ae 


DELIVERY BASKET 
Constructed of extra heavy gage 
wire protective heavy steel bands 

thick steel bands around entire 
basket to insure extra strength ot 
maximum loads—Non buckle con- 
struction. Struts of heavy V channel 
+H steel. 21 x 15” x 9’. 48 Ibs. — 
iia packed 6 to a bundle. 
Model 121 N 
Same as above—lightweight handle-bar 
clamps strap and struts. 31 Ibs. — 6 to 
a bundle. 








SOLD THRU JOBBERS 
WRITE FOR CATALOGS COVERING THE COMPLETE 0-M LINE 


Monvtlactured from raw materials to finished product 


Dennis Mitchell Industries 


MANUFACTURERS OF BABY SEATS & HAMMOCKS WIRE BIKE 
TRIKE AND DELIVERY BASKETS SHOPPING CARTS CARRIAGE 
AND STROLLER SHOPPING BASKETS THE TOT-TRAVELER 


4424 PAUL STREET, PHILADELPHIA 24, PENNA. 
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BROILS or 


BARBECUES 














tHe Hea MASTER 


BARBECUE GRILL 










NO. G-70 
with wheels and 
Adjustable Legs 






Ordinary grills cook with the meat directly over 
the fire. As a result, fats ignite while smoke and 
flame spoil the natural flavors. By this Master 
method, however, steaks, roasts, meats, fish and 
poultry broil or barbecue between two walls of 
charcoal and all the flavor and goodness of the 
meats are retained. , 


Only the Master Grill has all these unusual 
features, to retail at most reasonable prices: 

V Comes ready to use, completely set up 

V Twin fire compartments, adjustable for heat control 
¥ Revolving barbecue spit 
Vv 


Removable wire steak broiler, locks to hold thin- 
nest bacon without falling out 


¥ Bun warmer — keeps generous supply warm and 
fresh 


V_ Pull-out ash and grease drawer 
¥ Weather protected aluminous finish 
Also made with adjustable legs only (no wheels), 


Model G-60 . and without barbecue spit, bun 
warmer, grease drawer and shelf, Model G-50 


Write or wire for illustrated circular and popular prices. 


MASTER METAL PRODUCTS, Inc. 


Originated and Pioneered Charcoal Barbecue Grills 
Over 20 Years Ago 


273-291 Chicago Street Buffalo 4, N. Y. 
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SUPER 


TT TA 


FRENCH DRY CLEANER 





* 2 GALLON CANS © 1] GALLON CANS 
* QUART CANS 


TURNOVER, SALES 
AND PROFITS 


SUPER 
SUPER 
SUPER one ve. 


FEATURES AND 
SCIENTIFIC IMPROVEMENTS 


BackeD BY BIG SPACE every OTHER WEEK IN 
plus RADIO ADVERTISING 


—ON 20 KEY NETWORK STATIONS 


Everything’s Super about SUPER RENUZIT'! It's 
geared to capture the big mass market— it’s the first really 
perfect home dry cleaner—it’s the sure way to bigger 
sales, repeats and profits! ORDER TODAY! 


OTHER SALES BUILDERS: 


RENUZIT SPOT & STAIN REMOVER + RENUZIT MOTH PROOFER 
RENUZIT HOUSEHOLD OIL + RENUZIT MOTOR OIL 


RENUZIT HOME PRODUCTS CO., PHILADELPHIA 3, PA. 
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| 


| manager, his new territory will 





| production 
|Instruments Corp., LaSalle-Peru, Ill., is Henry J. Wagner, 





HOLDING THE 200 MILLIONTH TIMEPIECE from the 
lines of the Westclox Division, General Time 


Westclox general sales manager. At left is L. B. Richards, 
advertising manager and Fred A. Swindell, domestic sales 
manager. 


PROCTOR ELEC. NAMES | Swanson, Alhambra: Arthur Bb 
A. D. McCLENAGHAN Green, Huntington Park; Joli 
HARTFORD DIST. MGR. ||. Skoog, Culver City; Leo 
Larson, Wilmington; John H 

A. D. McClenaghan has recent-| Knox, Santa Ana: Gerald \ 

ly been appointed Hartford dis-| Keller, San Bernardino: Robert 
trict manager for the Proctor| W. Hart, La Mesa: and C. W. 
Electric Co... Philadelphia. For-| Lewis. Coolidge, Ariz.: Verno 
FE. Cherry, Leo V. Butler, Los 

Angeles and C. H. Byers, Esco 

dido, make up the. advise 

board, Robert H. W esthrook 


Riverside is on the NRHA boa 


of fovernors, 


G. A. GARDNER NAMED 
ATKINS SALESMAN 





G. A. Gardner has recent 
been appointed sales represer 
tative in Tennessee, Arkan- 
and Mississippi for E. C, Atkins 
& Co., Indianapolis. 

This territory was formerly 
covered by T. H. Barritt, who 


has heen transferred to Virgini: 
North 





and and South Carolina. 


Mr. Gardner was assoc iated for 


A. D. McCLENAGHAN 
22 years with the McWhorter 
merly, Harrisburg, Pa. district} Weaver Co.. and since 1943 has 


been buyer with Montgomery & 


cover Connecticut and Vermont) Crawford, Spartansburg, S. C., 
land parts of New York ard and Clark Hardware. Nashville. 
Massachusetts. 


( alifornia Retail Hardware 
ciation 
D. George, Santa Barbara, pres- | 
ident; J. A, 
| Los Angeles, first vice-president; | 
| Samuel J. 
second vice-president; 
Kammeier, Los Angeles; 
| tive secretary. 

James 
H. Wagner, Glendale; Ernest T. a 


SOUTHERN CAL. RETAIL 
HDWE. ASS’N. ELECTS 
1948 OFFICERS 


Che 


Southern 


Asso- | 
Graham | 
| 


ollicers of the 


are as follows: 


Potter, Jr., West | 
Van 


Arnett C. 


Woody, Nuys, | 


execu- 
| 


Board of directors consists of 
H. Dewire, Ventura. O. 





GARDNER 
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| GILLETTE TO BROADCAST | 
BIG RACES, FIGHT 
The Gillette Safety Razor Co., 
Boston, Mass., plans to broadcast 
the Triple Crown of racing—the 
Kentuky Derby, the Preakness 
and the Belmont Stakes—and the 
return bout Louis 
and Jersey Joe Walcott. 
The Triple Crown races will] 
176-station net 


will 


between Joe 


be carried over 


work of CBS and also be 


televised. 


R. A. MUNYON JOINS 
SCHWARTZ MFG. CO. 
Roy A. 

joined the sales organization of 
Schwartz Mfg. Co.. Two Rivers. 
Wis.. handling the Minneapolis- 


Munyon has recently 





FRANK A. GABRIEL. 


F. A. GABRIEL RETIRES 
AS PERFECTION STOVE, 
4¥EATER DIV. SALES MGR. 
Frank A. 


manager ol 


Gabriel has retired 


- sales Perfection 


tove Co's. stove and heater 
vision. Cleveland, Ohio, having 
een with the company since 
18. Mr. Gabriel was associated 
ith Patterson-Sargent Co., for 
)) years in a sales executive ca- 
wity prior to joining Perfection. 
He has also retired as a mem- 
r of the company’s board, Mr. 
helped to set up the 


ompany’s modern merchandising 


rabriel 


rganization and at various times 
epresented the company in Eu- 


ope. South 





(America and Canada. 


le plans to do some fishing and ROY A. MUNYON 
colting and also will undertake 
three-month trip through Cali-) St. Patl-Duluth area. View Mun 


nia. Washington, Oregon and} yon formerly represented Johnson 


he northwest, & Johnson in northern Minnesota, 





Fureka Williams Corp., met recently to obtain details of the 





THIRTY-ONE REGIONAL MANAGERS, branch 


mana- 


vers and field service men of the Eureka Division, of the 


pring selling program. The merchandising campaign for 
acuum cleaners is to be built on results of the home clean- 
ng time study recently completed by Dr. Elaine Knowles 
Veaver. An outline for the merchandising campaign on the 
Jispos-O-Matic garbage unit was also listed. The 
ollowing organizational changes were announced to imple- 
nent both the Dispos-O-Matic and cleaner merchandising 
ampaigns: Lyle El Loveland, former regional sales manager 
n the Ohio, New York and Pennsylvania area has been 
appointed assistant general sales manager of the Eureka 
ivision. K. Wattarn has been advanced to the post of direc- 
tor of branches and service and is replaced as service manager 
xy Eugene A. Bevak. Charles G. Branch, division sales mana- 
ser for Williams Oil-O-Matic division, has been made sales | 
manager of the new Dispos-O-Matic unit. Shown above is 
the group of regional managers, branch managers and field 
service men with home office officials who attended. | 


removal 
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Just a few lines 
to let you know... 


... that Spring is here . . . and it’s the best time 

of the year to feature “outdoor hardware.” 
When clotheslines and awnings go up, so do 

your sales of pulleys and hooks. Make a memo now 


to stock up on sturdy Spring accessories by Judd. 


’ 
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No. 59 Judd Clothesline No. 113 Judd Clothesline 


Hook — Cadmium plated/s87 Pulley— Pulley, cadmium plat- 
plate, 134" x 134"; “4 gross to — cd/87; frame, red/106; size 
box. 2 dozen to box. 


a~ 
( ( j ‘ 
YP y 
os 


No. 96 Judd Awning Pulley No. 2701 Judd Clothesline 

— Cadmium plated/87 pressed Hook—Steel, cadmium plated 

steel; diameters, Y2", %&”, 34", /87; length, 4”; blunt point; 6 
dozen to box. 


or 1"; 1 dozen to box. 


HOUSEFURNISHING 
diameters 1%", 4" or" HARDWARE 


H. L. JUDD COMPANY - WALLINGFORD, CONN. 
87 Chambers Street + New York 7, N. Y. 





No. 97 Judd Awning Pulley 
— Cadmium plated/87 pressed 
steel; double wheel, swivel eye; 
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ROY lL. 


ROGERS 


ROY L. ROGERS FORMS 
MANUFACTURERS’ AGENCY 


Roy L. Rogers, 
manager from 1943 to 
the Safe Padlock & 
Co., Lancaster, Pa., has 
manufacturers 
business at 1620 Gartield 
Denver 6, Col., representing Safe 


western sales 


1947 
Hardware 


for 


estab 
lished a agency 


ot., 


hardware in Montana, Wyoming, 
Colorado, New Mexico, Arizona. 


Utah, Idaho, Washington and 
Oregon. When available other 


lines will be added. Mr. Rogers 
was secretary and sales manager 
of The Payson Mfg. Co., Chicago 
for 39 years before he joined 
Safe Padlock & Hardware Co, 


R. W. ADAMS JOINS 
PYRENE SALES STAFF 


Robert W. Adams, assistant 
advertising manager of Pyrene 
Mfg. Co., Newark, N. J., has 


joined the company’s sales staff, 
will cover the territory in 
Oakland, of 
Mr. Adams has been 
with Pyrene for nine years, 


and 
the Fresno section 


California, 


OPEN HARDWARE COURSE 
AT CCNY MAY 3rd 


The 150 hour 14 week. 
hardware course to be given at 
The City College Midtown Busi- 
ness Center, 430 W. 50th St, 
New York City, under the spon- 
sorship of the National Retail 
Hardware Association will open 
May The discussion of the 
application of — merchandising 
skills in typical store situations 


retail 


3rd. 


will be a feature of the course. | 
The course is broken down into | 
small action which will } 
vo behind the scenes in leading 
New York stores to absorb the 
practical know-how required for 
important hardware store activi- 
ties. The course does not set up 
special educational requirements 
being open to men and women 


groups 
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| Courses, 


| York City 


carry the 
determined 


them to 
work. Admission is 
on the basis of a personal inter- 


enable on 


view which can be arranged by 
contacting Victor Musso, Super- 
visor of Building Industry 
430 W. 50th St.. New 

19, phone Colum- 


bus 5-2452, 


PEERLESS APPOINTS 
G. A. SLOAN, SALESMAN 


George A. Sloan has been 


named sales representative in 
Oklahoma, 


fe rT 


Arkansas 
Tool 


formerly 


and 
Level & 
He 
associated — with 
Steel & Wire 


for a number of years prior to 


Texas 
Peerless Co.., 


Sterling. Ill. was 


Northwestern 


Co., as salesman 





GEORGE A. SLOAN 

Pittsburgh Steel Co. After 
the latter 
associated with 
Hardware Corp., Corbin Screw 


joining 
leaving company he 


was 


American | 


| 


Division, New Britain, Conn., as | 


salesman in the southeastern 


states resigning in 1947, 





AARON LIBRETT SELLS 
HARDWARE BUSINESS 
NOW CONSULTANT 


Aaron Librett, founder of the 
Librett Hardware Co., New Ro- 
chelle, N. Y., which has been in 
existence for 36 years, has 
cently liquidated the hardware 
business and sold the building. 

Mr. Librett plans to establish 
operations in New Rochelle as a 


re- 


consumers’ buyer of large appli- 


ances, specializing in builders 


hardware. 


CONDUCT GUIDED TOURS 
AT MERCHANDISE MART 


Joseph P. Kennedy 
nounced that a regular system of 
guided public tours has been in- 
novated at The Merchandise 
Mart, Chicago, The tours cover 
the highlights of the building 
and take about an hour to com- 
plete. Included are visits to floors 


has an- 


covering each of the basic lines 
housed in the Mart. The manage- 
ment stresses that only on these 
conducted tours will anyone other 
than regular buyers be permitted 


through the floors without the 
building passes issued to the 


trade. 


IRON & STEEL INSTITUTE 
OFFERS PICTURE STORY 
OF STEEL IN BOOKLET 
The American Iron & Steel 
Institute, 350 Fifth Ave., New 
York City 1, has issued a booklet 
containing the story of steel in 
picture form. 











SEATTLE POT & KETTLE CLUB is planning for the 
annual gathering to be held at Harrison Hot Springs, B. C., 


June 21-23. 


James P. 


Cummings, 


Big Chief, Schwabacher 


Hardware Co., is national president of the Associated Pot 
& Kettle Clubs; at his left squats, Chief Wallace Spaulding, 
Frederick & Nelson, general chairman of the convention; 
standing are left to right: Roland Wold, International For- 
warding Co.; Stanley Clark, The Vinton Co.; Phil Smith, 
Ernest Hardware Co.; Stanley Brand, L. L. Raymer Co.; 


Wallace Suva, Frederick & Nelson; Ronald Marston, A. H. 


Clark Co.; and Harry Gleason, General Sales Corp. Sitting 
“a left of the headdress is Arthur Huot, The Cory Corp., and at 
whose ability and background | the right is Allen Myers of the Holt Berni Co. 





FRANK 


W. NOBLE 
F. W. NOBLE ADVANCED 
TO REGIONAL SALES MGR. 

EUREKA DIVISION 
‘Frank W. Noble, 
assistant to the 
president in charge of the Eureka 
Division of the Eureka Williams 
Corp., Bloomington, IIl., has been 


formerly 


executive vice 


appointed regional sales manager 
of the division with headquarters 
in Chicago. His territory will in- 


clude: Illinois, Minnesota, Lowa, 
Nebraska, North Dakota, South 
Dakota and Wisconsin. In_ his 


‘ormer capacity, Mr. Noble was 
n charge of advertising and sales 
promotion of Eureka products. 


WALTER MORROW 

RENAMED ARF PRESIDENT 

Walter recently 
reappointed president of — the 
American Retail Federation, 1627 
K St., N.W., Washington 6, ,D. C. 
at a meeting held in the Waldorf 
New York City. This 
action was in recognition of Mr. 
Morrow’s return to health follow. 
ing an illness which prompted 
him to ask to be relieved of his 
duties. A former newspaper editor 


Morrow was 


Astoria, 


with more than 25 years experi- 
in the field, he 
had been president of the Fed- 
1945. 


ence newspaper 


eration since 


| ROBERTS HDWE. PEOPLE 


RECEIVE SERVICE PINS 
The Roberts 


Inc., wholesalers, 


Hardware LCo., 
Utica, N. Y., 
held a party recently at the Twin 
Ponds Golf and Country Club 
attended by 65 people, at which 
time 28 were presented with serv- 
ice pins. Charles W. Hill, presi- 
dent of the Oneida National Bank 
& Trust Co., spoke on the “Roberts 
Hardware Co., from the Banker's 
Viewpoint.” Henry J. Bellosa was 
given pin 
signifying 
Others 
for five years, silver for 10 years 


a diamond 
50 


received 


and gold 
of 


bronze 


years service. 


awards 


| and gold for 15 years, 
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A. J. MALONEY NAMED 
CALORIC STOVE CORP. 

MANUFACTURER’S AGENT 
Stove Corp.. has ap- 
Andrew J. 


representative in 


Caloric 
pointed 


manufacturers 





ANDREW J. 


Washington, D. C.,. marketing 
area, comprising part of Virginia 
and Maryland in addition to the 
capital, Mr. Maloney 
was general sales manager of the 
Washington Gas Light Co., hav- 


MALONEY 


national 


ing been associated*with the com- 
pany for 15 years. He wall also 
be manufacturers’ agent for the 
Waldorf Heater Co.. and has es- 
tablished Bond 
Bldg. As an officer 
in combat air 


offices in the 
Washington. 
intelligence, he 
took part in the B-29 raids on 
Japan, during World War II. 


F. D. O’SULLIVAN NAMED 
AVCO REGION MGR. 
Frank D. O'Sullivan, Jr., has 
been appointed southeastern 1e- | 
gional Avco Mfg. 
Corp., Cincinnati. He will cover 
distribution outlets in Atlanta 
and Savannah, Ga.. New Orleans, 
Charlotte, N. C., Memphis, Tenn., 
Jackson, Miss., Birmingham, Ala. 


manager for 





FRANK D. O'SULLIVAN 


White Lead & Works, 
Detroit 11, Mich. 


Color 
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and Jacksonville, 


Maloney, | 


Tampa, On 
lando and Miami, Fla. Mr. O'Sul- 
livan spent two 
selling staff of the Crosley Dis- 
tributing Corp., New York City. 


years on. the 


NA-MAC PRODUCTS 
APPOINTS SEVEN SALES 
REPRESENTATIVES 
In a reorganization of its na- 
tional sales force, Na-Mac Prod- 
ucts Corp. Los Angeles, has 
appointed seven sales representa- 
tives. namely: Edward F, Wilson, 
Fifth Ave.. New York City will 
cover Metropolitan New York 
and northern New Jersey: Unger 
& Theobald. Philadelphia. will 
travel eastern’ Pennsylvania, 
southern New Jersey, Delaware, 
Maryland, Wash- 


ington, D. C.; Practical Products 


Virginia and 


Inc., Louisville, has been given 


Kentucky, West 


southern Indiana: 


Virginia and 
and the Ohio 
territory with the exception of 
Toledo will be covered by John 


E. Naumann Co., Lakewood, 


Ohio. John R. Robertson Co.., 
Kansas City, will handle lowa, 
Kansas, Nebraska and western 


John Leer, has been 
named salesman for Minnesota, 
North Dakota, South Dakota and 
northern Wisconsin. The Inter- 
Mountain area, Colorado, Wyo- 
ming, Montana. New 
Utah, Arizona and 
Idaho, with El 
be covered by Tom Curtan from 
his Denver office. 


Missouri. 


Mexico, 
southern 
Paso, Tex.. will 


TODD BROS. APPOINTED 
MASTER METAL SOUTH- 
WEST REPRESENTATIVES 


Master Metal Products, Inc., 
Buffalo, N. Y., has appointed 
Ralph, Walter and Orville Todd, 
606 N. Field St., Dallas, Tex., 
as its exclusive southwestern sales | 
representatives for Texas, Okla- 
homa, Arkansas and Louisiana. 

| 


—_ | 


PHILCO NAMES KENYON 
GENERAL SERVICE MGR. 


Kenneth Kenyon has been ap- 
pointed general service manager 
of the Phico Corp., Philadelphia. 
Mr. Kenyon has had many years 


| of experience in Philco distrib- 


utor and dealer work and recently 


was director of the company’s 
| field engineering for the Army 


and Navy. 
STEARNS WHOLESALE 
HDWE. DISTRIBUTES 


ACME PAINT : 
F. C. Stearns Wholesale Hard- 
ware, Inc., Hot Springs, Ark., 


has been appointed distributor of 
Acme paint in Arkansas, south- 
ern Missouri, north 
northwestern Oklahoma for Acme 


| 
. | 
Texas and | 


T T r EFFICIENT 
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WRINGER 
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Ps Se. P 
f y 
5 EXCLUSIVE 
2-WAY WASHING 


proves 





b PATENTED 
cLuTeH 


NEWER, BETTER PUMP 


BALL-BEARING 
TRANSMISSION 


The AUTOMATIC Washer Dollar 
Buys more washing value! 





See for yourself. Compare the Automatic Duo- 
Disc Washer with any washer costing $5 to $15 
more. Compare its features .. . its sparkling 
beauty . . . its sturdy construction . . . its pre- 
cision engineered ball-bearing Transmission 
Compare Automatic’s invertible Duo-Disc 
Agitator — the only agitator offering 2-Way 
Washing. : 

Compare and you'll see why the Automatic 
Washer offers top dollor value. And that's the 


very reason why it pays so well to be an Auto- 
matic Dealer. 


Write for name and address of 


your nearest Automatic Distributor 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 











JOHN F. LAMEY JOINS 

McKINNEY MFG. CO. 

John F. Lamey, formerly with 
the Irving S. Kemp Co., has _re- 
cently joined the McKinney Mig. 





JOHN F. 


LAMEY 


(os. organization in Chicago, be- 
ing associated with Frank Koch. 
Mr. Lamey three 
with the Navy prior to his con- 
nection with the Kemp company. 


served years 


100 ATTEND CHICAGO 
RETAIL HDWE. MEETING 


| of the Earle Hardware Mfg, 


More than 100° dealers, their 
wives and guests attended the 
recent meeting of the Chicago | 


Retail Hardware Association, at 
the Swedish Club. The subject of 
the meeting was, “Where is the 
Hardware Business Going in 
19487" Gern Lindquist gave an 
interesting talk entitled. “Is It Ts, 


Aint?” 


Or Is It Jim Cihak an 
other member, gave an enlighten- 
ing talk on “What To Do in 
1918." 


JERSEY DEALERS HAVE 
FLOWER SHOW EXHIBIT 
The story of the 
services offered — by 


goods and 


stores of 


members of the Bergen County 
(N. J.) Hardware Merchants 
Association, Inc., and of the 


county in general was told in a 
special exhibit of that group at 
the International Flower 
Show, Grand Central 
New York City. 
the exhibit was given a circular 
and of 
and of the 
nationally known brands of hard- 


recent 
Palace, 
Each visitor to 
address 


listing names 


dealers some of 
ware and allied lines they offer. 
Visitors were given invitations to 
stores 


visit member's 


receive at a store of their own 


gift of a Jersey Gem 


official 


choice a 
Viola, 


County, with compliments of the 


flower of Bergen 
association. 

Floyd H, Winters. 
Hardware Co., 158 
Hackensack, N. J... is 


of the Bergen County Hardware 


Romaine 
Main St.. 


president 


Merchants Association, Inc. 


176 


and to} 





| HARRY A. GREEN & SON 
ADDED TO BADGAIRE 
SALES ORGANIZATION 


Harry A. Green & Son, Chi- 


distributor in Chicago and Cook 
County for Badgaire, Inc., maker 


of adjustable window © filters, 
Milwaukee. William Ewald, also 
named at this time, will travel 
southern Ohio and — southern 


Indiana, central and eastern Ken- 
tucky and the western portion of 
West Virginia, Alvin) Myers & 
\ssociates, Dallas, travel 
Pexas. Louisiana, 
Oklahoma. 


will 


Arkansas, and 


ROLAND L. LARRABEE 
JOINS C. W. PITT 


Roland LL, Larrabee has joined 
(.W. Pitt Manufacturers Agency, 
1068 Drexel Bldg., Philadelphia 
6. covering Pennsylvania, east of 
Altoona and New Jersey exclud 
ing three metropolitan counties 
adjacent to New York. 

Mr. 
ensign in the navy during World 
War II, the past 


months employed in 


Larrabee served as an 


and for Six 


has been 
various capacities with a division 


WILFRED B. MUNN JOINS 
CARLSON SALES CO. 
Wilfred B. Munn recently 

joined Carlson Sales Co., 74 Wal 

nut St.. Montelair, N. J.. manu- 
facturers representatives, covering 

New Jersey, New York and east- 

ern Pennsylvania, assisting Victor 


\. Carlson. president, 


CHROMEDGE APPOINTS 
WAUSAU DISTRIBUTORS 
The B. & T. 
lumbus 16, Ohio, has 
appointed the Wausau Supply 
Co.. Wausau, Wis., as distributors 
for its line of 


Metals Co... Co- 


recentl$ 


metal trims and 


accessories, 


CHICAGO SALESMEN SEE 
TURPENTINE FILM 


held its regular monthly meeting 
at the Golden Gate Restaurant 
which was atended by 40 mem- 
bers and guests, 


All enjoyed a 
beefsteak dinner and were shown 


a color and sound film) which 
described the manufacture and 
use of turpentine. 

Leslie VM. Wise. Mike Losanti 


and Walter Rudolph were elected 
as nominating committee to nom 
inate ollicers for the year, Appli- 


cations were received from Al 
Kogan, Roberts Paint Co., and 
J. W. Stephenson, National 


Chemical & Mfg. Co. New mem- 


. | Readon 
cago, has recently been appointed | : 
: | membership. 


| ae op 
Fair Trade Laws: called for con- 


} over 


bers inducted include: Monte 
Lazarus and Mort Witlin, both 
of the Crescent Bronze Powder 
Co.: John P. Segerson, Jr. 


Co.. was elected to 


CENTURY PLASTIC 
PRODUCTS MOVES TO 
LARGER PLANT 


Century Plastic Products, Ine., 
has recently moved to a new and 
larger plant at 8219 Almira Ave., 
Cleveland 2, Ohio, Elmer Rocket 
is president and Mark L. Sam 
pliner, secretary-treasurer of the 


company. 


CLOUSER HEADS 
VA. ASSOCIATION 


At the 
tion of the Virginia Retail Hard- 
ware Association, Earl J, Clouser, 
Winchester, was elected president 
succeeding J, B. Carpenter, Dan- 
(.. W. Hayter. Pulaski, was 
named vice-president and George 
Jr. Scottsville, 


was re-elected secretary-treasurer, 


recent annual conven- 


ville. 


T.. Omohundro, 





CLOUSER 


EAR. T. 
dealers in) convention op- | 


The 


| posed repeal of state or national | 


| tinued efforts to secure taxation 


of cooperatives. The delegates | 
also resolved their gratification 
failure of passage of Vir- | 


i i Oe i | ginia’ i sed sales ta) 
Chicago Paint Salesmen’s Club | ®'@!@5 Prepe d sales tax, 


O. H. LARIMER ADVANCED | 
BY PERFECTION STOVE | 


QO. H. Larimer has been recent 


ly advanced to the position of 
sales manager for Perfection 
Stove Cows, range and heater 


division, ( leveland, succeeding 
Frank A, Gabriel, 
tired. 

He 1918 | 


as a salesman. His latest position 


Ww ho has re- 


joined Perfection in 


was that of assistant sales man- 
ager for the company’s cook stove 
and heater division, 


PAUL J. RODDY 
SALESMAN FOR 


NICHOLSON FILE 
Paul J. Roddy was appointed 
sales representative in charge of 
| Greater New York. New Jersey 





PAUL J. 


RODDY 


and surrounding areas for Nichol 
son File Co., 
Mr. Roddy who joined the com 


Providence. R. I. 


pany in 1935, was salesman in the 
upper New York area until 192 
when he was transferred to the 
ofhice to 


velopment of the merchandising 


home assist in the de 


of Nicholson rotary power files. 


H. A. SEDWICK HONORED 
BY CREDIT MEN 


H. A. Sedwick credit: manager 
of Marshall-Wells €.o.. Duluth 1 
Minn.. for 


#2 years until his re 


retirement elected an 


cent Was 

honorary life member of | the 
Duluth-Superior District Credit 
Association. He is a past presi 


dent of the Duluth-Superior Di- 
trict Credit association and was 
member of its board for 30 year- 

He was also a director of the 


| National Association of Credit 
Men for three years. On his re 
tirement, Mr. Sedwick had com 

| pleted more than 50° years of 


active credit work and was con 
sidered the dean of credit man 


agers of the northwest. 


J. C. GIBSON ELECTED 
CHAIRMAN PIONEER 
RUBBER COMPANY 


J. C. Gibson, president of the 
Pioneer Rubber Co., Willard, 
Ohio, since 1918, was recently 
elected chairman of the board 
and J. H. Gibson, former man 


ager of the synthetic rubber div! 
sion, was elected president and 


treasurer, 


Other newly elected — officer 
are: C. R, Clark, vice-president 
and general manager. |. F. 
Pagel assistant secretary ind 


superintendent of production 
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WILLIAM P. BENSON ~- 


William P. Benson, 79, co- 
founder and Board chairman of 
the National Mfg, Co., Sterling, 
Ill., died March 31st at his Day- 
tona Beach, Fla. fol- 
lowing a heart attack. Mr. Benson 
had been in ill health for the 
past year. 

Mr. Benson was a co-founder 
in 1901 of the National Mfg. Co., 
in partnership with L, A. Bittorf, 
the late H. V. Bittorf, and Ben 
Washburn, who withdrew from 
the firm in early years. The com- 
pany which began in a_ three 
story building on its present site 
was incorporated in 1905. He was 
a member of the Knights Tem- 


residence, 


play and Elks lodge, a_ Past 
Worshipful Master of the Sterling 
Masonic lodge and a Shriner. 
Mr. Benson donated the YWCA 
building to Sterling and the 
YMCA Camp = Merrill Benson, 


west of Sterling was named after 
his son, a World War I casualty. 
For many years hé served on the 
Sterling YMCA board. At Day- 
tona Beach he was a trustee of 
the He is sur- 


Tourist church. 


vived by a son, Keith W. Benson. | 


Cc. B. SCHAEFFER 
Charles B. Schaeffer, 54, presi- 
dent of the Frank T. Budge Co., 
dealers, 


wholesale hardware 


Miami, died recently in St. 
Luke's hospital, Kansas City, 
after suffering a heart attack. 


Mr. Schaeffer was president of 
the Bunting Hardware & Machin- 
ery Co., Kansas City, from 1928 
to 1934 and was president of the 
Munger Investment Co., from 
1934 to 1936. He served as district 
manager of the WPB from 1941 
to 1945, 

He was president of the na- 


tion wide alumni association of 
the University of Kansas for a 
year, Mr. Schaeffer also was a 


member of the Chamber of Com- 
merce, the Real Estate Board and 
the business and industry com- 
mittee of the Citizens Planning 
council and the American Le- 
gion. For 18 years he headed the 
hoard of trustees of the Sigma 
Alpha Epsilon fraternity, resign- 


ing in 1946. Mr. Schaeffer held 
memberships in hardware and 
implement associations in Mis- 


souri, Kansas and Oklahoma. Mr. 
Schaeffer is 
widow, a son and a daughter. 


survived by his 


DONALD A. BREWER 


Donald A. Brewer, 55, president 
of the Brewer-Titchener 
Cortland, N. Y., died recently in 
Cedars of Lebanon Hospital, Los 


Corp., 


Angeles, having suffered a heart 
attack while on a vacation trip 
with Mrs. Brewer. 
with the hardware manufacturers 


Associated 
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for many years, he was advanced 


from vice-president to president) Dealers Association for 


He and 


member 


in Jan. was a years. He is survived by his wife, 
trustee of the First Presbyterian | a son, Fred B. Stelloh, who is 
Church and a director of the | associated with the hardware 


Marine-Midland Trust Co., Cort- 
land, | 


field, and a daughter. 


JOSEPH K. PRIEST 
Joseph K. Priest, 58, president 


JOSEPH R. RAYMER 


and treasurer of the American 
Joseph R. Raymer, Sr., 57,| Shearer Co.. died recently in 
well known builders’ hardware) Nashua. N. H. Mr. Priest was a 


distributor, president of Raymer 
Hardware Co., St. Paul, Minn. 


veteran of World War I and a 
member of the American Legion. 


E. JACK HOGSED 
E. Jack Hogsed, who had for 
travelled Western 
Alabama, 


several years, 
Louisiana, 
Mississippi and Western Florida 
for the W. Bert McDonough 


Co., Atlanta, Ga., manufacturers 
representatives, died in a 


Tennessee, 


Gads- 
den, Ala., hospital as a_ result 
of injuries sustained in an 
automobile accident near Attalla, 
Ala. Mr. Hogsed had made his 


headquarters in Birmingham for 
| many years, 


JOHN W. MacDONALD 

John W. MacDonald, 49, a 
Seattle hardware consultant, died 
recently in a hospital after a 
short illness, Mr. MacDonald was 
a member of the American 
ciation of Hardware Consultants. 





JOSEPH R. 


RAYMER 
Asso- 
and a member of the executive 
the American 
Architectural Hardware 
Consultants. passed away sudden- 
ly on March 31. He was head of 

the Raymer business, which his | = 
father founded in 1885 in Omaha, 

Neh, to St. Paul in 

1902. Associated with the 
since 1910, he was a member 


An active bowler. he was secre- 
tary of the Queen City Bowling 
League and treasurer of the Con- 
struction Bowling League. 


committee of 0- 


‘ iety of 


PACKAGING WEEK 
TO STRESS COST 
REDUCTION, PROTECTION 


and moved 


com- 


pany i 
of the ASAHC and one of the The national observance of 
founders of the National Contract | Packaging Week from April 26 
Hardware Association, as well as| 30, will coincide with American 


17th 
annual packaging exposition and 


president of both asso-| Management Association's 


a_ past 
ciations. 


At the time of his demise he conference in Cleveland, Protec 
was a vice president of the tion against damage and deterio- 
Builders’ Exchange of St. Paul,) ration, convenience, assurance of 
and an active member of the! quality through product identif 


Rotary Club. St. Paul Association! cation and the role of packaging 
of Commerce and other organi- 
zations. Mrs. Raymer, Sr., and a 


Raymer, Jr., affiliated 


in making products available at 
greater distances from the point 


son J. R. of origin with lowering of cost. 


with the Raymer company, sur- will be among the features of 
vive. packaging stressed, 

a More than 250 trade associa 

tions representing the industries 

FRED C. STELLOH which are the largest users of 

Fred CC. Stelloh. 72. who was packaging and 35 trade groups 

associated with his father-in-law,| representing the suppliers — of 


Brooklyn 
since 1902, specializing in build | 


packaging and packing materials. 
and 


Bernard Keenen in 


machinery, design services 


ers’ hardware and tools. until! and 200 producers of packaging 
his retirement in 1945, died re-| equipment are being asked to 





cently. Mr. Stelloh was a member | help by stressing packaging in 


of the Brooklyn Retail Hardware | 
many | 


WILLIAM D. JAMES 
William D. James, 66, president 
and general manager of the James 


Mfg. Co.. Fort Atkinson, Wis., 
died in the Wisconsin General 
Hospital, Madison, having  suf- 


fered a cerebral hemmorrhage 
earlier while presiding at a meet 
ing of his company’s board. With 
his father, Mr, Jamtes 
the company in 1906, 


Mr. 


founded 


James awarded the 


was 
Cyrus Hall McCormick medal in 
1942 in recognition of “excep 


tional and meritorius achievement 
in agriculture.” Two years earlier 
he had been given the pioneer 
award of the National Associa 
tion of Manufacturers. He 
also a director of the 
Package Mfg. Co., 
director of the Wisconsin Manu 
facturers’ and the 
Wisconsin Council of Safety. 
Mr. a 33rd degree 
Mason and a member and trustee 
of the First 
Church, 


was 

Creamery 
Chicago. a 
Association 


James was 


Congregational 


MAXWELL S. HART 


Maxwell S. Hart, 74, chairman 


of the board of Tuttle & Bailey 
Ine., New Britain, Conn. died 
March 14. while driving his car 
in New Britain’s downtown dis 


trict, He collapsed as he halted 
for a stop light and a policeman 
rushed him to the hospital. Vy 
Hart had 


for more than 50> years. 


been an industrialist 


MARTIN L. WESTENFELD 

Martin L. Westenfeld, 61 
representative for the Schlatter 
Hardware Co., Fort Wayne, Ind., 
died recently in St. Joseph's Hos 


pital in that city. 


their advertising and publicity 


and by sponsoring special events. 


REVISE PORCELAIN 
ENAMELED STEEL 
UTENSIL STANDARD 


Printed the latest 


revision of the Commercial Stand 


copies of 


ard for Porcelain-Enameled Steel 
Utensils, CS100-47 are available. 
This voluntary 


standard covers 


enameled utensils intended for 
cooking. household, food storage, 
uses. It includes 


and hospital 


requirements for resistance — to 
impact, boiling acid and thermal 


shock as 


Capacity 


well as tolerances on 
and methods of test, 
rovision is made, through use 
P le, th I 


of a 


the manufacturer or 


compliance statement, for 
distributor 
to label ware in conformity with 
the standard. Copies are available 
the 
Documents, Government Printing 
office, Washington 25, D. C., for 
10 cents each, 


from Superintendent — of 
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CHAS. L. SCHWARTZ, 
president of the Lee Hard- 
ware Co.. wholesale hard- 
ware firm at Salina, Kan., 
has engaged in the trade 
since July 5. 1897 when 
he became manager of the 
store of J. N. 
Schwartz & Co... which was 
founded by his father 
in. 1873. In 1902 Mr. 
Schwartz together with 
H. D. Lee. D. W. Cowden. 
J. C. Fritchie, N. F. 
Schwartz, and L. C. Sta- 


ples. formed the Lee 


retail 





CHARLES L. SCHWARTZ 


Hardware Co.. and served 
as vice-president until the death of Mr. Lee when 
Albert 


J. Schwartz. is associated with the business, Mr. 


he became head of the firm. His son. 


Schwartz was president of the Salina Chamber of 
Commerce for two terms. and is ex-president of the 
Salina Rotary Club. and a past exalted ruler of his 
Elks lodee. He is also active in the Knights of 





Columbus. His hobby is stamp and meter slogan 
collecting. Mr. Schwartz is 72 years of age. 


CHAS. W. CLAYTON, 
secretary of the May 
Hardware Co., retired 
from business on April 1, 
after half a century with 
the Washington, D. C. 
wholesale firm. Mr. Clay- 
ton was feted by the May 
company at an elaborate 
dinner party at the May- 
flower Hotel, in Washing- 
ton. on Jan. 12. which was 
the 50th anniversary of 
his affiliation with the 
company. All employees 





of the company attended CHARLES W. CLAYTON 
and Mr. Clayton was pre- 

sented with a number of mementos and souveni: 
vifts. Before entering the trade Mr, Clayton con 
ducted a bureau that furnished classic readings and 
phonographic entertainment. He was one of the 
earliest motion picture operators and held No. 2 card 
for the District of Columbia. He was an agent of the 
Hartford Life & Insurance Co. He is a past president 
of the Washington Association of Credit Men. a past 
president of the Traveling Men's Protective Associa- 
tion. He belongs to the Shrine. Mr. Clayton. who is 
an omniverous reader, celebrated his 7Oth birthday 


on Keb. a 


ABRAHAM LINCOLN 
ROBERTS hiwlds a most 
remarkable record for 
length of service in the 
hardware trade. Although 
he is 83, he appears to be 
no more than 65, but he ° 
has been connected with 
hardware for 7O- years. 
For the past 15 years he 
has been sole owner of 
Roberts Hardware Co.. 
which operates four stores 

Roberts Hardware and 
The Appliance Shop. 
Clarksbure. W. Va.: and 
Roberts (Main St.) and 
Roberts Farmers Supply. Grafton, W. Va. A son-in- 





A. L. ROBERTS 


law and two grandsons are with him in the business 
He still takes an active interest in his stores during 
the six months that he spends in Clarksburg each 
year. He enjoys traveling and drives his own auto 
mobile. He says he cannot understand why people 
fly when there are so many things to see on the 


ground. Mr. Roberts is a Rotarian. 
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In a recent nationwide survey, hardware Advertisers know 


dealers gave Country Gentleman 


a 116% lead 


when voting for the farm magazine 


more advertising 


“most effective in helping sell rural 


customers.” 





magazine. 


In the 2,589 shaded counties, more than half 
the people live on farms or in places under 
2.50) population. ... In all counties, Country 
Gentleman’s 2,300,000 circulation is concen- 
trated among top-half farms which get 90% 
of all farm income. 
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how to 


dollars 


reach “The 


best people in the Country.”” They invest 


Gentleman than in any other farm 





Country 


No. 1 


with Farmers 


with Dealers 
with Advertisers 
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April 8, 1948 tomers a “summer fill-up discount” o! 


seven-tenths of a cent a gallon on kero 





sene and home heating oil. This offer 
will run until September 1, 1948, and i+ 
being made to encourage customers to 
fill up their tanks during the next five 
months, in order to avoid the overload 





ADVANCES 
Lead. Some pockings and gaskets. Certain screws. Platinum. Some pigments. 
White lead in oil. Sporting ammunition. Some oxides. 


DECLINES ing of transportation facilities next win 
Some tires. Some fuel oil. Some lubricants. Some radios. Some appliances. ter, Under the new price schedule, farn 
Fractional h.p. motors. tractor fuel oil will come down 4 cent 





a pound, All grades of roofing asphalt 
were reduced 5 per cent. More than 





Slotted tapping screws—Con- by an improved supply and by manufac- 325 industrial lubricants, grease and 
tinental Screw Co., New Bedford, Mass., turing economies.” Westinghouse’s elec- cutting oils will be reduced in price by 
has announced advances on Holtite Slot- tric appliance division also has an- varying amounts up to 25 per cent on 
ted Tapping Screws, representing an nounced a decline in the price of its some grades, Motor gasoline prices will 
advance to the jobber of 10 per cent, new low-cost single-oven electric range not be cut, “because these prices have 
when purchased in packages and 12 per to $184.95; last year’s low cost electric stayed behind the general upward price 
cent when purchased in bulk. Increased range sold for $189.95. This year’s trend, and are low today compared with 
labor costs were chiefly responsible for model also has a new type steel top the prices of almost all other com 
the advances, Advances, effective April and a larger oven. On March 15, West- modities, k oe * 

5 were on Holtite Slotted Tapping inghouse electric appliance division re- Packings, gaskets — Price in 
Screws (formerly designated as sheet duced the prices of its refrigerators creases on packings of fabric, rubber 
metal screws) Type A—Type B_ (for- from 4 per cent to 7 per cent. fiber and metal for industrial powe: 
merly type Z). * ok & equipment and metallic gaskets, have 

eo Fuel oils, lubricants — At the been announced by Johns-Manville Corp. 

Sporting ammunition Early month-end, Esso-Standard Oil Co., af- Increases affected much of the com 
in April leading manufacturers of filiate of Standard Oil Co., announced panys line of packings and gaskets 
sporting ammunition advanced prices price reductions in 350 of its products. because of increased costs. Increases on = 
because of increased costs of raw Gasoline was not included, The price affected packings and gaskets average 


materials, particularly lead, and reductions on the other oil products 15 per cent, and were effective April 1. 


tdvanced labor costs, Advances were reverses a strong upward price tend- . = 8 
about LO per cent on shot shells and ency in the industry for about a year. Lead—Prices on lead advanced 
five per cent on metallic cartridges, At the same time, Esso offered its cus- April 5 to an all time-high level of 


* * 
' 


Fractional h.p. motors Effec- 
tive April 16 General Electric Co., 








reduced prices on certain products of - 
its apparatus department, amounting to Wholesale Hardware Sales 
five per cent on the affected items. ae oe .. Fe. - c 
Among the items were: fractional horse- E ) Geographic Divisions, for February 1948 

power motors, and lightning arrestors. ——— ——__ 


& * * 





| omeaAatowvn"w | 


e Num- SALES REPORTED SALES 
White lead in oil—Wholesalers GEOGRAPHIC ber Percent YEAR-TO-DATE» 
: ‘ DIVISION of Change Amount (Add 000) 
report that leading sources of white Firms* Feb. 1948 vs. 
lead in oil, on April 5, advanced prices Biensene 
ej ¢ e iad . — Change Two T 
by $2.50 per ewt., to $26.50 per cwt. eae Months oF a 
e * 6 Feb. Jan. Feb. Feb Jan. 2 Mos. 1948 1947 
1947 1948 1948 1947 1948 1947 (Add 000)(Add 000 


Radios and appliances—West- —— 
U. S. TOTAL 282 + 5 


4 ‘ = ial aE < ae + 1 $61,000 $58,063 $60,503 + 5 $120,624 $114,52¢€ 
inghouse home radio divi ion ha made Naw Basten’ i = ae 1314 1252 1391 4+ 1 2'455 2'442 
a 10 per cent reduction in the retail Middle Atlantic 67 +7 +5 9,591 8,946 9,155 +3 19,338 18,695 

: SB acattaa?? a lie East North Central 43 +7 +10 9,936 9,251 9,032 +7 19,243 17,970 
price of it Ruralist radio, a five-tube West NorthCentral 40 +5 +9 12,914 12,266 11,828 +8 24,697 22,944 
hattery receiver desighed for rural and South Atlantic 29 +6 —18 4,636 4,372 5,663 +11 9,558 8,595 
s . > use, New Suggeste rice East South Central 18 +2 —I15 4,144 4,067 4,888 +10 9,032 8,232 
ummer home use, New Suggests d price West South Central 25 +10 —3 7.210 6,550 7.414 +4 14.456 13,873 
of the Ruralist (not including batteries) Mountain a 13 +5 0 1,883 1,787 1,882 + 7 3,471 3,233 
is $36.95, compared with the former Pacific é 29 —2 +1 9,372 9,572 9,250 —1 18,374 18,542 4 
price of $41 in the east. Prices in the * Includes 17 reports received too late to be incorporated in Census Bureau published es 
west will be reduced proportionately. releases. 
: : un a > Includes reports received too late for inclusion in previous monthly totals, 

The price reduction “was made possible © Number does not apply in all cases to the year-to-date figures. 
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~ theNATIONAL 
.. HARDWARE 


FOR FLOOR 


Batts “SHOW 
DATA FOR 

THE INDUS- 

TRY’S GREAT- 

EST TRADE 

SHOW 

OCTOBER - 12 - 

GRAND CENTRAL hina Mh ian 

















NATIONAL HARDWARE SHOW, inc. 
331 MADISON AVE., NEW YORK 17, N.Y. MURRAY HILL 2-4802 
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AIR EQUIPMENT CO. 


Air Equipment Co. 
announces it’s line 
of heavy duty 


gsi: AIRFAN 


Fifty-four years of experience and 
progressive engineering go into the 
manufacture of the new heavy duty 
industrial and household FRIGID- 
AIR-FANS. 

These large, carefully engineered 
units are built for long, hard serv- 
ice, with a minimum of operating 
and maintenance cost. 








Belt Driven FRIGID - AIR - FANS 
range in size from 30” to 48” and 
are equipped with heavy duty 110 
or 220 Volt 60 cycle single phase 
AC motors. FRIGID - AIR - FANS 
frames are sturdily constructed with 
12 gauge hot rolled steel panels— 
complete electrical welding assures 
greater strength and less vibration. 
Reports from customers and deal- 
ers everywhere are uniformly free 
of trouble. 

Direct Connected Industrial 
FRIGID-AIR-FANS range in size 
from 12” to 30” and are equipped 
with heavy duty 110 or 220 Volt 
60 cycle AC motors. These units 
also boast the FRIGID-AIR-FAN 
completely welded frame. 

Air Equipment Co. now offers new 
and protected franchises — attrac- 
tive discounts and immediate de- 
livery to Manufacturers’ Agents 
and Distributors interested in han- 
dling this complete line of ven- 
tilating fans. 


@ Mailed the attached 


coupon today 


Today 


1713 W. Carroll Ave., Chicago, Ill. 


Ple 
ple 


ase send me, without obligation, com- 
teinformationonthe FRIGID-AIR-FANS. 





Address 


City 





State 





AIR EQUIPMENT CO. 
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1713 W. Carroll Ave., Chicago, Ill. 
Warehouse—630 S. Miller St. 








| 
| 








17.30 cents per pound E. St. Louis and 
17.50 cents New York delivery. Produc- 
tion of lead from mines in this country 
is expected to be approximately 10 per 
cent greater in 1948 than in 1947, anc 
400,000 tons. At the 
same time a comparable tonnage is be- 
the 
During 


amount to at least 


obtained from secondary or 
scrap lead markets, the 
lead had a ceiling of 6144 cents per 
pound, and was increased to 84 cents 
the O.P.A, After 
that, the price rose to 1044 cents on 
Noy. 12, 1946, and finished that year 
at 12.55 cents per pound New York. In 
1947 there were three price advances 


ing 


war, 


before expiration of 


recorded by lead, to 13 cents a pound 


om Jan. 7. then 14 cents 
Feb. 25, and to 15 cents a pound on 


March 3, 1947. held at the 
latter price until this month. 


a pound in 
The price 


* * * 
“Second-line” tires—On March 

30, Goodyear Tire & Rubber Co, 
nounced that it would sell two lines of 


an- 


passenger-car tires at slightly below 
current levels. Goodyear said its new 
casings, the Corsair and Marathon, 
would soon be in dealers’ hands early 
this month. Also, on April 1, B. F. 
Goodrich Co. announced that it will 


start marketing early this month a new 
“low price and low mileage” passenger 
automobile tire, 


ok 


Pigments and oxides — On 
March 20, National Lead Co. announced 
an advance of one cent per pound in its 
list price for dry white lead, in less 
than carload quantities, to the basis of 
17, 
into effect April 1. At the same time the 
company announced $3 a 
ton in its prices for lead oxides, effec- 
tive April 5. As of that date, the less 
than carload price for litharge becomes 
18.75 cents 


cents a pound, The new price went 


increases of 


17.75 cents: dry red lead 


and orange mineral 21.10 cents. 
* *& * 
Tires—-Lee Rubber & Tire Corp., 


effective April 12, reduced prices of 
its popular line of de luxe tires by 
about 15 per cent, its de luxe 5-rib 
tire, 4-ply rating in 6.00 by 16 
is reduced from $15.25 to $12.95 plus 
tax. Other sizes will be reduced propor- 
tionately, The 12-month guarantee 
against all road hazards will be main- 
No change in 


size 


tained without 
the price structure of the Lee super 


charge. 


de luxe line can be made at the present 
time “because of the style and luxury 
but the road- 
extended to 


features incorporated”, 


hazard will be 


15 months, 


guarantee 


* * * 


In a recent bulletin 
Frank 


president, 


Magnavox 
to all 
Freimann, executive 
announced that the Magnavox Co. will 


Magnavox dealers. 


vice 


guarantee dealers against any inventory 
loss due to factory price reductions. 


* * & 
Platinum—Again, on April 14, 
the price of platinum has been 
advanced $12 an ounce to a level of 


$98 for bulk quantities and $101 for 


HWIES 











Nou -UWortise 
DOOR LATCH 


Now Available for 
Prompt Delivery 


This time-tested door latch and 
good seller is now available for 
prompt delivery in solid brass or 
steel. The IVES Non-Mortise Latch 
is as easy to install as a rim latch... 
as neat in appearance as a mortise 
lock and is unsurpassed for easy 
latching. Perfected by the improve- 
ments listed below, the IVES latch 
will satisfy the demand for superior 
screen, storm and combination 
door hardware. 


I. 

Rugged construction ... larger 
handles ... larger outside rose. 
2 

Longer spindle... adjusts auto- 
matically from %” to 1%” doors and 
can be adjusted to 1%”. 

3. 


Redesigned strike... allows for 
sagging of door. 


= Your Jobber 


THE H. B. IVES CO. 


NEW HAVEN, CONN. | 
by, | 


SiN €C 8 ae 
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retail lots. This is the highest level 
to be recorded for platinum since the 
beginning of 1947, when the price was 
quoted around $105 an ounce. The 
post-war low price was $53 at whole- 
sale and $56 retail. During the war 
platinum was $35 an ounce under 
government ceiling. On March 30, 
platinum was raised $14 to $86 whole- 
sale and $89 retail. At that time plat- 
inum industry members stated that the 
advance had brought out some specula- 
tive holdings of the metal but it failed 
to attract imports of this metal from 
Russia as had been hopd. Despite the 
popular thought of platinum as a 
jeweler’s specialty, today’s chief demand 
is coming from industry. The metal is 
used in the manufacture of fibre-glass, 
as contacts for electrical equipment, 
and in air-craft spark plugs. Platinum 
is also used by chemical laboratories 
in acid-resisting utensils, and as a gauze 
catalyst in the production of nitric acid. 


* * * 


Keener competition in lumber 
—A fact acknowledged by leading lum- 
bermen is that lagging sales during the 
last month or two have trimmed mill 
prices of many grades of lumber, $7 
to $15 per thousand board feet. Except 
for clear, finished lumber, most house 
building items are down, For example, 
Douglas Fir No. 2 grade or better two 
by fours are down from last winter's 
peak of $72 a thousand to $64 at the 
mill, Some small mills, hard put in the 
competitive race for business, have 
slashed price tags on that gradé to as 
low as $58. No. 3 grade common lumber 
has fallen from $55 to $48 a thousand 


feet. Rough, green, clear lumber has . 


dropped even more. This is the type of 
lumber that producers who lack dry 
kilns or planing mills sell to “remanu- 
facturers” — processors who dry and 
finish the lumber before putting it on 
the market. Remanufacturers now are 
paying about $105 per thousand for one- 
inch thick boards up to 12 inches in 
width. A few weeks ago the price was 
$120. So far finished clear lumber prices 
haven’t softened—but there are signs 
of buyers’ resistance to today’s price. 
One Portland lumber broker = says: 
“While we haven't been able to buy 
clear lumber any cheaper at the mill, 
opposition of wholesalers and retailers 
has made us cut our percentage of 
profit. Where we once added as much 
as 15 per cent to the mill price, we’ve 
now gone back to our pre-war 8 per 
cent mark-up.” Whatever the trend of 
prices this year, however, the larger 
lumber operators are optimistic that 
they can sell all their heavy production, 
even though there may be some delays. 
The huge demand for housing and in- 
dustrial building will not be filled for 
years, they believe. 
* * * 


Furniture ups and downs — 
New orders booked by furniture 
makers in February were 17 per cent 
greater than those booked in the like 
month last year, according to Seidman 
& Seidman, accountants to the furniture 
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Heres how to harness that 
“shortage ‘nightmare 





T. get supplies and equipment fast and 
lick your shortage problems, specify ship- 
ment by Air Express. It’s the fastest pos- 
sible way to ship and receive. There’s no 
time wasted at airports because Air Ex- 
press goes on every flight of the Scheduled 
Airlines. And you get door-to-door ser- 
vice at no extra cost. 

Rates are so low it pays you to use Air 
Express regularly. And Air Express is 
inexpensive for the heaviest weight ship- 
ments, too. Standardize on this speedy, 
low-cost business service. 


Specify Air Express-Worlds fastest Shipping Service 


eLow rates—special pick-up and delivery in principal U. S. towns 
and cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

True case history: Trailer replacement parts are regularly Air Expressed 

from Kansas City factory. Keeps valuable equipment rolling. Typical 

shipment: 31-lb. carton picked up 2 p.m. the 11th, delivered Los 

Angeles, Cal., the 12th, 7 a.m. 1360 miles, Air Express charge only 

$13.32. Any distance inexpensive, too. Phone your local Air Express 

Division, Railway Express Agency, for fast shipping action. 











Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE u.s. 
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. . © 
Wholesale Hardware Inventories? governm 
exports, 
KY {4 ower By Geographic Divisions, for February 1948 hand. | 
— ee ore ee America 
3 ae Institute 
End of Month Inventories (Cost) Weeks Supply : ss 
KY XY Num- Percent Stock-Sales of Inventory if the 
ber Change Amount (Add 000) Ratios» on Hand* consumy 
GEOGRAPHIC of _ Feb.1948vs. 800.0 
DIVISION Firms Feb. Jan. Feb. Feb. Jan. Feb. Feb. Jan. Feb. Feb, of 800, 
1947 1948 1948 1947 1948 1948 1947 1948 1948 1947 of zine, 
an Lag / U. S. TOTAL 189 +29 + 6 $111,596 $86,393 $104,914 237 194 226 10.0 82 tons in| 
e New England 10 +18 —1 2,876 2,432 2,902 326 279 290 13.8 118 up this 
phat ace SD a a Middle Atlantic 38 +23 + 6 11,720 9,503 11,078 193 180 189 8.2 7.6 , M 
East No. Central 35 +25 + 5 18,246 14,603 17,342 204 176 218 8.6 7.5 pian. 
West No. Central 31 +31 +11 28,512 21,794 25,793 237 189 235 10.0 8.0 able me 
South Atlantic 22 +72 +2 9,119 5,290 8,901 224 140 177 9.5 5.9 j stir 
East So. Central 7 +21 +2 3,486 2,870 3,409 193 165 159 82 7.4 sia 
West So. Central 17 +28 + 3 14,340 11,203 13,904 273 226 239 11.6 946 be 800, 
Mountain 9 +41 +7 1,822 1,288 1,705 226 175 210 9.6 7.4 yducti 
Pacific 20 +23 +8 21,475 17,410 19,880 298 239 288 12.6 101 ia 0 
—___—__—_ — - 2 a == —_—_—____— tons, 
nica 14 reports received too late to be incorporated in Census Bureau publishe from de 
» Stock-sales ratios are obtained by dividing the stocks by the sales for an identical x foreign 
of firms. » r 
* Caleulated by dividing end-of-month inventories at cost plus mark-up by sales rt com fre 
the month and multiplying the quotient by the number of weeks in the month. S of slab 
include direct shipments and consignment business. Weeks’ supply are lower than if base which v 
on cost of sales from owned stocks. 
on Jan. 
tons on 
tion in 
governm 
industry, in their monthly report. How- level at the end of the war in Aug permane 


1945. At the same time, the Department at the ; 
said, the index of prices paid by farm 


ever, cancellations, which have been 
running at about six per cent of new 
orders for several months, climbed to 


minimu! 


ers dropper about 0.4 per cent. At mid domestic 


You can use your own hand 





12 per cent in February. Nearly all re- 
porting plants indicated an increase in 
cancellations, with some showing a rate 
much above the average. Furniture ship- 
ments in February were two per cent 


March, the prices paid index stood at 
247 per cent of the 1910-14 average, 
2 per cent below Jan., 1948, 9 per cent 
above March, 1947 and 44 percent above 
the period immediately after the war. 


said Mr 
to recer 
will ha 
importec 





tools on the OSTER No. 422 greater than in January and were 21 * * * 
m percent above Feb., 1947. Unfilled or- Commodty index up slighth 
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government account, by continued high 
exports, and by small metal stocks on 
hand. R. A. Young, vice president, 
American Zinc Co. said at the Zine 
Institute annual meeting recently, that 
if the metal were available domestic 
consumption in 1948 would be in excess 
of 800,000 tons. He added that exports 
of zinc, which totaled about 117,000 
tons in 1947, probably would be stepped 
up this year by needs of the Marshall 
plan. Mr. Young believes that the prob- 
able metal available for shipment to 
domestic and foreign customers would 
be 800,000 tons this year. In 1947, 
production of slab zinc totaled 848,000 
Of this total 60 per cent came 
from domestic ore, 34 per cent from 
foreign ore and 6 per cent to 7 per 
cent from secondary materials. Stocks 
of slab zinc at United States smelters, 
which were approximately 176,000 tons 
on Jan. 1, 1947, were down to 45,000 
tons on March 3 this year. This reduc- 
tion in stocks was accentuated by the 


tons, 


government transfer of a portion of its 
permanent stockpile. “With our stocks 
at the irreducible 
enough 


at the smelters now 
minimum, there will not be 
domestic zine in 1948 to go around,” 
said Mr. Young, “and if customers are 
to receive the quantities desired there 


will have to be supplements from 
imported metal.” 
* * * 
Copper and aluminum—Ship- 


ments of new refined copper — domestic 
and foreign — to American consumers 
in March totaled 122,988 tons, the best 
monthly deliveries since March, 1947, 
according to figures compiled by the 
Copper Institute. U. S. refinery produc- 
tion of copper in March amounted to 
110,896 tons, against 93,588 in Febru- 
increase. Aluminum 
producers expect that the building 
industry probably will use more alumi- 
num in 1948 than in any previous year. 
For the past two builders have 
been th largest single user of the light- 
weight metal. Last year 19 per cent of 
all the products turned out by Alumi- 
num Co. of America — went into 
building. Reynolds Metals Co., shipped 
and 40 per cent 


ary. a notable 


years, 


between 30 per cent 
of its products to the building field in 
1947. Aluminum windows illustrate the 
rapid increase in the use of the metal 
25,000 aluminum 
made 
500.000 
than two 


in building; only 
residential windows 
the war. In 1946 
Last year 
representing approximately 


were before 


some were 
fabricated. more 
million 
25 million pounds of aluminum 


turned out. Demand for aluminum heat- 


were 


conditioning 
1947, The 


outlook this year is even more promis 


ing, ventilating and air 
ducts showed an increase in 


aluminum nails 
and fasteners steadily in 1947, 
and so far in 1948, the rate of produc- 
than rate for 
Sales of 


Venetian 


ing. The market for 


grew 
twice the 


tion is more 


last year, aluminum. screens, 
thresholds, blinds, 


garage doors, gutters and downspouts, 


awnings, 
and prefabricated house panels showed 


APRIL 8, 1948 












LUFKIN “LEADER” 
CHROME CLAD 
STEEL TAPE... 


today's best value! 


A leader in value, a leader in satisfaction! 
The perfect steel tape for that hard-to-please 
customer. Strong steel line is covered with 


Satin smooth, rust-resistant chrome that 


EASY-T0-READ rs 


MARKINGS will not crack, chip, or peel. Jet black 
THAT ARE 
DURABLE markings are easy to read, and 


Avail- 


, 
they wont wear out. 


able with hook-ring for one-man measuping. 
2 S 


sell Lufkin. 


For hest profits, sell the hest steel tapes 


OFKIN 


THE LUFKIN RULE COMPANY, SAGINAW, MICHIGAN, New York City 









EASIER 
STRONGER 
















Never before have so many basic improve- 
ments been introduced at one time. The 
15 new features of Porter Cutters set 
absolutely new standards of cutting 
ease, strength and performance. They 
are an engineering triumph not only 
in design, but also in quality. 
Consider just two features: 
(1) Curved toe-in handles de- 
crease armspread 10% to 20%. 
Wrists are straighter. (2 
Handle grips are curved and 
broader — palm-fit grip 
reduces fatigue. This 
means arms, wrists and 
hands are in the proper 
position for the easy 
application of maximum 
cutting power—an easier 
pull, a stronger pull. 


IS THE PROFIT 
LINE 


NEW EASY POWER 


H. K. PORTER, 


INC., 


Q0 Foley St., Somerville, Mass, 


185 











ANDROCK 





SNAP-TOOTH 


LAWN RAKES 


(Pat No. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 





\ HANDLE SUPPORT 
Extra heavy steel 

\ support holds handle 

\ to frame. 


FRAME 

\ Heavy gauge steel— 
\ for strength and 

\ durability. 


REPLACEMENT 
TEETH 

“Snap”’ out easily for 
repair or replacement. 


PACKING 

6 to corrugated 
shipping carton. Fully 
assembled. 


RIVETED BRACE 
4 heavy rivets hold 
handle support to 
frame. 


SPRING STEEL TEETH 
Oil-tempered, 
flexible—follow 
contour of ground. 








Cat. No. 501 


\ SNAP-TOOTH LAWN RAKE 











Sales of Hardware Wholesalers 
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a marked rise in 1947. More aluminum 
was also used in the production of 
metal-clad buildings. 

* *” * 

Appliance deliveries vary — 
Although electric household appliances 
now are more available than last year, 
customers still may have to wait two 
months or more for delivery of particu- 
lar models in such lines as _ refrig- 
erators and ranges, a recent survey 
disclosed. Most large manufacturers of 
major appliances are continuing to 
allocate their products to dealers. For 
example, Hotpoint, Inc., producer of 
electric ranges, refrigerators, water 
heaters, and other appliances, has allo- 
cated its output through the second 
quarter of this year. Electric mixers 
and automatic electric toasters are said 
to remain in short supply. In general, 


immediate delivery can be had on wash- 
ing machines, ironers, vacuum cleaners, 
roaster ovens, waffle irons, and most 
other appliances. Appliance 
generally are 40 to 60 per cent above 


prices 


the pre-war level. Some manufacturers 
have made slight reductions on some 
lines, but most industry members agree 
that substantial price reductions this 
year are unlikely, because of the high 
cost of materials and labor. An indica- 
tion that the appliance industry is 
rapidly approaching a highly competi- 
tive period, is the increased promotion 
of trade-ins and credit terms as incen- 
tives to buyers. 
* * & 


Farm tools again hard to get 
— Despite prospective record produc- 
tion of farm implements this year, 
American farmers will find a continu- 





. 





Estimated Sales 
Of Wholesale Hardware Distributors* 
Monthly 1939, 1941, 1946, 1947 and 1948 


Month 1948 


January $146 
February 148 


Total First Two Months 294 


(Expressed in millions of dollars) 





March 
April 

May 

June 

July 
August 
September 
October 
November 
December 


) 





Grand Total for Year 





1947 1946 1941 —«*1939 
$ 138 $ 100 $ 56 $ 39 
142 104 55 37 
280 204 111 76 
164 116 64 48 
170 126 76 47 
160 129 80 52 
148 126 80 51 
146 130 82 45 
148 139 84 50 
162 139 89 60 
186 170 92 60 
162 152 79 54 
151 143 80 49 
$1877 $1574 $917 $592 


* Estimated by the Office of Business Economics, U. S. Department of Commerc« 
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ing shortage of many tools they need. 
manufacturers and dealers warn. War- 
time production losses, obsolescence of 
machinery in use, and post-war lack 
of adequate farm man power have com- 
bined to expand the demand for 
agricultural equipment beyond the 
ability of manufacturers to meet this 
year, — possibly longer. Shortages will 
be most acute in harvesting machinery 
(such as combines, corn pickers, hay 
balers and cotton pickers) and_ in 
tractors, manufacturers say, but there 
inadequate supplies of 
disks and drills. 
that, generally, a 


will also be 
cultivators, harrows, 
Manufacturers say 
farmer who places his order for 
machinery today will have to wait 
30 days to two years before he receives 
the equipment, The length of time 
depends largely on the make and model 
of implement desired, and on the part 
of the country in which the farmer 
lives. “The demand for farm equipment 
by American farmers still is exceed- 
ingly high,” says P. M. Mulliken, secre- 
tary of the National Retail Farm 
Equipment Association. “Farmers over- 
worked their machinery in war time. 
They need new machinery not only to 
replace that worn out, but also to 
make up for the shortage of man power 
that exists on many farms.” 
* * & 

Employment in March—Total 
civilian employment in the United 
States in March was about 57,250,000, 
while unemployment was estimated at 
2.4 million, according to the Commerce 
Department. Both the employment and 
unemployment figures were nearly the 
same as those for February. Farm 
employment, estimated at 6,750,000 in 
March, failed to show the custom- 
ary seasonal over February, 
because in many parts of the country 
it was still impossible to start field 
work to any large extent. Reporting 
for February, the American Iron & 
Steel Institute says that employment in 
the steel industry reached a new post- 


increase 


war high of 626.200 wage earners 
and salaried workers. Wage earners 


533.000. The average 
during February 
tonnage workers 

compared with 


accounted for 
hourly rate of pay 
for piecework and 
amounted to $1.55], 
$1.370 for the corresponding month of 
1947, The average hourly rate for all 
employees, both wage earners and 
salaried workers, amounted to $1.638 
during February, compared with $1.453 
for the similar 1947 month. 


 - 4 


Department stores gain-——The 
Federal Reserve Board, in its weekly 
report, says that national department 
increased 13 per cent in 
dollar value, during the week 
April 10, over the corresponding week 
last year. All reporting Federal Reserve 
districts reported sales gains for the 
week, In the preceding week there had 
been a 12 per cent year-to-year drop, 
because the April 3 week this year was 
a post-Easter week, whereas last year 
1948 to date, 


store sales 


ended 


it was pre-Easter, For 


APRIL 8, 1948 

















Portable 
SHELTER 


STRENGTH Re 


OF 1,000 USES 


PAYS OFF/ 
ee 


Using Fulton all-weather tarps pays off for 
farmers in protection of machinery and crops, 
as a temporary shelter for livestock and pro- 
duce... in a 1000 money-saving ways. Fulton 
pays off for YOU in bigger, more profitable 
sales! The eye-catching colored reinforcements 
under grommets which give Fulton triple- 
strength at points of strain... the unique 
name-on-your-tarp feature ...are extra sales 
appeals that ase bringing new profits to 
Fulton dealers. ° 


DEALERS WANTED 


Build Sales... Build Profits...Get Fulton! 





Protection against weather 
ond rust for machinery and 
supplies. 


Act now...get the profitable dealership for 
Fulton triple-strength tarps. Get the lion’s 
share of the tarp business in your territory 
with Fulton, the tarp with extra sales appeal! 
There's a size for every use...a thousand 
uses for every size! 


FREE ADVERTISING HELPS 


Write today for full information about the Fulton 
selling plan which includes local newspaper adver- 
tising, direct mail advertising and store display . . . 
and THE NEW ‘'NAME ON YOUR TARP” 
PROMOTION! Address: Fulton Bag & Cotton Mills, 
P. O. Box 1726, Adanta 1, Georgia. 


Temporary livestock shelter. 


Selling Plan 
for Dealers! 


FULTON BAG & COTTON MILLS 


Manufacturers Since 1870 


Dallas 
Minneopolis 


Konsas City. Kans 
New York 


New Orleans St. Lowis 


Denver Atlante 
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STOVE BOLTS 


FOR FLAT HEAD SPECIFY FS GROUP 
FOR ROUND HEAD SPECIFY RS GROUP 


@ ELECTRO GALVANIZED 
NUTS ARE ATTACHED 


ALWAYS NEAT AND IN PLACE 





aouno HEAD stove BOLTS 


Round HEAD STOVE Bolts 


aouno HEAD stove BOLTS 
cap svoue Bours 


aound 


> und wean stove B0''S 
¥ U iv ; 














(Tightens 
loose 
furniture 


WITHOUT 


taking 
it apart 


CHAIR-LOC 











qf wooo JOINTS TIGHT 





4OOSE CHAIRS. FURMITURE.. KITEHEM, TOOL, CRUSH HANDLES. 


Packed one dozen two-ounce 
bottles, each with applica- 
tor, in a striking 
green and white 
counter display box. 
Retails, Twenty-five 
cents. 

Send for a FREE 

sample bottle 
















THE CHAIR-LOC COMPANY 
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@ PRICES AND SIZES CLEARLY MARKED 
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40 SIZES 
1633 PIECES 


IN ONE FOOT 


OF SPACE! 


Each Group Consists of: 

|—731 1/4,” Assortment 
VY," & 5/32” dia. from 
Vn" to 2” long 

1—394 3/16” Assortment 
3/16” dia. from 1/2" to 
3” long 

1—269 1/,” Assortment 

\%," dia. from 1/2" to 3” 


long 

1—143 5/16” Assortment 
5/16” dia. from %," to 3” 
long 

1—96 %,"" Assortment 

¥," dia. from %” to 3” 

































or money back 


We will back you up 100% on this guar- 
antee. This is the 17th year for TAT ANT 
TRAPS and the old original is still the leader 
in this field. 

Customers continue to write us from all 
over the world to supply them when they 
move — evidence that there are still good 

retail sales areas open. 











or imm 


' te 
dient “velliomn Sulpha' 











Stock up now for 

the spring and sum- 

mer. Get your self-service display which 
holds 12 25¢ containers. Urge customers 
to take them on vacations, to resorts, etc. 


Ask your jobber or write 


O. E. LINCK CO., INC., CLIFTON, N. J. 


anadian Sales: Canada Rex Spray Co. ltd 
Brighton, Ont 








the Board notes an overall gain of 


6 per cent, compared with a year ago. 


* * & 


Wholesalers’ sales—The Oflice 


of Business Economics, U, S, Depart 
ment of Commerce, announced that 
sales of all types of service and limited 
function wholesalers in February were 
estimated at $5,007,000,000. After ad 
justment for seasonal variations, sales 
decreased three per cent from January 
February sales of durable goods by 
wholesalers were $1,756,000,000 a de 
cline of one per cent from January on 
a seasonally adjusted basis, Changes 
within this group ranged from a seven 
per cent increase for hardware to a 
decrease of five per cent for electrical 
goods. At the end of February, inven 
tories of service and _ limited-function 
wholesalers were $5,564 millions, dur 
able goods inventories accounting for 
$2,594 millions, 
a a * 
Manufacturers’ stocks rise 

Stocks of goods in manufacturers’ hands 
rose $300 million in February, placing 
inventories at a record high of $24.3 
billion. In the like month last year they 
were only $21.2 billion. Durable goods 
tocks rose to $12.6 billion, and non 
lurable holdings increased to $11.7 bil- 
jion during the month, 


* ¢ s 


Washers and ironers—Factory 
sales of full-size household washers in 
February totaled 360,029 units, an in 
crease of 40.8 per cent over Feb,, 1947, 
according to industry-wide figures an- 
nounced by the American Washer & 
lroner Manufacturer’ Association, The 
total for the two months was up 39.5 
per cent over January-February 1947 
Sales of small washers, with a capacity 
of three pounds or less, were 22,312 in 
lebruary, compared to 50,000 in Feb.. 
1947. Total for the two months of 1948 
was 68,174, compared to 100,000 a year 
ago. Ironers sold in February totaled 
51,651, an increase of 31.6 per cent 
over Feb., 1947. For the two months, 
ironers were 29.6 per cent greater than 
in the period a year ago, 

x oe * 


News from the heating field 
Among recent announcements by the 
U. S. Census Bureau are these: Produe- 
tion of domestic heating stoves in Janu 
ary amounted to 415,000 units a 
decrease of 29 per cent from December 
and a decrease of 11 per cent from 
Jan., 1947. Factory shipments of warm 
tir furnaces in January totaled 46,643 
units, valued at $8 million a decrease 
f 31 pere cent from the units shipped 
in December, Factory shipments of oil 
burners in January totaled 41,776 units. 
a decrease of 28 per cent from Decem- 
ber, and about one-half the number 
shipped in January of last year. Ship 
ments of water heaters, except electric 
types, during January amounted to 177 
thousand units valued at $7.5 million 
a slight increase from the December. 
1947, shipments, and a decrease of 40 
per cent from Jan., 1947, New orders 
were booked during January for 1.102 
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steel boilers of 100 square feet of heat- 
ing surface and over, compared with 
orders for 1,176 steel boilers, booked 
during December, and orders for 1,392 
hooked during January, 1947, 

* * * 


Rubber cement gains seen— 
Sales of rubber cement products will 
hit a record high this year, J. E. 
Thomas, of B. F. Goodrich Co., pre- 
dicted recently. A new synthetic ad- 
hesive for fastening brake linings to 
brake bands will be an important factor 
in increasing sales, he said. There are 
more than 400 varieties of rubber ce- 
ment, Mr. Thomas added — the largest 
seller being a liquid adhesive for im- 
pregnating tire cords, Shoe repair 
ement ranks second, 


* * * 


Air express—Shipments carried 
by air express, in domestic service, in 
February rose 8.2 per cent over the 
corresponding month last year, the Air 
Express Division of Railway Express 
Agency reported. An estimated total of 
295,912 shipments were handled during 
the month for the scheduled, certifi- 
ated airlines of the United States, 
compared with 273,368 shipments in 
Feb., 1947, 


* * * 


Another “bumper” forecast 
The 1948 winter wheat crop will amount 
to 860 million bushels, the Agriculture 
Department predicts. This is 22 million 
bushels above the Dec. 1 forecast. The 
department previously had guessed 
spring wheat production this year at 
272 million bushels, If thus realized, 


the year’s total wheat output would be 


1.132 million bushels, and thils would * 


top all previous crops except last year’s 
phenomenal 1,365 million bushels and 
the lesser 1946 total. 


* * 


Use of fertilizers booming 
American farms will be better fertilized 
this year than ever before, and it is 
reliably forecast that 18 million tons 
of nitrates, phosphates and potash will 
be put into the ground to grow sturdier, 
more abundant crops. Some authorities 
see a 20 million ton market in a year 
or two, Last year the total was 16 mil- 
lion tons; pre-war consumption ran 
ibout 8 million. Fertilizer men believe 
the recent decline in farm crop prices 
won't discourage fertilizer use, for the 
prices the farmer gets for his products 
remain very high. Also, thee has been 
quite a revolution in the use of fer- 
tilizers, Not so very long ago, they were 
used chiefly by 
growers, while, surprisingly enough, the 


coton and_ tobacco 
major farming areas of the country, the 
corn belt, for example, used compara- 
tively little. Coton once was the biggest 
fertilizer consuming crop. Now it has 
slipped to fourth place and corn has 
become the greatest single user of plant 
food. This is partly due to the fact that 
hybrid corn, now so widely grown, needs 
more fertilizer than other varieties, It 
produces more ears of corn, but takes 
more nourishment fom the soil. 
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ONLY 
flmetican NON-SAG 


G: rilles 


Lift saccine, BINDING SCREEN DOORS! 


WHOLESALERS — RETAILERS 
TERRITORIES OPEN 


New Profits! 








IMPORTANT: THIS ADJUSTABLE NON-SAG 
FEATURE IS AN EXCLUSIVE PATENT OF 
AMERICAN GRILLES. NO OTHER SCREEN 
DOOR GRILLE IN THE UNITED STATES OF- 
FERS THIS ADVANTAGE. 


TWO ADDITIONAL MODELS ALSO SUPPLIED. 














Prsrsits 


PRICES ARE LOW Manufactured for 16 years. 
ACT TODAY; 


= F PLL ALE PLLPD IL AP 
Wire or write for folder and prices. Please state territory you serve. 


American Gzille AND Screen Works 


2434 S. Harwood Dept. A 


Mass Production for High-Volume Sales. 


Dallas, Texas 














CRUMP 


MASTER-MADE 


HORSE COLLARS 


AND 


FARM.HARNESS 


SHOWN HERE: 
No. 553 RUSSET COLLAR 


Made of full grain selected leather, with 
extended lug, straw stuffed and patent fas- 
teners. 17!/2"" draft with 5!/2"" rim. No. 
533'/, same in Half Sweeney. 


No. 3303 SLIP HARNESS 


Medium heavy plain; 5° saddle with 
1'/g"" bearer, 2!/4'' breeching, 1'/g" shaft 
tugs and hip straps. 


win 


WRITE FOR DETAILS OF COMPLETE LINE 


FARM HARNESS @ HORSE COLLARS @ ENGLISH & WESTERN SADDLERY 

















sn. t CRUMP COMPANY, inc. WE SELL 
WRITE: MAIN OFFICE & FACTORIES, ONLY THROUGH 
RICHMOND, VA. 
N. Y. OFFICE: 76 READE ST. RELIABLE 


CHICAGO OFFICE: 666 LAKE SHORE DRIVE 
Manufacturers and Importers Since 1875 


RETAIL DEALERS 
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The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 
by everyone from master mechanics 
to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 
plastics, woods. Perfect for hard-to-get-at 
jobs! You'll see why we call this 
line “Super.” 









/ 


COLORFUL IN ORANGE & BLACK 


VY, doz. per card 
No. 95 Super Keyhole Kut-Up—1 doz. per box 


(Refill blades, No. 99, can be bought separately. 
Packed 1 doz. to attractive metal-edge box.) 


Good looking aluminum 

handles, comfortable pistol 

grip. Compass saw pattern blades 

— flexible TUNGSTEN steel. A sturdy 
tool overall, 


| 





GOES/[A 


JS 
N 
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SEE YOUR 
JOBBER 














GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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INDEPENDENT RETAIL HARDWARE STORES 
SALES TRENDS IN 17 CITIES IN THE 
UNITED STATES 











PERCENT CHANGE 


FEB. 1948 2 MOS. 1948 FEB. 1948 
CITIES Compared with Compared with Compared with 

FEB. 1947 2 MOS. 1947 JAN. 1948 

California: Los Angeles + 1 0 — 9 
Oakland —l1 — 7 —14 

San Francisco +19 +19 — § 

- Illinois: Chicago ert + 3 + 6 — § 
Massachusetts: Boston —23 —19 — 4 
Michigan: Detroit +20 +22 —1 
Missouri: St. Louis ; —18 — 2 — 9 
New York: BOBO 2.0. +21 + 5 + 2 
New York ; — 7 —4 —24 

Ohio: Toledo ...... +4 + 9 —17 
Youngstown 0 — 8 + 7 

Oregon: Portland 13 —10 —15 
Pennsylvania: Philadelphia +23 +10 — 7 
Pittsburgh —1 + | —11 

Virginia: Richmond +1] + 7 — 3 
Washington: Seattle —14 — 4 —10 
Wisconsin: Milwaukee +32 + 26 + 3 








Compiled by Bureau of the Census, U. S. Department of Commerce. 


Editor’s Note: Monthly Retail Trade Reports of the Bureau of Census are now limited 


to cities and other local areas because appropriations available for the 
not sufficient to develop and maintain valid data on a state-state 


next fiscal year are 
basis. 








The farmer’s three friends— 
The three chief raw materials for chem- 
ical fertilizers are phosphates, nitrogen 
and potash. Blended together they make 
the mixed fertilizer the farmer buys. 
The biggest item is phosphates, with 
use running around 8 million pounds or 
These are made by 
found chiefly 
sul- 


more annually. 
treating phosphate rock, 
in Florida and Tennessee, 
phuric acid, Reserves are 
limited. Phosphates supply phosphorous 
this stimulates root 


with 
almost un- 


to growing plants: 
growth, hastens ripening of grains and 
fruits and seed formation. Nitrogen is 
the next largest seller. It gives the 
healthy dark green color to flourishing 
plants, improves leafy crops and_ pro- 
vides nourishing proteins. Nitrogen it- 
self is the inert gas that makes up most 
of the air, but it comes to the farmer 
in the form: of compounds, such as 
nitrates or ammonia. Potash is the third 
important material, It strengthens plants 
and helps them resist disease. Potash 
also assists plants to produce starches, 
sugars and oils. Before World War I 
from 
States 


potash used in the U, S. came 
Germany. In 1939 the United 
produced about 200,000 tons, roughly 
half of our annual requirements. Today 
this country is turning out about a mil- 
lion tons, about all that is needed. 

* * * 

February gas sales—Total sales 
of the gas utility industry to ultimate 
consumers in Feb., 1948, totaled 
3,342,284,000 therms, an increase of 13.3 
per cent over the comparable month 
in 1947, the American Gas Association 
reports. For the 12 months ending Feb. 
29, 1948, total sales of gas amounted to 
29,802,960,000 therms, a gain of 11.8 
per cent over a year earlier, The Asso- 
ciation’s index of total gas sales on 


Feb. 29, 1948, stood at 234.2 per cent 
of the 1935-1939 average. Manufactured 
gas sales in February totaled 268,647,- 
000 therms, an increase of 18.0 per cent 
over the same month in 1947. Mixed gas 
were 177,353.000 
therms, a decline of 4.1 per cent from 


sales for the month 


the previous February, while natural 
gas sales advanced 14.1 per cent, ag 
gregating 2.896,284,000 therms in Feb 
ruary, 1948. 
* * * 
Gamble-Skogmo, Inc. Sales 


of Gamble-Skogmo, Inc., for the month 
of March, 1948, 
$12,471.427, compared same 
month in 1947, or an 5.21 
per cent. Sales for the first quarter of 


were reported at 
with the 


increase of 


1948 totalled $31,024,755, compared 
with $30,763,347, in the same period 
of 1947. 


* * ~ 


More new mail-order records 
— New sales records were set by Sears, 
Roebuck & Co. and Montgomery Ward 
& Co. for March and for the first two 
years, but the 
percentage of gain over 1947 varied 
widely. Sales of Sears, Roebuck & Co. 
for March totaled $194,514, 475, an in- 
crease of 28.2 per cent over last year. 
Sales for the two months ended March 
31 were $334,468.571, an increase of 
25.6 per cent over the 1947 total. Mont 
gomery Ward & Co. March sales totaled 
$107,102,599, an increase of 9.8 per 
cent, while its sales for the two months 
totaled $182,733,936, topping a year ago 
by 8.3 per cent. The Department of 
Commerce says that, in February. the 
total dollar sales of all chain store and 
mail about $1,871 
million, or 12 per cent above February 
of last year. 
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Heco Precision Machined Steel 


GROUND JOINT UNIONS 


e Brace to Steel Seam e 


A BETTER PRODUCT ¢ PRICED COMPETITIVELY 


These unions are precision 
machined from cold finished 
bar stock on multiple spindle 
automatic machines, resulting 
in better alignment and closer 
tolerances. 250 pounds serv- 
ice steam pressure; 500 
pounds non-shock service cold 
oil, water and gas pressure. 
Plated. Made to U. S. Gov- 
ernment specifications under 
rigid inspection. Heco unions 
have been approved by the 
Underwriters Laboratories for 
use on lines carrying hazard- 
ous liquids. 


Heco also makes a line of plated precision machined steel 


hb hi. 


pipe fittings—caps, couplings. red s. g 





PROMPT DELIVERY * COMPETITIVELY PRICED 


Write Dept. HA for name of your nearest jobber. 


HECKETHORN MFG. & SUPPLY CO. 


LITTLETON  HECO} COLORADO 





MAGICAP™ the patented automatic 
N 


silent watchman” for 





at® - 
“-. t ‘ a 


a 
a, eee — 
ve. 


MODEL 65 
QT. SIZE 


Retall FAIR TRADED See your jobber 
for discounts and 


$] 3° Slightly higher in 11 Western States pats displays,etc 
TRAUBEE PRODUCTS, INC., 230 Fifth Ave., New York 1, WN. Y. 
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Watch for na- 
tional advertising 
in May GOOD 
HOUSEKEEP.- 
ING—Tie in for 
Mother’s Day 
Sales! 
@ Women of 
all ages like the 
Master Hair Dryer! It has features that women want 
and can be used for drying lingerie, defrosting frozen 
foods, dozens of household uses! Three models from 
which to choose — all deliver a blast of hot or cold 


air in seconds! 


e@ Precision made, of die-cast aluminum 
e Lasting metallic finish, in pastel colors 
@ AC-DC, 110-120 volts, 50-60 cycle 

e Silent type fan, safety fuse in heater 








nc 


i 


TTT ae mene — 
MASTER 


irectly to 


APPLIANCE MFG. CO. 


Manufacturers of the “Roto-Master” 
and other electrical appliances. 





ELL 





U/ 


S < __ RACINE, WISCONSIN 
SMM 
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ALL METAL 
( SPACE SAVER 
gives you A CLOSETFUL of SALES! 


Think of it! There's a sale for you in every clothes closet and 
most anywhere in the home or office when you sell the oriqinal 
Waldor Space-Saver. Exclusively designed for strength, utility 
and ease, this all-metal unit holds and folds flat with 12 garments 
or 6 suits—in the space of one! Won't crush or wrinkle clothes. 
Easily installed in 2 minutes! Retails at $1.49 each. 











vesTED AND 
COMMENDED 


PARENTS 
MAGATING 


NESS 





Every home in your area needs original Waldor Space- 
Saver. Already consumer advertising is telling the 
public about this sensational self-contained unit. So 
stock up now for the growing demand. Also inquire 
about available territories 


PARADE PRODUCTS, Inc. 


429 Kent Avenue Brooklyn 11, N. Y. 
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VLCHEK 
Upility Pers 


@ TOUGH MILLED TEETH 


@ ADJUSTABLE IN SIZE 
SEVEN DIFFERENT 
POSITIONS COVER A 
WIDE RANGE 


@ ALLOY STEEL FORGED 
9'A"" OVER-ALL 





192 











Variety chains report—F. W. 
Woolworth Co. says that its sales for 
March, totaling $52,328,610, were 19.1 
per cent ahead of March, 1947, and 
that its aggregate for the first three 
months of this year was 1244 per cent 
more than the year-ago comparison. 
S. S. Kresge Co. reported a gain of 
19.9 per cent for March, and a better- 
ment of 13.1 per cent for the three 
months, compared with the 1947 figures. 
Butler Brothers March sales totaled 
$13,943,515, an increase over 1947 of 
17.5 per cent. Sales for the first three 
months of 1948 were 16.5 per cent 
higher. pat 

* * &* 


Public buying power — Con- 
sumer purchasing power is less today 
than at any time since 1942, according 
to the President's Council of Economic 
Advisers. Climbing prices put a two- 
way squeeze on pocketbooks in the first 
three months of 1948. They not only 
wiped out an actual gain in per capita 
income after taxes, but sent the pur- 
chasing power of that income down- 
ward, There are signs the rate of 
spending and saving is slowing down, 
says the Council. The February index 
of all commodities was 167.5 against 
159.2 in the like 1947 month. And 
while there was a drop in food prices, 
all other commodities rose, Farm prices 
which fell in February began rising 
again in March. The report showed 
per capita dollar income in the first 
three months of 1948 at an annual rate 
of $58 more than last year, but in 
terms of what a dollar would buy a 
year ago, the 1948 per capita income 
after taxes—-on the basis of the first 


three months—was $10 less. Using a 
consumer index that figures the first 
half of 1947 as equaling 100, the Coun- 
cil’s report shows that prices advanced 
from 102.4 for 1947 to 108.2 in the first 
three months of this year. 


* * * 


New construction record—The 
largest first-quarter construction activity 
on record was reported by F. W. Dodge 
Corp. Dollar volume of construction 
contracts in 37 eastern states was listed 
as $1,986,926,000 for the first three 
months of 1948, surpassing by 23 pe 
cent last year’s record for the period. 
Dodge, fact-finding agency for th 
industry, stated residential contracts 
held even with 1947, while non-residen 
tial awards were up 42 per cent and 
heavy engineering contracts were 46 per 
cent higher. Increased costs accounted 
for some, if not all, of the dollar gain. 
Residential contracts, for example, 
covered considerably less new floor area 
than a year ago. 

x * * 

New rules for rubber-use 
The nation’s new rubber control order, 
now in preparation by the Commerce 
Department’s Office of Materials Dis- 
tribution, was drawn up after lengthy 
consultations with the industry, and 
follows closely recommendations made 
by rubber company officials, These are 
said to be its leading features: Man- 
datory use of synthetic rubber will be 
confined to the transportation field 
mainly tires and tubes— as at present. 
The department does not plan to 
include any non-transportation items at 
this time. There will be a change in the 
exact method of telling a manufacturet 








X-acto Crescent 
Products Co., Inc., 
440 Fourth Ave., 
New York City 16, 
recently won first 
award in the 
packaging contest 
sponsored by the 
Model Industry 
Association con- 
vention held in 
Chicago. Also win- 
ner of last year's 
point-of-sale con- 
test with the No. 
89 toolmaster cab- 
inet, X-acto re- 
ceived its second 
consecutive gold 
plaque with the 
No. 525 showcase 
unit. It is a 3 ft. 
blondewood type, 
standard, 40 in. 
high, 30 in. deep 
with a 12 in. stor- 
age bin. Case is 
glass enclosed 
with a wood frame 











around the top and has two glass shelves. Designed to provide the dealer 
with a well-rounded minimum stock of X-acto products the showcase is dis- 
tributed as part of a merchandise deal. Included in the deal is an attractive 
blondewood blade dispenser, No. 111 blade merchandise which can be placed 


on top of the case. 
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what type of rubber he must use in his 
products. At present, rubber companies 
are told they cannot use more than a 
certain percentage of natural rubber in 
a particular product. In the new order, 
manufacturers will be told they must 
use a specified minimum amount of 
synthetic rubber. For example, existing 
rubber regulations say that passenger 
car tires of the common 6.00-16 variety 
cannot be made with more than 23 per 
cent of natural rubber, This means 23 
per cent of the total new and reclaimed 
rubber going into 6.00-16 tires. The 
new order will say that at least 68 per 
cent of all new rubber in this type tire 
must be synthetic. The new order will 
require that all truck and bus tire 
inner-tubes be made entirely of syn- 
thetic butyl rubber, At the same time, 
it will cut the required use of butyl in 
passenger car tubes. At present, the 
latter are made entirely of butyl, while 
truck and bus tubes can be made en- 
tirely of natural rubber. There will be 
no reimposition of inventory controls, 
but import controls will be continued 
at present, Allocation controls over syn- 
thetic rubber, permitting the Commerce 
Department to tell each rubber manu- 
facturer how much synthetic he can get 
each quarter, probably will be discon- 
tinued. The new law requires the 
government to keep in operating 01 
“standby” condition, facilities capable 
of turning out each year at least 600,000 
tons of general purpose synthetic rubber 
(GRS) and 65,000 tons of special pur- 
pose rubber. It declares that consump- 
tion of at least one-third of that amount 
—roughly 222,000 tons— must be in- 
sured each year, to keep our synthetic 
capacity in good condition. ° 


& * 


In the auto tire field—B. F. 
Goodrich Co., which has been making a 
tubeless automobile tire on what 
amounts to a custom basis, is preparing 
facilities to get it into volume produc 
tion. It is scheduling a steadily mount- 
ing output for the next few months, 
and says the new casing probably will 
be in large volume production by mid- 
summer, Goodrich reports a large back- 
log of orders for the tubeless type tire 
recently placed on sale in only a lim- 
ited central and southern Ohio area. 
As production increases, the retailing 
program will be much more widely 


extended. 
* ok & 


Aluminum Co. — “Alcoa”? — 
reports—The Aluminum Co, of Amer- 
ica in 1947 set a new peacetime pro- 
duction record, turning out nine per 
cent more new aluminum than in 1946. 
Demand for Alcoa products remained 
high throughout most of 1947, except 
for a brief seasonal slack of midyear. 
Alcoa ascribes the continuing high de- 
mand to four factors: the relatively low 
price of aluminum; an increasing recog- 
nition of usefulness of aluminum; gen- 
erally good business conditions, and 
shortages of competing materials. The 
combination of these demands caused 
the aluminum supply situation to tight- 
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GET YOUR SHARE OF THE 
PRO-TEK BUSINESS! 


PAT. OFF 
. 


Take advantage of the big market 
for Du Pont PRO-TEK, the hand 
protective cream that acts like an 
invisible work glove. 





PRO-TEK rubs on like a cold 
cream...protects the skin against 
paint, oils, and grime. After work, 
it washes off quickly, taking all 
the grime with it. 














Popular with mechanics, painters, 
factory workers, motorists and 
housewives, PRO-TEK is a fast 
seller. Order from your jobber . . . 
stock your shelves with this proved 
and profitable item! 

E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


PO O-TEK 


SETTER THINGS FOR BETTER LIVING PROTECTIVE CREAM 
-». THROUGH CHEMISTRY 
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A buy-word for de- 
pendable hardware! 


A product that has proved its merit in 
service through the years — that is why it 
still remains the first choice of discrim- 
inating buyers of builders’ hardware. 


Building projects of today must serve 
the needs of future years. The modern- 
ness of the National line embraces 
styles that exemplify the very latest 
ideas in design to amply provide for 
the building requirements and trends 
of tomorrow. 


Dealers are enthusiastic about the com- 
pleteness of the National line with its 
wide variety of styles and 
sizes to meet practically 
every request of the trade 
for this type of hardware. 





NATIONAL MANUFACTURING 


COMPANY 
STERLING * * * ILLINOIS 





e A Quality Fair Trade item 
that builds satisfied customers. 


¢ A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it's right for 
every tank. 

e Attractive display box con- 
tains one dozen individually 
boxed balls. 

A BIG PROFIT ITEM 


Order from your jobber or 
write us. direct 
Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


151 EAST SOth ST. NEW YORK 22.N. ¥ 
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j 


en toward the end of 1947, in spite 
of the fact that the actual production 
of primary aluminum by the 
United States industry during the year 
was 39 per cent over 1946. Production 
would have been higher had it not been 


whole 


for a shortage of available power, and 
Alcoa says that the power shortage was 
made more continuing 
droughts in southern areas, Shipments 
of Alcoa aluminum in 1947 were dis 
tributed — by 


Building products, 19 per cent; trans- 


serious — by 


industries as follows: 
portation, 15 per cent; cooking utensils, 
9 per cent; machinery, 6 per cent: 
household appliances. 7 per cent: powe1 
transmission, 6 per cent; shipments to 
fabricators for further processing, 24 
per cent, and miscellaneous uses, 14 
per cent. 
* * * 
United States Radiator Corp. 
United States Radiator Corp., De- 
troit, Mich., reports that sales for the 
fiseal year ended Jan. 31, 1948, were 
$23,054,586, an increase of 28 per cent 
over total sales of $17,970,873. 
* * * 

Time for a “look-see’’— An 
editorial in The Wall Street Journal 
reminds that, in many lines of retail 
trade the long predicted shift from a 
seller's to a buyer’s market is taking 
place. Merchants throughout the coun- 
try, it says, are resorting to all manner 


BUY BONDS TODAY! © 





of lures to bring shoppers to their 
stores. In a dozen ways gifts are com 
bined with sales. More colorful packag 
ing is one device. Sellers are seeking 
more attractive combinations of mer 
chandise and sometimes entertainment 
in the same deal. “Nobody can blame 
them.” says this observer. “Competition 
is the life of trade, and for some time 
now trade has seemed to the consumer 
to lack that kind of life. But we wonder 
whether distribbutors and the manufac- 
turers 
one of the 


them are not missing 
cardinal 


namely, offering the 


behind 
points of good 
selling, prospec 
tive buyer what he wants at a_ price 
he is willing and able to pay. There 
must be a_ difference trying 
to sell what you have and trying to 


between 


have in stock what you can sell.” 
“If your selling is not going as well 
could wish, why not take a 
look at your goods?” 


as you 





Power Tools Pay 


ALES of power tools start 
Sp in the morning at the 
R. D. Cone Co., Winona, Minn., 
hardware store and so it is open 
at seven in the morning to accom- 
modate those needing equipment 
for use by &:00 a.m. Some of these 
sales are on a time payment plan 
where the customer is persistent 
and possessed of a good credit 
but the bulk is for cash. 
Excepting the larger units. much of 


rating 


line is displayed 


the power tool 





Profits to This Firm 


on a triangular shaped display 
unit, on brackets permitting easy 
removal and inspection. 
Power saws, of different types 
and power drills. are shown here 
at prices as high as $150. with 
14 h.p. motors retailing at $18 
and 2 h.p. units at $112. Con- 
tractors, mechanics and carpenters 
are the most numerous customers 
of this section although the store 
loses no opportunity to sell the 


homeworkshop fan. 


Here is Cone's special display unit for power tools and accessories 
and Henry Murbach who has been with the firm for 26 of its 93 years. 
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The Big Value Box 
SELLS FAST! 


Attractive window front box in 
bright blue and yellow. Excellent 
for display...Sells quickly... For 
every household need . . . Packed 
2 dozen to case in fine, medium 
or coarse grades. Order from your 
jobber or direct. 


INTERNATIONAL STEEL WOOL CORP. 
SPRINGFIELD, OHIO 









LETTER 
BOX 


Aluminum 
to last a 
Lifetime” 


A smart new letter box sturdily built 
of 's" cast aluminum with sheet alumi- 
num back. Requires no painting or upkeep 

. Stays beautiful for a lifetime. 

Your best buy in fast selling Alumicast 
Letter Boxes is an assortment of a dozen, 
including 3 Plain Aluminum (without 
magazine clip), 3 Plain Aluminum (with 
magazine clip), 3 Baked Enamel Brown 
Finish, 3 Baked Enamel Blue Finish. 





ANOTHER PROFITABLE SELLER 


Alumicast Garden Trowel 


One piece aluminum, rustproof, light but sturdy.In 
regular and transplanter widths. Retails under 50 cents. 











See your jobber for complete details—or write 
us for the name of your nearest jobber. 


SMSMmiidts CORPORATION 


1515 N. KILPATRICK AVE. « CHICAGO 51, ILL. 
APRIL 8, 1948 











Introduces Wedge-Lock 
Designed for Full 
Utilization 


HOMAS LAMB. New York in- 


dustrial designer, after over 
10,000 personal 
and study, has developed a 


Wedge-Lock handle which is a 


scientific mechanism for fully uti- 


hours of work 


lizing 100 per cent of the power 
of the human hand during hold- 
ing. lifting, pushing, pulling and 
carrying operations. The handle 
is primarily intended to relieve 
muscular strain of the hand and 
arm by enforcing relaxation of 
the thumb and by equalization of 
stress over the entire hand. which 
in turn eliminates painful strain 
and tension on arm muscles and 
ultimately back muscles, accord- 
ing to Mr. Lamb. 

The handle which started with 
the desire to find a better crutch 
handle for wounded and maimed 


World War II veterans. derives its | 


form from a combination of scien- 
tifically designed contours, curves. 
angles, division and wedges which 
utilize all the fingers, including 
the thumb, and provides a natural 
gripping surface. As it is reversely 
symmetrical, it permits carrying 
with either hand. The equal dis- 
tribution of the weight upon all 
fingers is what makes objects ap- 
pear pounds lighter. 

Made of plastic, it is claimed 
not to slip, roll or slide in the 
hand. Handle provides separate 
working and resting surfaces for 
thumb, index finger and_ other 
three fingers. 

The handle has been incorpo- 
rated into a skillet handle, pres- 
sure cooker. handle, brushes. 
knives, kitchen utensils, sporting 


goods, tool handles, ete. 


Wallpaper Display a 
Builder of Sales 


OW to dress up an otherwise 
dull looking corner is demon- 


strated at the Koltes & Stewart 
hardware store, Prairie du Sac. 
Wis.. where wallpaper samples 
have been hung in the corner and 
given indirect fluorescent light- 
ing. 


This display idea gives the area 
plenty of pulling power and the 


attention of housewives is natu- 











“ NEW! 
Sj) MATCH 
“SK HOLDING 
LIGHTER 


For all oil and gas heaters 


—floor furnaces, ovens. 
(Pat. Pending) 


FEATURES: 

(1) Eliminates handling burnt 
match; merely squeeze clip 
and release hot match. 

(2) Grips paper or wooden match 
or asbestos tightly. 

(3) Holds rags for soaking up 
excess oil in flooded oil heat- 
ers; and for cleaning “hard to 
get at” places. 

Available in any length up to 

three feet at no extra cost. Clip 

spotwelded to rod handle. ALSO 
for use with hot water heaters, 
ovens, or fire places. Guaranteed 
against defects in workmanship 
and material. Manufacturers and 

Dealers, write for free sample and 

price list. 


PORTER MFG. CO. 








P. 0. Box 861, WILMINGTON, CALIF. 








EASY TOSTOCK e 


EDWARDS STEEL 


ALL PURPOSE TABLE 


A GOOD PROFIT ITEM 
EASY TO SELL 


Every home needs one or 
more of these tables 





Colors Brown or White 
Top Sizes 16x20 or 20x 24 inches 
Height 2934 inches 
Non-Skid Rubber Feet 
Shipped K.D. and One to a Carton 
Immediate Shipment 
Available Through Your Jobber 
or Write Direct for Circular 
and Prices 


THE EDWARDS MANUFACTURING CO. 


357 East Fifth St. 


CINCINNATI 2, OHIO 
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ANSWER 
BY WIRE! 


When you want a prompt answer to 
your wire problems, call on Brooks 
engineers for assistance. Intricate de- 
signs in w-re, designs to perform ex- 
tremely difficult operations, have been 
a Brooks specialty for a solid century. 


M. §$. Brooks & Sons, Chester, Conn. 


BROOKS “HOOKS 


GALVANIZED 
STOVE PIPE WIRE 


PACKED IN DISPLAY CARTON 


The wire of 1000 uses! 8-19-20 gauge in 
handy 50-ft. rolls. Zinec-coated to prevent rust. 
Colorful display carton builds extra sales for 
you. Write for information. 

Same gauge wire also available with black 
annenled finish; coated with rust inhibitor 
Plain carton, 


SPRING STEEL MUSIC WIRE 





Non-snarling easy to work: lays flat in coils, 
High tensile strength carbon steel drawn to 
exact diameter 010 to .120, 


PEKIN SPECIALTY CO. 


PEKIN, ILLINOIS 
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. 
This display brightens up the corner and attracts plenty of traffic. 


rally drawn there. A few figurines 
also have been placed on display 


display is a section for window 
shades which also benefits from 
there to help further the homelike the increased traffic at the wall. 
effect. Flanking the 


wallpaper paper displays. 





Light Bulb Sales Double in New Location 





Sales of light bulbs at the Wabasha Hardware, Wabasha, Minn., 
doubled when they were moved from an up-front store location, to a spot 
adjacent the main wrapping counter, according to Ray Kurzeka, partner. 
Customers who stand waiting for parcels to be wrapped sight the special 
step-up bulb display and often pick one or more bulbs from the stock. 
Constant refilling of the bulb shelves keep sales staff aware of how rapidly 


the bulbs sell. 





This Display Attracts the Archers 


OWS are displayed at the 
Tomah Hardware. Tomah, 


Wis., on a wall location into which 


small pegs have been driven. The 
bows hang on these pegs and can 
easily be seen from the main aisle 
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This display attracts attention 
and all bows are easily reached. 


as customers enter the store. 

There are pegs at the top and 
bottom of the display arrange- 
ment which means that the bows 
hang straight at all times. Sales- 
men can easily take bows down to 
show them to customers and re- 
place them without climbing a 
ladder. 





Swan Rubber Reprints 

Swan Rubber Co., Bucyrus, Ohio, is 
offering to dealers three display re- 
prints of the full page, four-color ad- 
vertisement on Swan garden hose which 
is appearing in the April issue of 
Better Homes and Gardens. The re 
prints are for making window and 
counter displays of the garden hose. 
Included with the reprints are gum 
stickers so they may be attached to the 
inside of the show window. In the win- 
dow can be placed several coils of the 
hose and crepe paper will finish the 
decorating nfotif. 


Textiles, Plastics Index 

Associated Bag & Apron Co.. 22 W. 
Ontario St., Chicago 10, IIl., has issued 
an index of textile, plastic and neo- 
prene products in its line. Includes 
aprons, bags, buffer wheels, covers, cur- 
tains, gloves, laundry nets, laundry 
pads, service apparel and uniforms. 
Provides illustrations, descriptions and 
specifications, 


Wilcox Crittenden Catalog 

Wileox Crittenden & Co., Inc... Mid- 
dletown, Conn., has published its 1948 
catalog of boat equipment heavy and 
shelf hardware. Catalog includes  illus- 
trations, specifications and prices, Con- 
tains 151 pages and a complete alpha- 
betical index, and a figure number 
index, 
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Renting Out Floor Sanders? ~~: 
Rent the Easy-to-Use : 


SAIL Sander 


Exceptional power, compactness and 
handling ease have been built into this lightweight, 
rental type SKIL Sander. An automatic lift raises 
the drum at the baseboard eliminating ridges... 
paper clamping is simple . . . one wrench makes 
all adjustments . . . handle is adjustable to height 
of operator. These are just a few of the advantages 
that make SKIL* Sander the stand-out floor 
sanding machine for rental use. 


















SKILSAW, INC., 5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canda: 
SKILTOOLS, LTD., 66 Portiand St., Toronto, Ont. 
oe 


CuiLleete 
A A he 


‘SKK Sews 










*SKIL Sanders are made 
only by SKILSAW, INC, 


ane OY Sursaw, Hee. 









BARRY'S 


Popular Priced Paints & Enamels 


THERE'S A READY MARKET FOR 
THIS PROFITABLE LINE 


With Spring paint sales on the in- 
crease, the time is ripe to add this fast- 
selling, complete line to your paint 
stock. Barry’s Paints and Enamels are 
priced to meet all competition. Enamels 
stocked in 4 oz., 10 oz., pint, quart and 
gallon sizes. Paints in pints, quarts, 
gallons and five-gallon pails. 


CHOICE TERRITORIES 
OPEN FOR SALESMEN 


Write for Full Information and Color Cards 


BARRY PAINT CO. 


CLEVELAND 5, OHIO 





























me ~ 
UALITY AND PROMOTION pay 
off! The product: a superior, multi- 
purpose enamel. The manufacturer: an 
advertising-minded company with an hon- 
ored reputation. The result: a history- 
making demand by consumers coast-to-coast, 
who ask for the product again and again— 
by name! 


THEY’RE ASKING FOR 







genuine 


PLASTIC 
DE LUXE 


—_ 


(with alkyd liquid base) 













LABORATORY TESTED 
for quick-drying °¢ 
smoothness °¢ 


high coverage 
toughness 


TO HELP YOU SELL MORE 20th Centur 
PLASTIC De LUXE Enamel. . . you get all 
the advantages of a hard-hitting national 
advertising campaign & other free aids. 















MONEY BACK GUARANTEE OFFER 





For Details, write to: 


20TH CENTURY PAINT & VARNISH CO. 
456 Driggs Avenue © Brooklyn 11, N. Y. 
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Plant Extending a Mile Made From More Than 
6,000,000 Lbs. of Aluminum 





The plant of the Aluminum Co. of America as it will appear. 


HE Aluminum Co. of America, 

Davenport, Iowa, is using 
more than 6,250,000 Ibs. of alumi- 
num in the construction of its 
sheet and plate rolling mill which 
will extend for nearly a_ mile 
along the banks of the Mississippi 
River. The plant is basically an all 
aluminum project with the excep- 
tion of 25,000 tons of structural 
steel framework, which is painted 
with more than three carloads of 
Covering the 
rolling mill, which has grown on 
what was a 400-acre farm site two 


aluminum paint. 


years ago. is an aluminum roof 
which covers 47 acres and con- 
tains about 3.000.000 Ibs. of the 


metal. 


Surrounding the grounds and 
buildings is said to be the longest 
aluminum chain-link fence ever 
constructed, 8 ft. high and four 
miles long, containing about 
2,000,000 ft. of aluminum wire. 

Alcoa has utilized aluminum in 
its mill for office partitions, hard- 
ware, heating and _ ventilating 
ducts, roof drains, flashing and fire 
protection systems. Included in 
the project are 112 aluminum 
precision-built homes with three 
bedrooms, utilizing load carrying 
insulated aluminum panels, alumi- 
num windows, screens, partitions, 
thresholds and interior trim. Total 
weight of the aluminum used in 
each home is about 4,000 lbs. 





Another Letter to Mr. Norvell 
On the Subject of Cutlery 


(Continued from page 137) 


clubs. men’s clubs, and service 
clubs a half hour’s talk called 
‘The Romance of Cutlery’. It was 
surprising to see the interest 
which this aroused in my listen- 
ers; the meeting almost invariably 
stretched out into an hour's ques- 
tion-and-answer period. I am con- 
vinced that this same interest can 
be raised in our salespeople if 
they can be told something about 
the materials and processes used 
in making fine cutlery. Such in- 
terest would bring results. 
“Another point. I wonder how 
many of our clerks let a customer 
go out of the store with just the 
one knife that he came in to buy? 


When I had the time, I used to 
like to stand beside the cutlery 
case in a busy store and watch the 
sales—or rather purchases—being 
made. I recall one instance of a 
young woman, obviously a fairly 
recent bride, who was evidently 
stocking up her new kitchen. (No 
one had given her a good set of 
cutlery for a present.) She asked 
the clerk for a paring knife and 
a carving knife and he promptly 
produced them. She then asked 
what other knives he thought she 
should have. He didn’t seem 
quite sure but handed her an- 
other slicer. She asked what it 
should be used for, and his an- 
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THE MONEY WIT#f- 
METALOID 


DESMOND-SIMPLEX ; +. VISES 


have greater strength 





Housewares Specialties 


Removable hardened 
steel jow inserts 











Cross-section 
view of slide 


« a el x 

DUAL DISPENSER 
For wax-paper and paper towels. 
Easy to load and use. Top cover 
serves as cutting edge for wax paper. 
Sturdy wood bar holds paper towels. 
Model #120. 














NU-TOP STOVE PADS . 

Body casting extra 

America’s foremost line of bright | heavy semi-steel 

metal, lithographed, and chro- 
mium plated stove pads. 





Above is given the “inside story” 
of the Solid Steel Slide on 
DESMOND-SIMPLEX Vises that 
makes them much stronger than 
ordinary iron slide vises. 

Other major features are shown 
also, all of which are worthy of 
close study. But, above all, is 
Desmond's long experience’ in 
making vises for practically all 
requirements — machinists’, com- 















Handy HOSE HANGER 


This fast-selling, inexpensive han- 

ger protects and holds garden hose 

neatly and securely. Heavy steel 

construction. 

Write for prices and delivery 
information. 


The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4 OHIO 











One piece non- 
pinching handle 





Swivel base 
360° 


bination pipe, welders’, filers’, 
drill press and milling machine, 
utility or garage, and wood- 
workers’ vises. 

All Desmond products — includ- 
ing grinding wheel dressers and 
cutters for all requirements — are 
available through leading indus- 
trial supply distributors. Write 
TODAY for complete catalog. 


| The Desmond-Stephan Mfg. Co., Urbana, Ohio 
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A profitable 
unit to stock 
and sell. 





\ Cuts Any Arc of a Circle 






Show 


| Woodworkers 


This 


FORSTNER ex BI 


Pattern- makers often need to cut a semi-circular groove. The 


Forstner Bit cuts any arc of a circle. Again, woodworking 


Your customers will welcome this new 


plants frequently bore at an acute angle, often against the grain 


and into knots. The Forstner Bit will do just this and 


Myers Sump Pump. Improved in design. Top- 
quality construction — bronze, brass and 
stainless steel throughout. Centrifugal 

type — automatic control — no lubrication 
required. No service headaches. 


es The F. E. MYERS & BRO. CO. 
Dept. H-48, Ashland, Ohio 







. HAY UNLOADING TOOLS 





SPRAYERS . 


APRIL 8, 1948 


also leave a smoothly polished surface. This bit is fur- 
nished in hand brace shanks, from }4” to 2”, and in ma- 


chine shanks from %" to 3”. Show this bit to your trade, 


The Home of Expansive Bits 
One Takes the Place of Many Other Bits 














swers were pretty vague. She was 
about to say that she could get 
along with the two knives she had 
already selected when | couldn’t 
stand it any longer. I asked if I 
could help her, as I happened to 
know something cutlery. 
Before she left I had 
sold her two paring knives, a 5-in. 
utility knife, an 
slicer, a 


about 
the store, 


8-in, narrow 
cook's knife, a 
ham slicer, a pot fork and a steel; 
then I showed her how to use the 
last. It 
clerk. Unquestionably many tie- 
in sales are missed through lack 
of understanding of the purposes 
of the different sizes and patterns 


French 


was a revelation to the 


of knives. 

“When I was asked to go to 
Washington in the fall of 1942 to 
take over the allocation of critical 
materials for the cutlery industry 
in the War Production Board, I 
was astounded to find among the 
economists and analysts who were 
influencing the decisions of Top 
Sides a woeful lack of knowledge 
of the importance and essentiality 
of cutlery in our economy. In 





their opinion the pocket-kmfe was 
so unessential that only 25 per 
cent of pre-war material was to 
be allocated for this item. It took 
over a year to convince them com- 
pletely of how important a pocket 
knife is; and the armed 
forces suddenly became _pocket- 
knife conscious, demanding that 
W.P.B. 5.000,000 
four-blade, scout type knives, we 
had to start almost from scratch 
to rebuild this industry which had 
been diverted into other channels 
considered more essential by the 
policy makers. The diversion to 
the armed forces of practically 
100 per cent of pocket-knife pro- 
duction is what has caused civilian 
shortage up to this time. 


when 


produce over 


Cutlery Essential 


“What happened in _pocket- 
knives happened to a lesser de- 
gree, to fixed bladed cutlery. Our 
economists were surprised to find 
that there is hardly a commodity 
hard 
where a piece of cutlery of some 


made. outside of goods, 











Famous for Sharp Cutting, Fine Steel, Long Wear 


HENRY’S SHEARS 


SALES MAKING, BEAUTIFUL DISPLAYS 


LADIES FLOWER 
PICKER AND 
PRUNING SHEARS 
Chromium plated. Drop- 
forged handles. 
steel 
weight. 


HENRY’S No. 4770 7” 





Spring 


blade. Light 


Retails, $3.00 








type is not required. The indus- 
trial field, as you pointed out in 
one of your articles, is a tremen- 


dous one where the turnover is 
very high. By and large, the 


hardware dealer hasn’t gone after 
this field as strenuously as he 
should in many localities. 

“The farm is another outlet for 
the professional type of knife. It 
is important that the farmer, who 
may only kill a hog or two for his 
own use, should have just as good 
a knife as the meat dresser in the 
stockyard. Too often there is of- 
fered in this field a knife built 
down to a price rather than up to 
a grade. 

“National Cutlery Week offers 
the opportunity to show all types 
of consumers that the local dealer 
is equipped to handle any and all 
their cutlery requirements. The 
industry is out to help drive home 
this fact.” 

Lewis D. BEMENT, 
Secretary, 

Associated Cutlery 
Industries of America, 


Deerfield, Mass. 








Hand and Power 
Movers — built 








red and silver 
display carton. 


Contains 1 each 
of 6 diff. styles, 
in display. Total 


stock of 36 prun- 
ers. All packed 
in strong case. 





Prices slightly higher on West Coast. Send for Henry Catalog. 


THE J. T. HENRY MFG. CO. 


Finest Shears Since 1860 Hamden, Conn. 
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. ‘ 
’ ANVIL TYPE for service 
PRUNER { 
and 
gig Pr ge i ac- / 4 bili 
tion. t erage. ; 
Comfortable oe han. uraDi ity 
oe, a 
ay decay HENRY’S No. 403 8” 
Retails, $2.25 Handles bright red, green or yellow. TRULY A 
ASSORTMENT QUALITY 
ASE SEs o-60 PRODUCT 
Famous yn 780 with attractive 






Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° Des Moines, lowa 
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————————————————————————— 
[AMERICAN WALL SAFE oven 30 
a Retails and SIZES 
profitably for old & new 
at only | Construction 


Sell at Least 2 


$39.95 on every Job 


Dealer and 
Jobber en LILLY 
franchises 
now being 
awarded LO UVE ” 
A "SAFETY DEPOSIT VAULT" for Ample ventilation for insulated 


Home, Office, Store, Gas Station, etc. attics. Lumite Plastic Screens. He 


exposed metal. No streaks or stains 











pry ee 








Easily installed in on walls. Quickly installed. Arrow- 3 
| Partitions, closets, chimney walls, Line Louvers save labor and mate- [ial 
foundation walls, floors, etc. | | rial costs. They last the life of the f 
INSIDE DIMENSIONS: 7" deep 10" wide, 14" long average building. There’s a type E 
= FIRE RESISTANT = Combination easily and size for every installation. Fine ae 
| @ BURGLAR RESISTANT reset by owner profit margin. 
| ™ Genuine YALE four- = Concealed Hinges 
tumbler comb. lock @ Tamper Proof precision 
| = 10,000 possible as deer also Garage Doors and Screens: 
combinations = Special Asbestos Lining dnclioch Came Geek get can Ge ter es eee 
Write for full details and prices with prices. Get ready now for a big season. 
AMERICAN WALL SAFE MFG. CO. INC. A D HEMPHILL C0 
Office: 29 Pearl St. Factory: 65A Water St. . “ - 
WORCESTER, MASS. 118 FRANKLIN ST., LAKE CITY, MINN. 

















y f poe: ; 


America’s Most Unique 
RUBBISH BURNER 





















































GP 2 ON i 
tiie ene you can sell an Electric Sprayer 


ahi hes N Oo that gives complete satisfaction! 
DF be Pranatkong sacle Motor driven for instant action without tiresome pumping, 


+ novel "ZIPPER TOP." Tens | spreads a fine, effective spray from 8 to 10 feet with diffusion 






























EE p 4 00 ae Wines ts en, Gee | and power. Equally effective with oil-base and water-base 
F insecticides. Universal AC-DC motor; light weight, perfectly 
MN complete, sturdy unit; no . a - : : 
| 1 0 loose parts. Available in ay pistol grip handle; equipped with 1 pint or 1 quart 
ne Price Leader and Heavy se 
Duty models. Shipped | Here is the truly universal electric sprayer you have been seek- 
nested a dozen to a bun- ing for ready sale, quick turnover and steady profit. Compact 
l Hip AG-PRO dle, ee protective wire and efficient, it brings repeated insecticide sales and has a 
! shipping sleeve. Cash in on ready market among better home owners, estates, restaurants, 
BUT TO ae —* eee stores, public buildings, etc. 

" peed “a — Write today for complete details 

by ‘ burners, s 

5 of our dealer franchise 
UNION STEEL PRODUCTS COMPANY CORPORATION * AMERICA 


604 BERRIEN STREET + ALBION, MICHIGAN 





2132 Dewey Avenue, Evanston, !)!. 
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Saflfetw 


RES. Y.S PAT OFF 


BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks perma- 
nently in alignment, (2) 
lap over and protect belt 
ends, prevent fraying and 
add to belt life. 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
sive Safety TU-WAY 
Hammer or Vise Lacer. 


ey 
V 


SAFETY VISE LACER 


Operating by any ordinary bench vise, 
applies all standard make belt hooks. 





SAFETY BELT-LACER CO. 
530 N. Menard Ave. Chicago 30, U.S. A. 





No. 117 
portable bench grinder 


*14 
Light, handy, efficient for 95 


workshop, garage or factory. Self-con- 
tained grinder with 1 fine and 1 coarse 
(414" x ¥") grinding wheels. 

New powerful shaded pole motor op- 


erates at correct speed, Self-aligning 
bearings, 1-piece cast aluminum hous- 
ing has integral wheel guards, tool rests 
and switch. Plugs into any 110-120 A.C. 
circuit. 

No. 69 Electric Drill, drills holes up 
to 4," in steel. Die-cast, pistol-grip 
makes it natural to drill straight holes. 
Has specially wound high torque tool 
motor, only $11.80. 








Write for Catalog 







No. 69 
¥" DRILL "S 





SPEEDWAY MFG. co. \ 


1836 S. 52nd Ave., Cicero, Ill. ie 


4 
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Coming Conventions 
and Events 


Corrected Each Issue According 
To Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 13-14, 
1948, at the Admiral Hotel, 
Mobile, Ala. Mrs. J. H. Crowe, 509 No. 


19th St., Birmingham 3, Ala., secretary- 


Sims 


treasurer, 

Carolinas, Hardware Association of 
the, annual convention, June 10-11, 
1948, at Hotel Robert E. Lee, Winston- 
Salem, N. C. Mrs. Sally Couch Masten, 
118 E, 4th St, P. O. Box 2008, 
Charlotte 2, N. C., acting secretary. 

Hardware Golf Association, 22nd 
annual tournament, Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Dietz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

Institute of Cooking and Heating 
Appliance Manufacturers, mid-year 
convention, June 7-9, 1948, at Nether- 
land Plaza Hotel, Cincinnati, Ohio. 
Samuel Dunckel is managing director 
of the Institute with headquarters at 
Shoreham Hotel, Washington 8, D. C. 

Louisiana Ketail Hardware Assn., 
annua! convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Manstield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations, 

Mid-Year Housewares and Major 
Appliances Exhibit, May 30-June 4, 
at the Atlantic City Auditorium, Atlan- 
tic City, N. J., sponsored by the 
National Housewares Manufacturers’ 
Assn., 1402 Merchandise Mart, 222 No. 
Bank Chicago 54, Ill AL W. 
Buddenberg, executive secretary. 

Mississippi Retail 
Implement Assn., annual 
and exhibit to be held jointly with the 
Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both 


Drive, 


Hardware and 
convention 


associations, 

National of Sheet Metal 
Distributors, annual spring meeting, 
May 24-25, 1948 at the Deshler-Wallick 
Hotel, Columbus, Ohio. Thomas A. 
Fernley, Jr., 505 Arch St., Philadelphia 
6. Pa.. 


Assn. 


is executive secretary. 


National Hardware Show, Oct. 
12-16, 1948 at Grand Central Place, 
New York City. Frank M. Yeager, 


331 Madison Ave., New York City, is 


managing director, 


National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall 


Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall, Rivers Peterson, 333 No. 


Pennsylania St., Indianapolis, Ind., 
managing director. 

New England Modern Home 
Show, May 4-29, 1948, at the Me- 





ASCO 


GLYCERINE 
SADDLE 





This BAR soap 
—a product of 
outstanding quality 
— CLEANS and CONDITIONS 
all leather articles quickly and 
thoroughly. 








ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, WN, Y, 





ZIG-ZAG 
FASTENER 


RETAILS 
Paten’ed Feature (6Prongs) I5¢ & 25¢ 


A Perfect Fastener for any wood Joint 
For repairing Furniture, Screens, Etc. In 
Upholstery Shops. The Sign Shop. In the 
Home or Workshop. 

JOBBERS: 
Send for prices and full Information. 


Manufactured by ZIG-ZAG FASTENER CO. 
P. 0. Box 298, Encinitas, California, U. S. A. 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 

Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It’ Editor. He’ll be 


glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N.Y. 


e 
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Here’s ¢ 
a fast jo 
use it fo 
or fine | 
izing. T 
dependi 


RACIN 
1637 GO 


BETT 


EDLUNI 


APRIL 8, 


ipFYWHIP 


WHIPS CREAM IN 30 SECONDS 


A sensational improvement 
over old fashioned methods 





Pp |. | . \ , $ 
duct of — 
lit , evolutionar rinciple an commandin 
ions | |Momen RACE to Stores That Show RR) sass: cee scope 
: any other whipper. 


. ' JIFFYWHIP'S two aerators and slotted pro- 
. peller fan concentrates a powerful whipping 
ACE ¢ OF a action below the liquid surface. 
ra NO SPLASH — LITTLE EFFORT 


Works equally well in 
Large or Small Quantities 


kly and 





; EASILY CLEANED — HIGHLY SANITARY 
Here’s the popular new electric dryer that does Completely assembled, made of high-grade 
. ° ° { h il ickl ted S th iet 
te a fast job with a blast of hot or cool air. Women say cuaeatn, TE can Ged Gadel 
use it for drying hair or hands, nail polish, hosiery ne ee ee 
S-ZAG | cele heii pas , : SALES MAKING PACKAGE 
STENER or fine lingerie—even for defrosting and vapor- ia Sector dleplay ben catches cu- 
os 9 . = N A tomer's eye and explains ad- 
aie izing. The country’s greatest merchandisers are é : vantages. Simple instruction for 
. a rati d cleani 
./ depending on RACE 65 for added sales volume. - aed oe " 
IMMEDIATE SHIPMENT—CATALOG PAGE AVAILABLE 
yood Joint oss Some territories open for representation, 
ns, Ete. In RACINE UNIVERSAL MOTOR CO. RR. KRASBER SONS MFG. CO 
1op. n e 
- 1637 GOOLD ST. DEPT. HA-3 RACINE, WIS. : G & : Pines 
‘ 2501 W. Homer St. «© Chicago 47, Illinois 
mation. 
IER CO. 
ee 


. . . by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 
antee. 


oe} 


Seals * Cuts * Trims and Decorates 
PIPES, PASTRY, CAKES & COOKIES. 
Fdlund . fa EASY TO SELL! .. . at 49% each! 
: RETAIL STORES 49¢ less 40, delivered. 
JOBBERS 49¢ less 50 and 15* 


Fi MFS'S AGENTS (Carry own accounts) 49¢ less 50, 15 and 15* 
oP af *F.0.B. Oakland, California, Individually carded . . . 12 doz. per case 


BETTER KITCHEN jgele) &.\ R. LINDSAY PRODUCTS SPECIAL OFFER! 


EDLUND COMPANY BURLINGTON, VT. 609 - 29th Street, Oakland 9, Calif. SAMPLE UNIT 25¢ 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





© METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














MAKE EXTRA PROFITS 
AND FRIENDS 
with 


HULL 
COMPASSES 


Hull 
Compasses broad 
as the nation's millions 
of automobile and boat 
as sound as 


@ The market for 
is as 


owners... 
the fact that an accurate 
compass is the one sure 
way of knowing direc- 
all conditions. Selling 
and supplying this vast 
market is a proven 
source of appreciable, 
extra profits for you. 
Equally important — you 
make a new friend or 
keep an old one, with 
every Hull sale. Thanks 
to guaranteed Hull accu- 


. BEACONLITE 
lliuminated Auto- 
mobile Compass 
List Price $5.95 


B: STREAMLINE 
Standard Automo- 
bile Compass 
List Price $3.95 


C. STREAMLINE ‘ 
Marine Compass racy and dependability. 
List Price $2.75 
_ (ipibarieaipantatictesaiact eta atalatatand neaalalaiais: : 
+ HULL MFG. CO. : 
: P. O. Box 246-HA3, Warren, Ohio ; 
: Send me information and discounts on the ' 
§{ Hull Automodile and Marine Compasses. : 
: NAME : 
{ Check: Dealer Chain Store Jobber 5 
: STREET : 
i CITY STATE : 
secnceveesencoccccesssaseccesesscoreccccoeces 4 
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tions, at all times under | 





chanics Bidg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


New York State Retail 


Association, annual convention and ex- 


Hardware 


hibit, Feb. 15-17, 1949, at Buffalo, N. Y. | 


N. H. Kiley, 508 Hills Building, Syra- 
cuse, N, Y., secretary. 


Santa Anita Potteries 
Offers Evenly Matched, 
Dinner-Table Ware 


FUNCTIONAL approach has 
been introduced into the din- 
nerware field, mixable, matchable 
dinnerware and tableware by the 
Santa Anita Potteries, Santa Anita, 
Cal. 
A 
combinations; 
offered, 


color 


of 


matched or mixed 


choice numerous 


is from an_ individual 
place setting to a complete serv- 
ice for 12. At a reasonable price. 
a customer may purchase a five 
piece place setting consisting of a 
dinner plate, bread and butter 
plate, fruit dish and cup and 
saucer in such solid colors as blue, 
yellow, sand or aqua. In addi- 
tion a five piece place setting pro- 
duced by Royal Brand Cutlery Co. 
of the National Silver 
Co., consisting of a fork, knife. 


division 


dessert spoon, teaspoon and salad 
fork may be obtained in a simi- 
lar combination in the same color 
schemes. Larger services for four, 
eight and 12 are also available 
in the same choice of colors. rain- 
bow or solid. Under the “Add-A- 
Piece” plan, additional units, such 
as sugar and ‘creamers, tea pots, 
etc., are available. 


A purchase in rainbow colors 
totally different 
table services with one set: Place 
of 


dinnerware and tableware; place 


permits three 


settings, consisting matched 
settings of complimentary dinner- 
ware and tableware and a rainbow 
set display. In addition, the din- 
nerware can be combined. either 
solid or in rainbow with sterling 
or plated silver flatware. Oven 
proof features of the Santa Anita 
ware allow food to be cooked 
directly in the ware and served 
without removal, says the maker. 
The ware is made in La Bonita. 


Garden of Roses and California | 


| Chintz patterns. 


Modernize Construction 


With THE NEW KEN Cor. 
NER LEVEL PLUMBS — 2 
FACES of building corner 
in one operation. This saves 
its cost quickly. 

PLUMBS — 2 FACES of 
structural timber and 
studding, doors, windows, 
in one operation. 

PLUMBS—2 FACES of any 
material in one operation, 
LEVELS—Twisted and mor- 
tar spotted brick horizon. 
tally and more accurately 
because of minimum con. 
tact with irregular surfaces, 


Write — SINGER-KENNEDY 
21 E. Van Buren Street 
Chicago 5, Illinois 








Stays 
Sharp 
With 
Use 





DORCAS KNIFE 


The all-purpose roofing and linoleum appli- 


cator. Handy hook for cutting valleys, 
hips, rakes, etc. One piece high carbon 
steel. Hand ground edges. Tennessee red 
cedar handle. Compression brass rivets. 
Gives continuous even cuts. Developed thru 
23 years experience. 


Jobbers Contact: D & D TOOL SPECIALTY 


3261 W. Dakota Ave., Denver 9, Colorado 














WRITE FOR 
i@-r-Vaele 
HA 





YOU MUST SELL BRACKers 

















Otherwise your cus- 
tomers will buy them 


ot your competitor. 


BIG REPEAT PROFITS 





MEFRD. FOR SCAFFOLDING-ROOFING-LADDERS 


NEWARK LADDER CO CLARK (Rahwoy! N 


THE PROFESSIONAL’S CHOICE 
oe 


On” 


UKE A NEW Lever 


VE-N-A 








OF SKIN IN ENAMEL 
ATION /Macuil 
one Ores twan of PTT NC OL sy 














for Sinks, Ronges, Bath Tubs. Refrigerotors, et 
Eosy—Quick ond Permanent! In 2 shodes, Appliance or 
Plumbing White Write for nome of nearest distributor 


(Several Choice Territories Open for Distributors) 


LABORATORY 


ILLINOIS 


ARK 


P.O. BOX $726, CHICAGO 80 


WHEN YOU WANT TO BE HEARD 








Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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Display a « 
Glue withi: 
customers a 
Hobbyi 
handymen 
call for it 
They'll ma 
headquarter 
ware needs. 
Weldw 
quickly and 
water. It sf 
quickly, an 
bond that 
wood itself 


That te 
ing inv 
by mar 
tags an 
Midget 





The ab 
printed 
every 
Folder. 
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e Construction 


NEW KEN Cor. 
-L PLUMBS — 2 
building corner 
ration. This saves 
uickly. 

— 2 FACES of 
a1 timber and 
doors, windows, 
eration. 

2 FACES of any 
n one operation, 
wisted and mor. 
d brick horizon. 
more accurately 
f minimum con. 
rregular surfaces, 
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jo 5, Illinois 
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Stays 
Sharp 
With 
Use 


oleum appli- 
ing valleys, 
high carbon 
mnessee red 
rass_ rivets. 
veloped thru 


SPECIALTY 


9, Colorado 





WRITE FOR 
i@-Sr Waele 
HA 


wise your cus- 
rs will buy them 


our competitor. 


EAT PROFITS 


FING-LADDERS 


CHOICE 


C ENAMEL 
1 COATING 





tigerators, et 
», Appliance or 
rest distributor 


istributors) 
ORY 
ILLINOIS 


E HEARD 











( 
ws 
fe 
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s—in 


unities 


rk 17, N. Y. 
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1 WARNER TOOLS... 






with Proven Sales Records 





seceeceees vee : 


AGAIN AVAILABLE! 
< the WARNER ‘‘Safety’’ 
\ 3 \ RAZOR BLADE SCRAPER 




















Before the war, repeat sales were con 
sistent wherever handled. Blade locks in 
either exposed or safety position and is 
moved with only a flick of the thumb 
Safe to put away in car glove compart- 
F ment, sewing kit, cleaning supply cab- 
y, inet, kitchen drawer, or carry in pocket. 
19¢ retail with blade. 














WARNER 





Display a carton of Weldwood 
Glue within easy reach of your 
customers at all times. 

Hobbyists, homeowners, 
handymen and carpenters will 
call for it again and again. 
They'll make your store their 
headquarters for all their hard- 
ware needs. 

Weldwood Glue mixes 
quickly and easily with cold tap 
water. It spreads smoothly, sets 
quickly, and forms a permanent 
bond that is stronger than the 
wood itself, 


Joints made with Weldwood 
Glue can be light-worked a few 
hours after clamping. They with- 
stand moisture, heat, bacteria 
and rot. 

So put the handy display car- 
ton of Weldwood Glue by your 
cash register. You'll get a steady 
call for all sizes . . . 10¢, 25¢, 
50¢, 85¢, and larger sizes. Ask 
your jobber for complete details 
and samples, or write to: 

UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 388 
55 West 44th Street, New York 18,N. Y. 


RAZORKNIFE . . 


Keen, quick-cutting with a _ razor 
blade, plus a comfortable handle 
to hold it! Uses single edge blade 
inserted from rear — cannot slip 
through front. Ideal for hobby work 
and all uses requiring a thin, slit- 
ting blade. 35¢ retail with blade. 


Jobbers’ Names and 
Full information about 






































Warner Tools supplie 
on request 














WELDWOOD watiieroor cvue 








That tedious task of check- 
ing inventories is simplified 
by marking your articles with a code imprinted on string 
tags and labels by the automatic, easy-to-operate, Kimball 
Midget marking machine. 


DEALER'S NAME: 
Furnished in one solid piece of 
type. 


DEF: Manufacturer or supplier: 


DEALERS NAME so Quantity 
DEF-714 10/47: Date purchased. 
10/47-REP a REP: Cost Code. 


ALM-2QTS 


—— ALM-2 qts.: 
$6 95 aa Description and capacity. 


$6.95: Retail price, 








The above ticket shows but one sample of a typical im-' 
printed set-up. The flexibility of the Kimball system permits 
every article to be marked with its complete history. 
Folder_on request. 





~ COMPANY) 


NEW YORK 13, N. Y. 


\. KIMBALI 





APRIL 8. 1948 











WARNER MFG. CO. 
Minneapolis 14, Minn. 


PYowr' Mfoney head 


OF wit HELLER 


STORE EQUIPMENT 












~ 





“x 


W.C.HELLER 
& co. 


b88 BRYANT ST. 
MONTPELIER, OHIO 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


/ caf) wre um | 























* MARSHALLTOWN, IOWA 




















































wy : 
OY) For PIUMING UP things/ 
AS aN 
‘ —MOORE pusu-pins IN METAL EDGE BOXES |g ou: va 
Increase your unit sales on small items by dis- @ Eliminates 
playing STRONGHOLD SKRU-KITS on your ° ee 
counter. Each box includes one type of fastener e ceca eae 
Designed e = in a wide variety of sizes and styles. No scattered ® Lanatized | 
oer sng pine or mixed up pieces. Cumenmens serve themesives 
up an ang-up quickly. More units sold, Jess time in selling. 
need. Sell them to For HANGING UP things / Ask your jobber. 
your customers 
with COMPLETE * MOORE PUSHLESS 
CONFIDENCE. picture HANGERS SO 
Nationally adver- 20 AS RTMENTS pine Bay 
tised. Ideal for workshops, | Machine Screws Wing Nuts the averac 
home repair kits, Nu Cotter Pins ¢ EA. — 9 
garages, repair em, a Screws a oe oie paraings, 
CLD 2b DDO Di Mel MYC Eeezereem | "Dies mechan: | Washers Machine Bolts 
1 EC 2-4-9 =) 23 50.4 > Ay PHILADELPHIA 44, PA. STRONGHOLD SCREW PRODUCTS INC.2°4 ¥- Hubbard St. Chicage 10, 1H, § i Pi 








‘TIVE 


SCHARTOV 





© CABINET HARDWARE i AWiai) WA 7 EK 


e BUILDERS HARDWARE *, 

© CABINET LOCKS ALL FROM iy ib > WS 
@ SCREWS AND BOLTS Sigs \ 
e SASH HARDWARE ROCKFORD, ILLINOIS 


iP Vilel, Pie Sele alee) (i 7:\. ) mary 

















PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 










WINDOW BRUSH 
and SQUEEGEE 


WASHER 


rhere’s a Minute Mop fast-seiler to speed every house- washer life. Perfect water seal is 

hold cleaning job. Women want and BUY the popular assured. The floating washer stops INC 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- STOPS PROFITS faucet drip...ends water waste. 

dow Brush and Squeegee. Toi-La-Kleen, and the long ASHER Available in %4", ¥%" and 2” ° 
a! awe ag een Rey —_ 297mg and inane 10c sizes. Order through wholesale wit 
also le new 4 umbo Minute ! op tor arge oor areas. 

All made of Du-Pont Cellulose Sponge. Write or phone | hardware jobbers. 

your jobber today 


PERFECTION weentne OO. 


2558 East 93rd Street Cleveland 4, Ohio 


| SIFTER 


'3 E.23rd.St. 
CHICAGO 16 ILL. 





MINUTE MOP (0. 


YOU'LL NEVER MISS A SALE 


wth 


west ORB 2Tuay 0 


ULIC 
HYDRA #” Guaranteed by % 














Good Housekeepi: J 
Jacks nn ae 
© The Most Complete Line es 
since 1899 "7 ; 
Je. Miss of Sifters, holds 2 cups. Cone a 
bd Nationally Advertised shaped, sifts into measuring cup. 
Aluminum, light as a feather, 
UAMEDIATE SHIPMENT single screen % 
Makers of Foley* Food Mill, Chopper, Blender. 
AWARDED THE OO wenn Foley Mig. Co., pra dirsy yp Aa 
FOR THe SCRICAN MUSEUM “Trade Mark Reg. US. Pat. Off. 


TEMPLETON, KENLY & CO., OF SAFETY 
Chica 


AVAILABLE THRU YOUR JOBBER 


70.44, IIlhinors 
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. No scattered 
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INTS 


Its 


. Chicago 10, Il. 
| 4680 
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WASHER 


th Per- 
ineered 
srolong 
seal is 
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waste. 
d ¥" 
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E FOR ToucH-UP AND MARKING 


FOR BRONZING AND ENAMELING 


Write for our Folder of Carded and Boxed Brushes 


ae 1. GRUMBACHER 






CARDED OB 
IN BULE 





464 WEST 34th STREET, NEW YORK 1, NEW YORK 


™ GRUMBACHER OF CANADA LTD. 179 KING STREET W.. TORONTO. ONTARIO 























More Water - Better Lawns. 
THE SIPCO GROUND SOAKER 


@ Puts water where you want it. 

@ Eliminates soil-washing. | 

@ Can bs moved without user ve : | 
Getting wet. lt ll 
Covers large area. 


* 
® Lanatized to resist mildew. 


Above: Bag type; 
lengths up to 50 ft. | 


Left: Multiple type; 
10 and [5 foot lengths. 





The Sipco Ground Soaker is a money- terraces and steep banks. Water seeps 
maker! Applies 25% more water than through pores in canvas. Connects to 
the average sprinkler on lawns, flowers, any garden hose. Wide choice of sizes 
shrubs, gardens, golf greens, narrow permits combinations of any length 
parkings, trees, hedges, new grass, desired. 


Write Today for Folder and Prices 


SIPCO GROUND SOAKER 


SCHARTOW IRON PRODUCTS CO. @ Dept. 108-D-1, Racine, Wisconsin | 


ADYUSTABLE 





Complete line of Bases for 
the Hard and Soft Ball 
| Game. 

| Also Bat Bags, Leather 

| Belts, etc. 

SEND FOR CATALOG 





SEND FOR COMPLETE 
INFORMATION 








GEPHART MFG. CO. 


1026 West Adams St., Chicago 7, lil. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING ¢ SALT WATER FISHING 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 























INCREASE YOUR PROFITS 
with ARDCO Custom Made VB* 


Wood, Steel & Aluminum Blinds 
in any size —any color! 





As a forward looking manu- 





Made to measure up to your most 
exact requirements, ARDCO 
BLINDS are designed for your 
discerning customers who demand 
the best at a reasonable price. 


facturer you want to see your 





products find new markets 


Wide selection of tapes with and to assure a steady flow of orders. Your answer 
cords to match. Facia Board and r. Ba 
Enclosed Brackets. Automatic is Tru-Test . . . the proven system of distribution 


Self-Equalizing Tilter and Cord 
Lock 


; that “follow d 
DELIVERY: 10 Days at “follows through” from factory to consumer. 


Write For Folder 
*VENETIAN BLINDS 


ee ee oe ee o Ff 
STOBER MANUFACTURING CO. | MN 4 Un @ bs GPsnarae arene aes ee 
991 Fulton St., Brooklyn 16, N. Y. 650 SOUTH CLARK STREET » CHICAGO 5S, ILLINOIS 


























PLYMOUTH = 
Producla PLYMOUTH, MASS. 


Pe 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
| (Special Rate) set solid, maximum, 
| a rere $2. 
Each additional word......... 05 
| 


Allow Seven Words for Keyed Address 


or Your Address 


L 

















| *BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















[Help Wanted 


__] [Sales Representatives Wanted | 


|Salea Representatives Wanted | 





EXPERIENCED HARDWARE MAN who has 
worked for a wholesale house, knows tools, elec 
tric and sporting goods, toys, housewares, etc., 
to do catalogue compilation work, etc. Prefer a 
man with this type experience. Excellent oppor- 
tunity with a young growing Philadelphia jobber. 
Reply with full particulars to Box M-200, care of 
Harpware Ace, 100 East 42nd St., New York 

Oy 


17, N. 





EXPERIENCED HARDWARE JOBBER 
SALESMAN, TO SELL DEALERS a New 
Idea in Merchandising. Must be able to sell an 
intangible; old enough to be experienced, young 


enough not to have succumbed to order taking. 
This is an excellent opportunity to grow into 
a position of divisional merchandise manager. 
This opportunity is offered on a salary plus ex- 


plus override basis by a young, growing 
eastern jobber with a new method of distribution. 
Replies treated in confidence. Send full particu- 
lars to Box M-201, care of Hakpware Acer, 100 
East 42nd St., New York 17, N. Y 





EXPERIENCED 
WHOLESALE HARDWARE MAN 


TO ASSUME CIIARGE OF PURCHAS- 
ING DEPARTMENT OF A GROWING 
EASTERN PENNA. JOBBER. POSITION 
REQUIRES KNOWLEDGE OF SHELF 
HARDWARE, TOOLS, CUTLERY, 
BUILDERS HARDWARE, SPORTING 
GOODS AND KINDRED LINES. EXPECT 
ABILITY TO DIRECT THE ENERGIES 
OF OTHERS, TO DO A VOLUME OF 
DETAIL WORK. EXCELLENT OPPOR- || 
TUNITY TO GROW WITH A YOUNG 
COMPANY. EXPERIENCE IN SALES 
AN ASSET. REPLIES TREATED IN 
CONFIDENCE. REPLY TO BOX M.-194, 
CARE OF HARDWARE AGE, 100 EAST 
42nd ST., NEW YORK 17, N. 

















REPRESENTATIVE | 
WANTED TO SELL a Line of Fender Under- 
coating and Industrial Paints. Becker Paint & 
Varnish Co., P. O. Box 54, Bay City, Michigan. 





MANUFACTURERS 





SALESMEN WANTED 


Paint 


territories 


Brush Manufac- 
for 


Prominent National 
turer has open 


calling on paint and hardware dealers, }umber 


men now 


yards, department stores, industrials, etc 
Side Line men or manufacturers’ agents 
considered. Good Commissions. Territory 
protected. Write details of experience to 
Box M-190, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








AGENTS CALLING ON DISTRIBUTORS 
AND DEPARTMENT STORES TO REPRE 
SENT KEENCO Household Products (stools, 
carts, window exhaust ventilators, ete.). Advise 
territory covered, how often, Keen Equip 
ment Co., Inc., 402 (403) Pear Street 


Vineland, N. J. 


etc. 
(404) 





= 


WANTED: COMMISSION REPRESENTA- 
TIVE TO SELL OUR LINE of Locksets and 
Suilder’s Hardware in Georgia and Alabama, In 
reply give full resume of your builder’s hardware 
experience and nature of other lines handdlec 
Address Skillman Hardware Mfg. Co., Trenton 
t, Des Je 





MANUFACTURERS REPRESENTATIVES 
WANTED FOR COMPLETE TOP QUALITY 





LINE of Dog Furnishings. All territories open | 
with exception of New England. High commis- 
sion rate old established line. Give detailed 
information regarding lines now handled = and 
territory covered. Address Box M-193, care of 
Harpware Ace, 100 East 42nd St., New York 
7, BM. F. 

FACTORY REPRESENTATIVES-——CHOICE 
TERRITORY. POWER LAWN MOWERS 
(Maytag) $99.50; Y, hip. Electric $89.50. 
Nationally known. Leads furnished. Drop  ship- 
ments. Liberal commissions. Cooperative adver- 
tising. Prompt shipments (warehouse — stock). 
Regular terms (rated accounts). Lowest priced 
means volume sales. More hot kindred lines 
within 60 days. Display Kit. Free. Rotacut, 
F-2153, Excelsior Springs, Mo. 








WANTED SALESMEN 


Calling on Dealers and Wholesalers to carry 
sideline low-priced outside white paint. Excel- 
lent opportunity with progressive Southern 
California manufacturer. Attractive commis- 
sion. All territories West of Mississippi and 
Southern States. Address Box M-192, care of 
HARDWARE AGE, 100 East 42nd St., 
New York 17, N. Y. 








MANUFACTURER'S AGENTS WANTED 


CALLING ON HARDWARE AND DE- 
PARTMENT STORES, TO HANDLE 
OUR FULL LINE OF TOILET SEATS. 
ADDRESS BOX M-217, CARE OF HARD- 
WARE AGE, 100 EAST 42nd ST., NEW 
YORE 17, BR. Y. , 








A 20 YEAR OLD COMPANY HAS OPENINGS 
for Salesmen in a GREAT MANY TERRITORIES 


Complete Line of Metal Kitchen Cabinets 
wid Bases. Funnels, Medicine Cabinets and 
Other Hardware and Housefurnishing Items. 
When writing, submit auto road map showing 
exact territory you cover. Write Box M-120, 
care of HARDWARE AGE, 100 East 42nd 
St.. New York 17, N. Y 








SALESMEN NOW CALLING ON PAINT 
AND HARDWARE TRADE to sell Popular Line 
of Paint Brushes on 10% commission. Many 


territories open. State experience. Craftsman 
Brush Company, 12 Waverly Place, New York 3, 
N. ¥ 





EXPERIENCED SOUTHERN EAST COAST 


AGENT calling upon large industrials and ship- 
builders for large distributor of Metal Fasten- 
ings. Commission basis only. References required 
Address Box M-207, care 


of Harpware Ace, 
i 


100 East 42nd St., New York 17, N. 





SALES REPRESENTATIVE WANTED, to 





handle the WESSON LINE of PLASTI LINO, 
BEAUTY FINISH, etc.. to call on department 
store, dealer, and jobber accounts. Sold by leading 


accounts everywhere. Liberal commission. A few 
protected territories open. Write fully about your- 
self, territory, other lines, etc. Wesson Houseware 
| Products, 333 N. Michigan Ave., Chicago 1, IIL. 


SALES REPRESENTATIVES WANTED. 
WANTED HARDWARE REPRESENTATIVES 


now selling building hardware dealers, lumber 
yards, hardware dealers. States now open, Oregon, 
Washington, Idaho, Nevada, Utah, Montana, N. 
Dakota, S. Dakota, Minnesota, Wisconsin, Michi- 
gan, Illinois, Ohio. Please state lines now 
handling, experience, territory. If possible send 
| picture. Address Box M-186, care of Harpwart 
Acer, 100 East 42nd St., New York 17, N. Y 








SALESMEN—REPRESENTATIVES 


Steel Mouldings and 
unexcelled quality 

through jobbers or 
to dealers in hardware, lumber, floor 
covering and fixture manufacturers. Closed 
territories—full commission on present ac 
counts if serviced. Interview in your own 
|] territory. Address Box M-210, care of Hard 
Age, 100 E. 42nd St., New York 17, N.Y 


Aluminum and Stainless 
Irims. Complete line 

competitive price Sell 
direct 


| ware 














BUILDERS HARDWARE 
MANUFACTURER 
HAS SEVERAL SPLENDID 
SECTIONS OPEN 


PROTECTED TERRITORY. STRAIGHT 
COMMISSION. HIGH GRADE LINE OF 
WELL KNOWN CYLINDER, MORTISE, 
AND TUBULAR LOCK SETS. MEN 
MUST BE EXPERIENCED IN BUILD- 
ERS HARDWARE & HAVE CONNEC- 
TIONS IN THAT FIELD. WONDERFUL 
OPPORTUNITY FOR THOSE CHOSEN 
GIVE COMPLETE INFORMATION IN 
FIRST LETTER. 

Address Box M-212, care HARDWARE AGE 


100 East 42nd Street, New York 17, N. Y 
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'[Sales Repnesentokives Wanted | 





Manufacturer wants 
SIDELINE SALESMEN 


With following in retail hardware, household 
and butcher supply houses for $5, item ot 
ery finest quality. On market 25 years. 
Protected territory with full commissions on 


re-ordacrs,. 
THE HARDER COMPANY 
P.O. Box 7021 DALLAS 9, TEXAS 

















SALESMAN WANTED BY ESTABLISHED 
ONCERN with national distribution to call on 
ware, plumbing and heating, and oil burner 


ilers. Many choice territories now open. Com 

basis. State lines now carried, territory 
wered, and type of trade contacted. Manufac 
ers’ agents excluded. Address Box M-75, care 


f HakpwarE Ace, 100 East 42nd St., New York 
nN. F 








SALESMEN: NOW CARRYING ALLIED 
LINES Increase income yy carrying our 
mplete electrical supply line. N. Y. Jobber 
ommission, Prices competitive, delivery excel 
nt on many hard to get items. Territories open 
from Eastern Seaboard to Midwest, North and 
Soutt Repiy state experience. Address Box 
M-2u8, care of Hakpware Acre, 100 East 42nd 
st. New York i N. Zs 


PLUMBING AND HEATING WHOLESALE 





SUPPLY HOUSE has Openuimes for Salesmen. 
We sell boilers, furnaces, cnamelware, steel pipe, 
gs, copper pipe and fittings, sinks, cabinets, 

In fact, a complete line throughout fhe 


Ss. Many territories open. Address Box M-203, 








are of Harpware AcE, 109 East 42nd St., 
New York 17, N. Y 
SALESMEN WANTED TO CALL ON retail 
hardware dealers, lumber yards, mill supplies, 
lumbers and contractors for well known and 
mg established plumbing specialty house with 
vmplete line of plumbing brass goods and spe- 
ialties. Long established concern. Well known 
thruout U. S. Address Box M-216, care of 
Hakpwakt Acs, 100 East 42nd St., New York 
a © 
SALES REPRESENTATIVES WANTED 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
ljusting territories and representation. Will 
‘ openings for several experienced repre 
tives who have good following and under- 
| builders hardware. State lines now carried, 
of trade covered and territory. Address 
M-112, care ot Harvpware AcE, 100 East 
St., New York 17, N. Y 





Joston, 


Has openings in Ohno, Indiana Kentucky, 


Ma and West Virginia. Write full information 
to Box M-215. care of Hakvoware Ace, 100 East 
nd St, New York 17, N. Y. 


1948 


APRIL 8, 





LUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for | 
Representatives to sell Plumbing Specialties to 
jobbers and hardware stores. Akron Supply 
Company, Inc., 315-317 Stanton Street, New 
York 2, N. Y. 





SALESMEN 


NOW CALLING ON HARDWARE AND PAINT 
STORES TO SELL SPONGES. WE ARE DIRECT 
IMPORTERS OF MEDITERRANEAN AND CEL- 
LULOSE SPONGES AND PACKERS OF ROCK 
ISLAND SPONGES. EXCLUSIVE TERRITORY. 
LIBERAL COMMISSION. STATE FULL PARTICU- 


LARS AS TO TERRITORY YOU ARE NOW 
COVERING. 

U. S. SPONGE COMPANY 
3920 S. LOOMIS ST. CHICAGO 9, ILLINOIS 














ESTABLISHED MANUFACTURER WANTS 
SALESMEN calling on wholesale paint and 
hardware trade, millworks, and glaziers to sell 
our line. Connecticut, New York and New Jersey 


lerritory. Address Box M-197, care of Harpwart 
Ack, 100 East 42nd St., New York 17, N. Y 





SENSATIONAL NEW LIQUID FLOOR 
COVERING. Salesmen wanted with following 
paint-hardware, department stores, plumbing and 
lumber dealers, contractors. Car preferred. High 











commission. Pavinoleum, Inc., 342 Madison Ave., 
New York 17, N. Y. MUrray Hill 2-3045 

SALESMAN PART OR FULL TIME: Cov- 
ering New York, New Jersey and Connecticut 
Areas for New Type 3 Purpose Insecticide, Good 
Seller, Liberal commissions. Apply Xterminator 
Products Corporation, 219 Monticello Avenue, 
lersey City 4, New Jersey-—after 4 P.M 

a a ‘ 

MANUFACTURERS AGENTS A FEW 
GOOD TERRITORIES ARE OPEN for top 
quality patented Christmas Tree Stand. Write 
territory covered and lines now carried to Box 
| M213, care of Harpware Acre, 100 East 42nd 
St., New York 17, N. Y. 

MANUFACTURER OF MIRACLE MII 
AND JUMBO JANE wants Representatives to 
sell these pot-holders, utility kitchen and oven 
mitts to hardware and house furnishings buyers 
in chains, variety and department stores. All 
territories available. Replies confidential. Give 
full information. Edlen Herman Company, 2440 
N. Coral St., Philadelphia, Pa 

MANUFACTURERS REPRESENTATIVES 
AND SALESMEN WANTED for quality line 
of solid copper and brass wall hanging and table 
planters, candle holders, snuffers, bowls, ete. Also 
copper lamps, aluminum cocktail shakers and 
other items. Liberal commission. Millicent’s Spun 
Metal Products, 1002 E. 82nd St., Chicago, Hl. 


WANTED -CAPABLE REPRESENTATIVE 
lO SELL. ESTABLISHED LINES to hardware 
bbers in Louisiana, Texas, Oklahoma, Arkansas, 
Mis-ourt, also Midwest exclusive of Greater Chi 
io. Give references and complete information 
Reply Manufacturer, Box M-185, care of Harp 
WARE Ace, 100 East 42nd St., New York 17, 
n. Y¥ 

WANTED MANUFACTURERS REPRE 
SENTATIVE OR VAINT SALESMAN, repu- 
table full line paint and varnish manufacturer, | 


WANTED SIDELINE SALESMEN calling on 
electrical retail hardware tores 
department sell electrical supplies and 
lighting fixtures. State territory desired and 
handled. Write for full details. Commission 
Address Box M-214, care of Harpware Acer, 
100 East 42nd St., New York 17 fm 3 


contractors, 


stores, to 


SALESMEN 
LISHED RETAITII 


WANTED 
HARDWARE 


WITH 
FOLLOWING 
ALL’PLASTI(¢ 


others 


ind to introduce new 

house numerals. Made entirely of colored Plexi 
glas or cite mecluding phosphorescent Ne 
direct sales. 80% results guaranteed. Steady em 
ployment as line will be introduced. Communicate 
with Solid-Art Co., 719 Cider Alley, Baltimore 
1, Md. 


ESTAB.- | 


SALES OUTLETS WANTED 





By manu ational New Belt 
Sander——Handled lk plane—portable w 
priced high quality every electric drill 
wher a potential customer—met with imme 
diate acceptance wherever shown—write tor 
ly 


terature on letterhead . 
METLPLAS SUPPLY COMPANY 
1420 So. 16th Ave Maywood, III 











| WANTED 
‘| MANUFACTURERS AGENTS 





HIGH GRADE CHROMIUM KITCHEN 
CUPBOARD HARDWARE. Calling on Re 
tail Lumber and Hardware Dealers Indiana, 
[lis Missouri, Nebraska & Kansas. State 

rrit how long and lines 





now covered, tor 


\ irried 
Write Box 115, Grand Rapids, Michigan 








SALESMEN WANTED 


lo cover Southeastern United State wit! 
established dealer following in the Hardware 

Electrical field. This 1s a golden oppor 
tunity to go into your own busine with a 
manufacturer who is a leader in his field. 
Send complete infor 101 thout yourselt 
Address Box M-2¢ re Hardware Age 
100 East 42nd St New York 17 \ 











Now calling on Hardware Wholesaler and 
Variety Chains, Excellet ypportunity to add 
money-making line Midget w 1 tool kit 
witl eal cutting blades. A big bit. Other 
items coming. Write for details, stating terri 





tory cover 


TODDWARE PRODUCTS, Buffalo 8, New York 








WANTED 
DIRECT FACTORY REPRESENTATIVES 


f Established Complete Line Lawn Sprin 

Competitive pric No delayed shipmen Straight 

ommission N objection to non-competitive “ 

elling to hardware Please send referen 

record Of past activitie and territory overed 

Address Box M-125, care of HARDWARE AGE, 
100 East 42nd St.. New York 17, N. Y 














[ Accounts Wanted =f 








| HARDWARE LINES WANTED. MANI 
| FACTURERS’ AGENT wants Hardware Lit 
for sale t wholesalers Metropolitan New 
York Area. Knows wholesalers ,as result of 1 
years close contact Best references. Adare 
Box M-218, care of Harpware Ace, 100 Ea 
|} 42nd St., New York 1 
MANUFACTURERS 
ARE YOU PROPERLY REPRESENTED IN THE 
FOLLOWING’ TERRITORY: PENNSYLVANIA, 


NEW JERSEY, DELAWARE, MARYLAND, AND 
THE DISTRICT OF COLUMBIA? A SALES 
ORGANIZATION, WITH WIDE ACQUAINT 
ANCE SELLING THE FOLLOWING TRADE, 
HARDWARE JOBBERS, CHAIN SYNDICATES 
OF ALL TYPES. DEPARTMENT STORES, MILL 
SUPPLY OUTLETS, ELECTRICAL SUPPLY JOB- 
BERS. WE DESIRE A FEW LINES WITH GOOD 
REPEAT POSSIBILITIES ON A COMMISSION 
BASIS. REFERENCES EXCHANGED. AT PRES- 
ENT WE REPRESENT A FEW NATIONALLY 
KNOWN LINES. ADDRESS BOX M-202, CARE 
OF HARDWARE AGE, 100 EAST 42nd ST., 
| NEW YORK 17, N. Y. 











(Classified Opportunities continued on page 210) 
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L___ Accounts Wanted 





_| [Accounts Wanted ~] [Business Opportunies | 








CANADIAN AGENCY 


OFFERING FIRST CLASS REPRESEN- 
TATION TO FIRST CLASS MANUFAC- 
TURER ON COMMISSION BASIS 
ONLY. FULL COVERAGE. 

NO DREAMS PLEASE. 


TO EXPEDITE, KINDLY SEND CATA- 
LOG AND PRICE LIST WITH DIS- 
COUNTS, ATTENTION 


Wm. John Patrick 


DANN-HANDIE CO. OF CANADA 


383 Talbot Street, London, Ontario 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references, 














YOU NEED RESULTS 


Get results. Regular, aggressive, trustworthy 


coverage of hardware jobbers, automotive 
jobbers and chains, electrical jobbers and 
other large volume buyers. Southeastern 
States. Consider manufacturers only. Well 


Excellent references. 
R. B. PILKINGTON 
231 Healey Bidg. Atlanta, Georgia 


established. 








ATTENTION MANUFACTURERS 
WE CAN SELL AND DISTRIBUTE YOUR PROD- 
UCTS WITH THE LEADING JOBBERS IN THE 
HARDWARE, HOUSEFURNISHING, GENERAL 
MERCHANDISE AND ELECTRICAL FIELD. TER. 


TRAVEL THREE SALESMEN. CORRESPOND- 
ENCE INVITED FROM RESPONSIBLE MANU.- 
FACTURERS, ADDRESS BOX M-195, CARE OF 
HARDWARE AGE, 100 EAST 42nd ST., NEW 
YORK 17, N. Y¥ 











ATTENTION MANUFACTURERS. 
WANTED GOOD LINES of Heavy Hardware 
and Tools such as brass goods, pipe benders, etc. 
for State of Florida. Good contacts well est ib: 
lished. References. Address Box M-175, care of 
Harpw arE AGE, 100 East 42nd St., New York 
37, " 





HARDWARE, VARIETY, NOTIONS LINES 


WANTED by Pittsburgh Sales Organization 
calling on jobbers and department stores in 
Western Pennsylvania, West Virginia, Eastern 
Ohio, Western New York. Established manufac- 
turers only. References furnished. Address Box 
M-204, care of Harpw ARE AGE, 100 East 42nd 
St., New York 17, N. : 


MANUFACTURERS REPRESENTATIVES 


COVERING THE STATES of Washington, 
Oregon, Idaho and Montana are desirous of ob- 
taining additional lines to sell jobbers in the 
Hardware, Plumbing and Industrial fields. Well 
established with the jobbing trade and give 
thorough coverage. Address Box M-206, care of 
Harpwarke Ack, 100 East 42nd St., New York 
i, Be Ss 
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MANUFACTURERS' AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 


ILL ° WISCONSIN. SELLING HDWE. 
JOBBERS & HDWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL ORDER 
HOUSES, DEPT. STORE CHAINS—MANUFAC.- 
TURERS WHO 


SELL OUTSIDE poeevers THRU 
THEIR RETAIL DEALER ORGANIZATIONS. 

LEE E. LANE COMPA 
624 So. Michigan Ave. 


Chicago, IIlinois 











SOUTHEASTERN STATES 


Agents, Established 1926. 
Cover trade 4 times yearly. 
Inquiries invited, 


Manufacturer’s 
Staff of 5 men. 
basis. 


Commission 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














Specialized Experienced Export Merchants 
ffer Export Distribution 
We develop and push the foreign sales of 
your product, handle all difficult paper-work, 
pay you cash, relieve you of expense and 
headaches. Annual turnover $1,500,000.00. 
References and details on inquiry. 


KURT ORBIN CO., INC. 
Exporters Purchasing Agents 
17 Battery Place New York 4; 














| Portions Wanted = 





ADVERTISING SALES PROMOTION 
MANAGER. Complete top-company experience. 


Agencies, manufacturers, general, industrial. 
Copy, layout, co-ordinated plans. All Media. 
Know production. Address Box M-211, care of 
Harpware Ace, 100 East 42nd St., New York 
17, Ie © 

ATTENTION MANUFACTURERS — DIS- 
TRIBUTORS: AN ENERGETIC MAN seeks 
a Good Hardware or Automotive Line for the 


Detroit Area. If interested send advertising cir 
cular or catalogue sheet for consideration. <A 
plendid opportunity to be represented in this 


choice territory and add to the profit side of your 
business. Address Box M-199, care of Harpwart 
Ace, 100 East 42nd St., New York 17, N. Y¥ 


SALESMAN WITH FIFTEEN YEARS DI- 
VERSIFIED EXPERIENCE in Retail Hardware 
and Housefurnishing Fields seeks position as 
salesman or manufacturer’s representative cover- 
ing New York, New Jersey and Connecticut. 
Will consider other propositions same area. What 
have you to offer? Can furnish all references 
required. Address Box M-209, care of HArpDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


SALES EXECUTIVE, CAPABLE SALES- 
MAN, ORGANIZER, MANAGER, ENGINEER, 
twelve years’ experience handling extensive lines 
machinery, tools, supplies, heavy equipment. En- 
viable record as manager, organizer of sales 
departments. Can train salesmen, handle dealer 
relations, sales correspondence, trade paper adver 





tising, develop territories, close difficult contracts, 
build business. Address Box M-198, care Harp- 
warE Ace, 100 East 42nd St., New York 17, 
N. Y. 





OPPORTUNITY FOR YOUR OWN BUS] 
NESS. We believe in the future of the ind 
pendent merchant and wish to back som 
ambitious young men to start out for thet 

If you have had retail experience and fee 
ready to step out for yourself, then write us 4 
resume of your background with character refer 
ences. We are an established well rated paint 


and varnish manufac 
Strategic points 


several 


a capable man or me 
A small investment on your part would ind 
good faith but regardless, 


your qualifications 
location. 
AcE, 100 East 42nd 


Address Box M-191, 


turer seeking distribution ir 


and are willing to back 
n. 
1cate 
write us in confidence 
and the city you prefer for 


care of Harpware 
St., New York 17, N. Y. 





50 Mesh Bronze C 


8x8 Mesh #18 
11¢ sq. ft. 


BANCROFT 
122 Gold Street 


FOR SALE 
in 100 Foot Rolls — 36" Wide 
FIRST QUALITY 
LIMITED QUANTITY 


40 Mesh Bronze Cloth 
Above available 


20% 


Immediate Delivery—About 40% lower than 
mill prices — F.O.B. Worcester. 


18¢ sq. ft. 
loth 22¢ sq. ft. 
in 10 foot rolls at 


higher. 
Galv. Hardware Cloth 
100 foot rolls, only. 


STAMPING CO. 


Worcester, Mass. 














FOR QUICK 


WITH YOUR PRODUCTS-DEVICES 


Expert prepares—supplies illustrated, 
8'4"x11"”" Printed Circulars at amazingly low 
cost. Send photo or sketch with description. 
Prompt estimate with sample upon request 


Inventors & Manufacturers Creative Service 
326 West 3rd St., 


VOLUME SALES! 


Los Angeles 13, Calif 








29 in. wide, 
West Coast. 
Supply. 





PLASTIC WIRE SCREENING 


in 60 foot rolls 2c a sq. foot t.o.t 
Immediate 


M. HIRSCHMANNS EXPORT TRADING CO 
431 Southern Boulevard 


delivery. Limited 


Bronx 55, N. ¥ 
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FOR SALE: RET 
& HOUSEWARES 
Nassau 
7 years. DuPont 





heavy stock. $100,000 yearly gross. 
is a bonafide 


Address 


all cash. This 
offer accepted. 
AcE, 100 


id, B. 


HARDWARE, 


AIL HARDWARE, 
STORE. Located 
Co., New York. Establ 
Paint Franchise. Con 
Price $4- 
proposition. No low 

Box M-196, care of 
42nd St., New York 


PAINT 









East 


HOUSEFURNISHIN > 





PAINTS, ELECTRICAL APPLIANCES, Rk: 
dios, Television, Records, etc. Business on [Long 
Island for sale. Standard lines, leading frat 
chises. Sales for year 1947 over $250,000. (Good 
| gross profit. Price complete $147,500, minimun 
half cash. Write Sox H. 147 . 4th Av 
| New York 3, N. Y 

ESTABLISHED WHOLESALE HARD 


WARE HOUSE WITH EXCELLENT FOL- 
LOWING in Greater New York, New Jer-e! 
and Long Island, buying from leading manufac 
| turers, will sell half interest to an aggressive, 
experienced hardware man. Must have good repu 
| tation. About $20,000 required. Address Box 
M-165, care of HARDWARE Ace, 100 East 

St., New York 17, N. ¥ 
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VITAL TOOL FOR 








WITH MANAGEMENT BACKING, 
PAYROLL SAVINGS PLAN CAN 
HELP BUSINESS AND NATION 


In 19,000 companies, the Payroll Savings Plan 
(for the regular purchase of U.S. Savings Bonds) 
has made employees mare contented in their 
jobs—has cut down absenteeism—has even re- 
duced accidents! 

In addition, of course, the Plan builds finan- 
cial security for each participant. Each Bond 
pays $4 at maturity for every 53 invested. 

But the Plan has other, far-reaching benefits 
—to business and to the nation—which are 
equally important to you. 


SPREADING THE NATIONAL DEBT 
HELPS SECURE YOUR FUTURE 


The future of your business is closely dependent 
upon the future economy of your country. To 
a major extent, that future depends upon man- 
agement of the public debt. Distribution of the 


debt as widely as possible among the people of 


the nation will result in the greatest good for all. 
How that works is clearly and briefly described 
in the brochure shown at the right. Request your 
copy today—trom your State Director of the 
Treasury Department’s Savings Bonds Division. 


Use it to 


SPF HEA OS 
the national debt! 


WHY EXECUTIVE BACKING IS VITAL 


Employees still want the benefits of the Payroll 
Savings Plan. In fact, they need the P. S. P., 
because banks don’t sell Bonds on the “‘install- 
ment plan’”—which is the way most workers 
prefer to buy them. But wartime emotional ap- 
peals are gone. Human nature being what it is, 
the success of the Plan in your company is liable 
to dwindle unless a responsible executive keeps 
it advertised. The reasons for promoting it are as 
important as ever—to you, your company, and 
your country. 

So—today—check up on the status of the 
Payroll Savings Plan in your company. Act on 
your responsibility to see that,it is vigorously 
maintained. 

The State Director will gladly help. 


“The National Debt and You,” 


a 12-page pocket-size brochure, expresses the 
views of W. Randolph Burgess, Vice Chairman 
of the Board of the National City Bank of Veu 
York, and Clarence Francis, Chairman of the 
Board, General Foods Corporation, Request 
your copy trom the Treasury Department’s 
State Director, Savings Bonds Division, 











The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U, S. Treasury advertisement prepared under the auspices of the 


Treasury Department and the Advertising Council 
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6 TRAY «cs: 5@¢ TOOL BOX 


POSITIVE CANTILEVER ACTION, 18" x 10" x 13” 








tools. <A 
everywhere. 


Plenty of room for 
favorite of mechanics 


Individually packed, shipping wt. 
22 Ibs. Also available in 15” single 
tray and 17”, 19”, 21”, double tray 
streamline, 

Sturdy, heavy gauge 


steel. 

Strong handle. 

Reinforced throughout. 

Rounded corners. 

No raw edges. 

Built in continuous 

hinge. 

Write for catalogs and 

new 1948 low prices 
SIMONSEN INDUSTRIES INC. 

Sales Office: 
1414 South Michigan Ave., 





Ox%E8E 
Or». 3 


Chicago 5, I 186-4 







CAT. NO. 











‘Reliable —Clean Cutting 
Long-Lived ‘ 
The Choice of Professional 


Hairdressers for over 
three generations. 














BROWN & SHARPE MFG. CO., Providence, R. I. 


BROWN & SHARPE 


HAIR CLIPPERS 










K-D #90 Nailpuller is only 12’ long 

. Small enough to carry in your 
pocket! Pulls up to tenpenny nails 
easily. Counteracting jaws, rustproof 
finish. Packed 6 to carton with at- 
tractive counter sales display. Easy 
to sell. Order now. 


K-D Mfg. Co., Lancaster, Pa. 
Write for Catalog 


Drive Jaws 
under nailhead 


4 

















Genuin° DOMES Xf SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY pee ee ee 
SOc SET-15c¢ SET-10c SET SAVE FURNITURE 


& FLOORS-CREATE QUIET 
J Name “'Oormes of Silence 
on eoch genuine Glide 
Domes of Silence 
Rubber Cushion. Glides 
For Tile, Marble, Cement an room Floor 
Noiseless. Sizes for metal ce 2 lar 
chairs and all furniture 


Ash yeuwr Jobber. 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C. 


If he Is not supplied write to 


212 
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Advance Glove Mfg. Co. 
Air Equipment Co. 

Air Express Division 

Akron Hardware Mfg. Co. 
Alumicast Corp. 

Aluminum Goods Mfg. Co. 
American Chain & Cable Co. 
American Floor 


°. 
American Fork & Hoe Co. 


Surfacing Mach. 


213 


136-137 


American Grille = Screen Works 189 


American Mfg. 
American Pad & Textile Co. 


American Rubber Products Corp. 


American Screw Co. 
American Thermos Bottle Co., 
American Wall Safe Mfg. Co., 
Animal Trap Co. of America 
Archer-Daniels-Midland Co. 
Ark Laboratory 
Arvey Corp. 
Asco Chemical Co. 
Associated Cutlery 
of America 
Atlantic Tubing & Rubber Co. 
Automatic Washer Co. 


Industries 


Barridon Oil Burner Products, Inc. 


Barry Paint Co. 
Beacon Co., The 
Behr-Manning Corp. 
Berkeley Specialties Co. 
Better Homes & Gardens 
Betterby, Inc. 

Bird & Son, Inc. 
Bolens Products Co., 


Corp. 
Briddell, Inc., Chas. D 
Bridgeport Brass Co. 
Bright Star Battery Co. 
Brooks & Sons, M. S. 
Brown & Sharpe Mfg. Co. 
Bruce Co., i. 


c 


Carbide and Carbon 
Corp. 
Carlson & Co., A. B. 
Carpenter-Morton Co. 
Century Plastic Products, Inc. 
Chair-Loc Co. 
Cheney Hammer Corp., Henry 
Clarke Sanding Machine Co. 
Cleveland Chain & Mfg. Co. 
Club Aluminum Products Co. 
Columbian Rope Co 


Columbus-McKinnon Chain Corp. 


Connecticut Valley Mfg. Co. 
Corbin Screw Division 
Country Gentleman 

Crescent Bronze Powder Co. 
Crump Co., Inc., B. T. 


D 


D & D Tool Specialty 

Davis Mfg. Co. 

Dearborn Stove Co. 

Dennis Mitchell Industries 
Desmond-Stephen Mfg. Co. 
Doehler-Jarvis Corp. 
Domes of Silence 

Dominion Electric Corp. 
Dow Chemical Co. 


duPont deNemours & Co., E. |. 


Dutton-Lainson Co. 


Eagle Industries, Inc 
Eclipse Lawn Mower Co. 
Economics Laboratory, Inc. 
Ediund Co 
Edwards Mfg. Co., 
Embury Mfg. Co. 


The 


The 
Inc. 201 
146 


Food Mchry. 


Chemicals 


113 
140 
194 

32 


75 


39 
204 
78 
202 


56 
58 
175 


213 
197 
48 
135 
130 
68 
213 
14 


134 
160 
47 
188 
40 
3 
1 
54 
8 
66 
199 
4) 
179 
4 


189 


—$—$—$—__ 


F 
Foley Mfg. Co. 206 
Fox Shotguns 13 
Fraim Lock Co., The E. T. 129 
Frantz Mfg. Co “4 
Fulton Bag & Cotton Mills 187 
SG 
G-M Laboratories, inc 158 
General American Transportation 
orp & 
General Electric Co., Construction 
Materials Div. 165 
General Mills, Inc. 143 
Gephari Mfg. Co. 207 
Gilbert Clock Co., William L. Lyi 
Gillette Safety Razor Co. 22-23 
Gilmer Co., L. H. 65 
Goodrich Co., B. F. Industrial 
Prod. Div. 69-70 
Goulds Pumps, Inc 19 
Gray & Dudley Co. 21 
Great Neck Saw Mfars., Inc. 1% 
Grimes Co., Bradley E. 207 
Grumbacher Inc., M. 207 
H 
Hager & Sons Hinge Mfg. Co., C. 63 
Hancock Mfg., Inc. N 
Harmic Mfg. Co. 126 
Hastings Canvas & Mfg. Co. 0 
Heckethorn Mfg. & Supply Co. 191 
Heller & Co., W. C. 205 
Hemphill Co., A. D. 201 
Henry Mfg. Co., J. T. 200 
Hercules Powder Co., Inc. 2” 
Hoover Co., The 20 
Hotpoint, Inc. Ws 
Howard Industries, Inc. 142 
Hudson Mfg. Co., H. D. 2B 
Hull Mfg. Co. 204 
I 
Ideal Cabinet Corp. 4 
INinois Bronze Powder Co., Inc... % 
Independent Lock Co. 85 
Industrial Synthetics Corp. 149 
International Steel Wool Corp. 195 
Ives Co., H .B. 182 
J 
Jacobs Mfg. Co. 3 
Judd Co., Inc., H. L. 173 
K 
K-D Mfg. Co. 212 
Kaufman Mfg. Co. 60 
Kay-Tite Co. 3e 
Kimball Co., A 26 
Knape & Vogt Co. 131 
Koch Sons, Inc., George 121 
Krasberg & Sons Mfg. Co., R. 203 
Kromex Corp 159 
L 
Lafayette Saw & Knife Co., Inc n 
Larvex Division 28 
Leonard Co 150 
Linck Co., Inc., O. E 188 
Lindsay Products, R. 203 
Lively Lad Mfg. Co. N 
Lufkin Rule Co. 185 
M 
Mackianburg-Duncan Co 133 
Manning, Bowman & Co. 16 
Marathon Line Co. m4 
Marshalltown Trowel Co. 206 
HARDWARE AGE 








Mast-Foos 
Master Afr 
Master Le 
Master Mé 
Master Ru 
McGill M 
Metaloid | 
Midwest KN 
Miller, In 
Minute M 
Montague 
Moore Pu 
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National C 
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eee 
Mast-Foos Mfg. Co. 72 
Master Appliance Mfg. Co. 191 
Master Lock Co. 5 
Master Metal Products, Inc. 171 
Master Rule Mfg. Co., Inc. 6 
McGill Metal Products Co. 204 | 
Metaloid Co., The 199 | 
Midwest Mower Co. __ 120 | 
Miller, Inc., Robert E. 212 
Minute Mop Co. 206 
Montague Rod and Reel Co. 27 
Moore Push Pin Co. 206 | 
Myers & Bro, Co., F. E. 199 
N 
National Cart Corp. 26 
National Enameling & Stamping 
Co. 123 
National Hardware Show, Inc. 181 
National Lock Co. 206 
National Mfg. Co. 194 
National Metal Products Co., 
Kansas City, Mo. 147 
National Metal Products Co., 
Pittsburgh, Pa. 214 
National Pressure Cooker Co. 151 
Neatslene Co. _... 152 
Newark Ladder & Bracket Co., Inc. 204 
Newton Line Co., Inc. 10 
Nichols Wire & Aluminum Co. 169 
Noblitt-Sparks Industries, Inc. 53 
° 
O-Cedar Corp. linen 15 
Ocean City Mfg. Co. 27 
Orchard Industries, Inc. _ 155 
he. & ea 
Oxwall Tool Co., Ltd. 214 
Pp 
Parade Products Co., Inc. 191 
Parker Mfg. Co. 40 
Pearl-Wick Corp. ; 145 
Peck, Stow & Wilcox Co. 216 
Peerless Pump Div., Floor Mach. 
Corp. 64 
Pekin Specialty Co. 19% 
Penn Metal Fabricating Co. 154 
Pennsylvania Lawn Mower Division 42 
Perfection Automatic Machine Co. 206 
Pittsburgh Plate Glass Co., Brush 
Div 37 
Plomb Tool Co. 7 
Plymouth Cordage Co. 207 
Popular Mechanics Magazine 167 
Porter, Inc., H. K. 185 
Porter Corp., The J. E. 153 
Porter Mfg. Co. 195 
Pyrene Mfg. Co. 79 
R 
Racine Universal Motor Co. 203 
Railway Express Agency 183 
Red Devil Tools 215 
Remington Arms Co., Inc. 107 
Renuzit Home Products Co. 172 
Reynolds Metals Co. 157 
Rhodes & Co., James H. 50 
Rose Mfg. Co. 121 
Roth Co., Roy E. 214 
Ss 
Safety Belt Lacer Co. 202 
St. Louis Cordage Mills 113 | 


Saiter Mfg. Co., H. B. 
Samson Cordage Works 
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Savage Arms Corp. 

Arms & Ammunition Div. 

Lawn Mower Div. 

Worcester Lawn Mower Co. Div. 
Schartow Iron Products Co. 
Schlage Lock Co. 

Sharon Bolt & Screw Co. 
Sheffield Bronze Paint Corp. 
Shell Chemical Corp. 





Extra Profits 
IN SANDER RENTALS 
with an 


merican 


Edger 


Every time you rent floor sanders to your customers—make extra 

profits by also furnishing an American Spinner Edger! Eliminates 
tedious hand scraping of edges and stairs. Saves labor for your 
customers... builds goodwill and profits for you! Write for 
details. American Floor Surfacing Machine Co., 522 So. St. 


Clair St., Toledo 3, Ohio. 


WANTED JOBBERS: 
EXCLUSIVE TERRITORIES OPEN 
for the fast-selling all purpose 


“PORTLAND’’ ALUMINUM SOLDER 


PORTLAND REPAIRS, welds, joints and fills. Makes leaky kettles 
and pans like new. 
Ideal for mechanics; 


AIRPLANE and AUTO MANUFACTURERS 

@ Solders better because it consists of: tin, zinc, aluminum, phos- 
phorus and copper, 

@ Melting point is below 300C. 


Write for prices, samples and information. 
Exclusive Distributors in the U.S.A. 


BETTERBY, Inc., 230 Fifth Ave., New York 1, N. Y. 





model constructors. 











Simonsen Industries, Inc. 
Singer-Kennedy Corp. 
Skilsaw, Inc. 197 
Slaymaker Lock Co. 148 
Solventol Chemical Products, Inc. 170 
Spearhead Boiler Plug & Specialty 
Co. 156 
Speedway Mfg. Co. 202 
Sprayer Corp. of America 201 
Stanley Works, The 43 
Starbrand Corp., The 61 
Steel Products Mfg. Co. 55 | 
Steelcote Mfg. Co. 30 
Stevens Arms Co., J 13 | 
Stober Mfg. Co 207 
Stronghold Screw Products Inc 206 
Sylvania Electric Products, Inc. 4 
T 
Taylor Instrument Companies a 
Templeton, Kenly & Co, 206 | 
Tennessee Valley Marketers, Inc. 78 
Tobacco By-Products & Chemical 
Corp., Inc. 60 
Tomlee Tool & Engineering Co. 35 
Traubee Products, Inc. 191 
Tru-Test, Division of Oakes & Co. 207 
Turnbuckles, Inc. 66 
Turner & Seymour Mfg. Co. 48 
20th Century Paint & Varnish Co. 198 
Twix Mfg. Co., Inc. 58 
U 
Unexcelled Chemical Corp. .... 74 | 
Union Hardware Co. = 
Union Steel Products Co. 201 
United States Plywood Corp. 
(Weldwood Div.) 205 
Universal Metal Products Co. 62 
Vv 
Valeniine Equipment Co. 25 
Vital Products Mfg. Co., The 213 
Vichek Tool Co. 192 
w 
Warner Mfg. Co. 205 
Washburn Co., The 186 
Western Tool & Stamping Co. 200 
Westinghouse Electric Corp. 
Appliance Div. 49 
Lamp Div. 16-17 
Sturtevant Div. 76-77 
Whitney Carriage Co., F. A. 52 
Whitney Seed Co., Inc. 66 
Wissota Mfg. Co. 127 
Wood Shovel & Tool Co. 80 
Wooster Brush Co 2 
Worcester Lawn Mower Co. Div. of 
Savage Arms Corp. 168 
Y 
Yale & Towne Mfg. Co. 3 
z 
Zigzag Fastener Co. 202 
Zonite Products Corp. 28 


PORCELAIN cimisuee TOP 


AND SHELLS 
a», 








O11 Cook stove with 
body finished in 
black and white 
enamel. Also avail- 
able in one, two and 


(7 ZA 


legs and shelves. 
Packed one com- 
cy unit to a car- 
or KD—two to 
a » carten, 
Distributors Ia- 
quiries Invited. 
Some exclusive 
territories still 
open. 
ST-2 
ILLUSTRATED 


BARRIDON oi surner PRODUCTS, INC. 


1427 Park Street Hartford, Conn. 


‘““VITAL CAULKING GUNS 


[ear ay pit 











HAVE NO EQUAL" 








AND 
CARTRIDGES 


The complete original 1st 
line of guns and cartidges 
rotary style single unit handles, all styles; sizes 1 pt. 
to 2!/2 qts. Nozzles from 1/16" up. Vital Caulking Guns feature the 
new “'Clear-flow" one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
eliminate messy filling. List: from $4.00 to $17.00. Cartridges 












clean, 


at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 
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@ Yes, Roth hydropneumatic Brass Plated, Flat Face 
galvanized tanks are ready to 
ship the day your order is re- U TI L I T Y 


ceived, These squat type tanks 
designed for use in water HAND 
systems conveniently fit under 


stairs, and in shallow pits or 


wherever space is at a premium, ' 

- 

Extra built-in strength... heavy To retail at ¢ 

galvanized steel, strong welded ‘ 

construction and designed for " Hundreds of uses around the home, 

75-lb. working pressure. Roth \ office, laundry, etc. 

Tanks are equipped with stand- : : 

ard openings and are galvanized ‘ Accurate, all metal spring balance @ 

inaide and out, ; 50 Ib. capacity @ Sturdy construc- 
tion @ Polished brass plated face 

Available in capacities of 18, 20, with pound indicator numbers clearly 

30, 42, 82 fs, 120 gallons. shown @ Nickel ring and hook. 


? 
rf 


ay 
sha eS 


Re 


4giR ty 


Write today for prices and complete details about os = ONWALL etn im 
Roth high quality gatvanized tanks. a + 


on request. Write today! 
ROY E. ROTH COMPANY 
2452 Fourth Avenue, Rock Island, Illinols 


TOOL CO. ww 
928 BROADWAY + NEW YORK 10, N. Y. 


NATIONAL METAL 


Linoleum Trims 


The Aluminum shapes shown, highly 
polished and individually wrapped, are 
being shipped every day. Send for a 
catalog. We can take care of your 
requirements 


with a , tf sa 
Magnesium Plasterer S Hawk ! 
Here is the hawk chat really ines rs gest : 


ctur rice 1m 
~ en hard one dling 
to § »ooden £ handling. 
rtable w é »ase O ie tent.) 
comfo + makes for ¢  qikaline com 
> 2G 
t affecte 





nesium 15 Po 
i 4.50. 
Retail, $2 ” 
Dealers, distributor’ ° — 
write for discoun 
to 


e invited 
ation. 


- NATIONAL METAL PRODUCTS COMPANY 
Specialty Products Division fm 1024 Chateau St. Pittsburgh 12, Penna. 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 
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